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brings not only MORE LIGHT without annoying glare ® 
... but a NEW experience in SEEING! 
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candles... but only a light meter would know it! That is 

miracle of Sky-Glo... high levels of illumination without awa 
ness of the fact! Ease of seeing...without awareness of the reas 
—so restful... unobtrusive...and stimulating is Sky-Glo lighti 
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Sky-Glo cannot be described. READY, NOW, is the Sky 


You must actually be present in “Bulletin SC” .. . the book 

a Sky-Glo illuminated room. tells why Sky-Glo is one ot 
SKY-GLO IS A SYSTEM OF VINYLITE Then, only, can you appreciate most significant developn 
LOUVERS, CHANNELS AND FITTINGS the statement that Sky-Glo in fluorescent lighting . 

. that make possible ceilings which ee vl peaks , ¢ light; f 
glow with light. For rooms old and makes peer le a new experience terms olf lig ting periorn 
new. Expensive ceiling alterations in seeing! Then, only, can you see ...in terms of installatio 
are unnecessary as Sky-Glo can be what a difference there is between application . . . modernizati 
installed below the ceiling, at any a glowing ceiling of light and maintenance! Mail the co 
point from 8'6” above floor. Vinylite a 7 ; 
y individually hung light sources. for your free copy. 


is a product of Bakelite Corp.; has a 
: PEs > whe i has 
light transmission factor of 71%. At 130 footcandles, ceiling brightness 


than I candle per sq. in. (452 footlaml 








ree BENJAMIN ELECTRIC MFG. CO. 
THAD Hat Dept. Z-1 Des Plaines, Illinois 
| Send, without cost or obligation, copy of Sky-Glo “Bulletin 
) gi: é luminous | just off the press. 
~~ louvered ; a rh aioe Sheet 
C. WIG sila ceilings J COMPANY... n--nennnennseeeeeeceee cnneeeeeenee ceneecnenees 
B aes 13 IN. £......<ninecumGn uocunionnmaeemcae amen same es 
sane pial N 
Distributed. Exclusively Through Electrical Wholesalers PID inca osicstersonishbbecdnmitiabenesiboes State 
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High levels of illumination... 100—120—130—or more fo 
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You don’t need to use a knife when 
you strip Laytex RU. Just place the 
wire in the heel of side-cutter pliers— 
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RU wiring wife RU? 








.| It strips fast and easy 


.. It's Lagler RU" 


and crush the cover for as far as you 
want to strip. This allows the satu- 
rated fibrous cotton cover—fiame- 





retardant and moisture-resistant— 
to be quickly peeled back. The insu- 
lation is then easily rolled back . . . 
and you have a clean, quick strip. 

























There’s no need to scrape with a 
knife—conductor is free of loose 
particles. Once you’ve made a con- 
nection, simply roll the insulation 
back over the barrel of the terminal 
and tape it up. You have a neat, 
streamlined job with double protec- 
tion. In a laboratory test Laytex RU 








































was proved to be 33% to 300% easier 
to pull than 5 other leading brands. 
Most important of all, Laytex RU 
permits more wires per conduit on 
rewiring jobs because it is America’s 
smallest diameter, lightest weight 
natural rubber insulated branch cir- 
cuit wire. The dip process of apply- 
ing the insulation guarantees perfect 
centering and no thin spots. Send 
today for sample plus booklet con- 
taining more details about this wire. 
Wire and Cable Department, United 
States Rubber Company, 1230 Avenue 
of the Americas, New York 20, N. Y. 


*Reg. U.S. Pat. Of 
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UNITED STATES 
RUBBER COMPANY 
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AN EW, TROFFER SERIES... 


THE SELF-FASTENING 









Self-FASTENING .. . Self- 
CONTAINED toggle-lugs hold 
“Togl-Trof”’ firmly in perfect 
alignment, without use of 
hangers or added parts. Die- 
fabricated end-on-end connectors 
make continuous run possible 
through removal of end plates. 


NEEDS NO EXTRA PARTS! 


“Togl-trof” is the answer to every fluorescent troffer problem, No hangers, clamps, 
flanges, pipes, chains or hooks, are needed. * * * “Tog]-trof” is self-fastening. 
Ingeniously placed toggle-lugs, slip past the recess and grip the upper part of the 
ceiling, to provide safe, secure fastening for your beautifully designed “Togl-trof 





fluorescent fixture. * * * “Togl-trof” is self-aligning. It draws up flush, and adjusts 
itself to any irregularities in the ceiling. * * ~ “Togl-trof” is self-contained. 


It needs NO Extra parts! Continuous-run is effected by merely removing the end- 

plates and joining the engineered 12” x 48” fixtures with the die-fabricated end- 
Flip-of-a-finger release, drops on-end connectors, which are a part of every “Togl-trof” fixture. * * * Available 
vonage hoe hgaaa - in 2, 3 or 4 lamp units, in open fixture type, linex glass bottom, lens type bottom 

or baffle-type louvres, for maximum visibility and low-brightness effect. * 
“Togl-trof” is Easy to install and does not interfere with ordinary construction 
activities. Install it after everything else is completed, if you wish. “Togl-trof” is 
an AMAZING development in fluorescent troffers. * * * SEE it Today! USE it 


on your next job! 








(Send for Catalogue T-1) 


A Ahm wl Manufacturers 
Product M Q B | L | | ‘ie Inc. of Super-Vision" 








of Jersey City 6, N. J. Mobiliers 
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adds tothe comfort, conv 














" @UIKHETER 


enience and value of the home 


Some days only auxiliary heat is needed ... some days only 
regular heat... but efficiently designed heating plans now 
call for both. 


The @ Quikheter blends perfectly into a situation such 
as this. It provides instant, early morning heat and comfort 
to normally chilly bathrooms, bedrooms, nurseries... or 
wherever and whenever extra heat is needed .. . at a cost of 
only a few cents per hour of continuous operation. 


Quick-acting, requiring only the flip of a conveniently 
located switch, these noiseless, long-lasting units are specifi- 
cally designed to meet the need for variable heating re- 
quirements in the home. 


Attractive in appearance, low in cost and easy to install in 
new or old homes, the economy-famous Quikheter is com- 
plementary to any room...and adds substantially to the 
overall comfort, convenience and value of the home. 


Available in single units of 1000 and 1500 watts and twin 
units of 2000 and 3000 watts. Separate control switch can 
be placed anywhere for your convenience... with thermo- 
static control also available, if desired. 


See your electrical contractor for details or write for Bul- 
letin No. 77. 


Srank et€dam Glectric Co. 


ST. LOUIS 13, MISSOURI 


Mahers of BUSDUCT * PANELBOARDS © SWITCHBOARDS © SERVICE 
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EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 












CRESCENT |’ 


Has These Improved Features 
Which Make Installation 


Easter -- Quicker -- Safer 








Permanently low armor resistance is provided in 
sizes No. 14 and 12 AWC by use of a flattened, 
bonding wire which is in contact with the under 
side of each convolution. These sizes now are smaller 
and lighter since they use the smaller diameter 
Type R conductors of the 1947 National Electrical 
Code. 


The Cut Mark (at 112” intervals) shows the location 
of a prefabricated breaking line inside the armor. 
Only a few strokes of a file guided by the Cut 
Mark are required to cut through one outer ridge, 
and a bend by hand severs the armor. This results 
in a clean separation with no sharp edge—a safer, 
easier and faster job. The prefabricated breaking 
lines are so designed that there is no reduction in 
tensile strength, bending quality, crushing resistance 
and electrical conductivity of armor. 


In the last 20 years alone, over SIX BILLION 
FEET of Armored Cable have been produced by 
the industry. Armored Cable provides the only 
general purpose, factory-assembled and _ tested, 
metal protected wiring system. 


Write for BULLETIN 455 


CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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YOU CAN BE SURE OF 





When you install a Murray Attic Fan, 
you can be sure of efficient per- 
formance. Murray Attic Fans are 
manufactured in our own plants 
under rigid control. Scientifically 
designed, Murray Attic Fans are 
engineered to provide maxi- 
mum ventilation and steady 
air flow with minimum sound. 
Ideal for homes and business 
structures, Murray Attic Fans 
are made in four sizes to meet 
all needs. And Murray Attic 
Fans are priced to move fast. 
Write us for complete infor- 
mation about Murray Attic 
Fans—the fan that does its 
work in a Whisper. 
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SUCTION BOX AND GRILL PACKAGE: Specially designed Murray Suction Box 
complete with Grill and everything else you need for most fan installations. 
A unit package available in three standard sizes. 


MURRAY SALES INCREASERS KIT: Includes Installation Manual, Newspaper 
Mats, Consumer Folders, Radio Announcements, Suggestions for increasing your 
sales — all pre-tested sales material available free to Murray Attic Fan dealers. 


THE MURRAY COMPANY 


ATLANTA, GEORGIA Established in 1900 DALLAS, TEXAS 








Guess 
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ASPLUNDH 
BRUSH 
CONTROL 


KILLS BRUSH RIGHT DOWN TO THE ROOTS 








Here are the Facts about Asplundh Brush Control. “ABC” is... 

HARMLESS. Won’t hurt animals or humans. CONTROLLABLE. Drift is no problem. 

NON-CORROSIVE. Will not corrode steel towers or 
other metal structures. 


ADAPTABLE. ABC can be used wherever a man can 


EFFECTIVE. Kills to ground level at least and, in most 
cases, the roots themselves, 


ECONOMICAL. The cost is in line with cutting one- 


walk. 
year growth. 
For further details . .. write for your free copy of 
SELECTIVE. Grasses continue to grow; no erosion the four-color illustrated booklet “Asplundh Brush 
problem created. Control.” 








TREE EXPERT COMPANY 


BRANCHES: Chicago, Ill. * Grays Lake, Ill. * Springfield, Ill. * Indianapolis, Ind. * Columbus, Ohio * Toledo, Ohio 

Saginaw, Mich. « Lake Geneva, Wis. * Omaha, Neb. * Tulsa, Okla. © Oklahoma City, Okla. ¢ Dallas, Texas 

San Antonio, Texas * Albuquerque, N. Mex. * Los Angeles, Cal. * Boston, Mass. ¢ Binghamton, N.Y. * Malverne, L. I., N. Y- 

Scranton, Pa. ¢ Allentown, Pa. * Pittsburgh, Pa. * Greensburg, Pa. « Erie, Pa. ¢ Philadelphia, Pa. * New Castle, Pa. 

Oil City, Pa. ¢ Plainfield, N. J. * Glenburnie, Md. * Silver Spring, Md. * Lexington, Ky. ¢ Alexandria, Va. 
Charlotte, N. C. * Clearwater, Fla. 


“ECONOMICAL LINE CLEARING EXCLUSIVELY” 
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SCHWITZER-CUMMINS ; 
FANS and BLOWERS gp yor 





AIR HANDLING AT ITS QUIETEST BEST 


You will need the best there is in quality, performance and design in your 






merchandise for 1948, and all at a reasonable price. With prices what 






they are, you must have convincing value to offer. Schwitzer-Cummins 
Fresh-Air Maker fans and Hy-Duty blowers can’t be beat for big air de- 
; livery, quiet operation, selling features and looks. You will like everything 
®& about them and will cheerfully O.K. this year’s prices. And there are a sur- 


prising number of essential types and sizes to help you get the business 













; and boost your profits. 





Lo po 
S, 2A) © ATTIC VENTILATORS © ADJUSTABLE WINDOW FANS 








— ® WINDOW FANS © PORTABLE CIRCULATING FANS 






© EXHAUST FANS © DOUBLE INLET BLOWERS 


With our enlarged facilities we can now give good service to more dealers 





and distributors and have some prime territory open. We would like to 






present a portfolio of new literature descriptive of some very unique and 






interesting developments for this year’s ventilating business. It is yours 






for the asking. 











SCHWITZER-CUMMINS COMPANY 


VENTILATING DIVISION 
1145 EAST 22nd STREET + INDIANAPOLIS 7, INDIANA 
ENGINEERS AND MANUFACTURERS OF FINE FANS FOR 30 YEARS 
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Bett Trocken presents a new attachment 
that makes the Tru-Heat Iron a steam 
iron in a second 


HERE AT LAST— THE PRACTICAL, EASY-TO-SELL SOLUTION TO EVERY WOMAN’S HOME IRONING PROBLEMS 


For the first time, homemakers have a common-sense tool 
for both kinds of ironing, dry or steam: the finest dry iron on 
the market for regular ironing (which is about 75% of the 
job in the average family) plus the Steam Ironing Attachment 
which lets them do professional looking steam ironing and 
pressing with the very same fine Tru-Heat Iron. 


No longer are two irons necessary ...no longer does a 
woman have to handle the extra bulk and weight of an 
ordinary steam iron when she isn’t using steam. 


ARR , x < P EPee Ore Bae TD 


@ Slips on or off Tru-Heat Iron instantly 
@ Plenty of steam in 2 to 4 minutes 

@ Irons 30 to 45 minutes on one filling 
@ Larger soleplate cuts ironing time 

@ Weighs less than 6 Ibs., ready to iron 
@ Steam flow is easily adjustable 

@ Every part made of rustless metal 


& 


Every woman will thank you for showing her the Tru-Heat 
Iron . . . especially when you add to all its famous features the 
new one that makes it a steam iron too. And think of all the 
folks who have already bought a Tru-Heat Iron. They’re 
certainly going to want the extra advantages the Steam 
Ironing Attachment offers them. 

Yes, at last you have a really practical story to tell your 
customers about steam ironing...a story that’s going to 
pry loose more and easier sales for you. 


@ Ordinary tap water can be used 

© Can be cleaned easily at home 

@ Needn't be cooled before refilling 

@ Can safely be refilled with cold water 
e@ Water tank never gets hot 

@ Listed by Underwriters’ Laboratories 
® Completely safe—no steam pressure 


This attachment has been designed 
for use only with the Model GM1B 
Tru-Heat Iron. Owners of the earlier 
Model GM IA Iron may have their iron 
converted at a nominal cost. 


The General Mills “‘Steam Team” is beauti- 


The Tru-Heat Iron with tapered back, 
longer, larger soleplate, Safety Side Rest, 
Tru-Heat Control, Button-Saver Edge. 
One of the top selling brands in the 
country because its features spell faster, 
easier ironing to every woman whosees it. 


IT'S SPONSORED BY Bett, Cocker | 


oS no EE a 


Copyright 1948, General Mills, Inc. 


8 


The Steam Ironing Attachment slips on the 
Tru-Heat Iron in a second. Generates 
steam in 2 to 4 minutes. Steam irons or 
presses 30 to 45 minutes on a single 
filling. Tap water can be used because 
unit is easily cleaned at home. 


fully balanced, light in weight, easy to 
handle. Steam irons many washables 
without the bother of dampening. Does a 
professional looking job of pressing wool- 
ens without a dampened pressing cloth. 


Betty Crocker 
isa 
trade name of 
General Mills 








Car Heaters: Performing dual 
water-evaporating and paint-dry- 
ing function. this conveyorized 
oven reduced finishing time on 
radiator cores from 33 minutes to 
5 minutes. 


WESTINGHOUSE ///y 


/, fave 
4 y 


CUT FINISHING TIME 85% 


Experience in a wide variety of applications has proved 
I y PI I 

to users that Westinghouse Infrared Lamps do the 
job faster, easier, cheaper. Here’s why: 


Highly efficient source Flexible 
of heat 


Saves man power 


Safe and comfortable 
Saves space Small initial investment 
No standby loss Low maintenance cost 
Check into your present baking, drying and heating 
methods—then get the facts on radiant heat processing 

with Westinghouse Industrial Infrared Lamps. 
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Coke Tin Plate - 





COMMUNITY LEADERSHIP 


You asa leader in your community 
have a sacred obligation--to yourself, your 
family, your neighbor and your country, Use 
your experience and knowledge to the full ex- 
tent of your ability to shape a public opinion 
which will help to establish right and justice 
for a lasting world peace, and preserve our 
country’s cherished heritage of freedom forthe 
individual. 

Only through the intelligent, active work of 
community leaders can we keep America as the 
impregnable citadel of liberty and freedom. 


The Youngstown Sheet and Tube Company 


General Offices-- YOUNGSTOWN 1, OHIO 
Export Offices-500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


Pipe and Tubular Products - Sheets - Plates -Conduit- Bars - Rods - Wire- Electrolytic Tin Plate- 
Cold Finished Carbon and Alloy Steel Bars - Tie Plates and Spikes, 


ELECTRICAL SOUTH for APRIL, 1948 








Li es site 2 
fd Whee 


tal se 


x 


QQ 
by hs, es 


— 


MIL 
for 1 
type 

D 
prov 
Inte: 
satu. 
that 
even 


ELEC 








MILES AND MILES of Duraline* power lines, up 
for years, have proved the superiority of this 
type weatherproof. 

Duraline is designed to provide vastly im- 
proved performance during emergency periods. 
Interlocked felted layers, combined with URC 
saturants and finishers, form a fibrous sheath 
that effectively retards moisture penetration— 
even during long periods of wet weather. 


ANA pA 


jumer 


meu par ove 
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Here is weatherproof that is truly weather- 
resisting. For satisfied customers—and lower 
maintenance costs— invest in DURALINE URC 
WEATHERPROOF! Anaconda Wire & Cable Com- 
pany, 25 Broadway, New York 4, N. Y. om 





Ready for today’s 
heavy loads 


Narrow bodies 
make wiring 
easy 


ideal for homes, 
offices, hotels, 
institutions 





Helps you to 
sell good wiring 


f ‘Silent operation 


‘Underwriters’ F 
‘ — long life~ 


Laboratories, 
Inc., approval 
means proved 


reliability 
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Safety. Crouse-Hinds Electric Clock is safe to use in locations where explosive 
atmospheres are likely to be present. 


Easy to read. This large electric clock has a dial 13 inches in diameter scien- 
tifically designed for easy reading. The face is satin finish aluminum with 
numerals, hour and minute hands in jet black, and a sweep second hand in 
brilliant red. 

Attractive case. Finished in metallic gray enamel. 


Easy to maintain. Can be taken apart in a jiffy.... without special tools. 
Can be reset without opening the case. 


Small housing. The motor and all electrical connections are enclosed in an 
explosion- proof CONDULET®* housing only 5-3/4 inches in diameter. 

Two styles. The clock is furnished in two styles One is for flush mounting 
where concealed conduit is used. The minimum depth required for the 
CONDULET in the wall is 3-1/2 inches. The other style is for surface mounting 
where the conduit is on the surface of the wall. Either style can be flush 
mounted on a panel. 


Adjustable. The CONDULET body can be mounted for either vertical or hori- 
zontal conduit connection. 


Listings on new Page 12J, Section 85, CONDULET Catalog 2500. 


Crouse-Hinds complete line of thousands of CONDULETS includes a cast out- 
let for every purpose in ordinary and hazardous locations. 


CROUSE-HINDS COMPANY 
Syracuse 1, N. Y. 


Oltices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Houston — Indi li 





Kansas City —Los Angeles — Milwaukee — ~ Minneapolis — —New 7 — Philadelphia — Pittsburgh — Portland, Ore. ~Om Francisco 
Seattle — St. Louis — W Albany — Atlanta — Charlotte —- New Orleans — Richmond, Va. 
CROUSE-HINDS COMPANY OF CANADA, ‘LTD. Main Office and Plant: TORONTO, ONT. 
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*CONDULET is acoined word 
registered in the U. S. Patent 
Olftice. It designates a product 
made only by the Crouse-Hinds 


A 
Nationwide 


ag 
FLOODLIGHTS 
TRAFFIC SIGNALS 
AIRPORT LIGHTING 





Family Portrait 


SOSA ii gat 


iB eines PA, 


220 Series 


200 Series 





Sil Phe 06 Wi aD 


300 Series 








A POOR IAEA 
* 


I Mr. and Mrs. America added 


to their family as fast as we’ve 


added Lifetime wiring devices to 
ours, they’d win a stork derby hands 
down. 

In only a little over a year, we’ve 
quadrupled the size of our house- 
hold. In a new, modern, volume 
production plant, Slater offers a 


constantly growing line of all 


saad 


360 Series 


needed wiring devices for the con- 
struction and manufacturing fields. 

Items shown simply represent 
typical examples of a complete line 
in each category, which are all, of 


RIC & MFG. CO. 


new york 


ELECT 


wooos!DE, 


Lo 
Aa 
£ ae 
/ 
f @ 
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330 Series 


POBERRER: PEELE ONC ta, 


pees 


vee omens 


eR 


400 Series 








course, approved by Underwriters’ 
Laboratories, Inc. 

Slater has the wiring device for 
your specific application. Write for 
catalog. 
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NOW THE 


IN LIGHTING 





Bpropriatl 
*srightness 








ontrol 


Everybody is talking about “Q and Q”... the Quality and 
Quantity of lighting. Never has the industry been more cogni- 
zant of these two important factors since the advent of fluorescent 
lighting. 

Quality lighting is Appropriate Brightness Control . . . Curtis 
is out front in offering ABC lighting in a most efficient and 
economical form ... the new low-brightness ‘“Eye-Comfort” 
Alzak Aluminum Troffer. 


The photo above shows the customer records office of the 
Central Hudson Gas and Electric Corporation, Newburgh, New 
York. Here Curtis ““Eye-Comfort” Troffers provide more than 70 
footcandles on desk tops with a new low in unit brightness .. . 
really ABC lighting. 
The Curtis “Eye-Comfort” Troffers utilize the new 40-watt, 777 
T-17, 60-inch low-brightness lamp. The contour of the reflector 7~.9c),) e ff 
approximates that of a parabola and is designed to direct a maxi- oid SO7, ALF OF <0 
mum of light to the working plane while limiting the amount ALZAK ALUMINUM 
of light delivered from the troffer to the eye. i 


Write for complete details on this troffer . . . your customers 
will demand The New Look in Lighting. ... ROPERS 











6135 WEST 65TH STREET, CHICAGO 38, ILLINOIS 
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CONVENIENT 


ensational 


J nusually small—entirely new—the Sangamo Type S Time 
Switch is an accurate, attractive product of Sangamo’s 20 
years of experience in making quality time switches. It is 
powered by a newly developed Sangamo high torque, synchro- 
nous, self-starting, low-speed motor that is lubricated for life. 


Built to exacting Sangamo specifications, it assures truly 
accurate timing and will uphold the enviable reputation 
established by Sangamo Time Switches. The switch is designed 
for easy mounting on a standard switch box or for mounting 
on any wall. It is fully approved by Underwriters’ Laboratories 
and is guaranteed for one year. 


The new Sangamo Type S Time Switch is available for im- 
mediate delivery. ° 


AFull Measure of Sangamo Quality Construction 











Outside Manual Cover Sieably Operations Dead Front Long-Life Precision Machined 
Operation Removed Easily Adjusted Safety Design Silver Contacts Gears 


$T482A 
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ailable for IMMED IATE Delivery 





Type S Time Switches 


con be used for many applications: 


ELECTRIC SIGN 
LIGHTING CONTROL 


DISPLAY WINDOW 
LIGHTING CONTROL 


APARTMENT HOUSE 
HALLWAY ; LIST PRICE... 


LIGHTING CONTROL 
| $12.45 
ATTIC FAN CONTROL ry = rede Chests Agely 


Available in two attractive coiors 


PO RTABLE HEATER | Brown or Ivory. Type S has one 
‘ON” ard one “OFF” operation 


CONTROL | Type SR has two “ON” and two 


“OFF” operations. Ivory Case and 
Type SR Switches are priced slightly 


AIR CONDITIONING & (3/3/7/ hee |. higher 
HEATING CONTROL ees 


POULTRY HOUSE ‘fis 
LIGHTING CONTROL jay 
ii} / ACTUAL SIZE 





Get acquainted with the full story—speci- 


fications — installations — applications and 

















prices by writing today for Bulletin 1050L. 


It gives complete details, 


Dependable Simple Switchbox 
Low-Speed Motor Mounting 


ELECTRIC COMPANY 


ELECTRICAL SOUTH for APRIL, 1948 





WOW FOR THE HIRST [Me 


BIG RANGE PERFORMANCE 
AT SMALL RANGE COST 


UNIVERSAL 
BANTAM 
ELECTRIC RANGE 


Plugs Into Any Appliance Outlet ee 
Meets Every Cooking Requirement: 








Here is your first big opportunity in saz" 
to expand your Electric Range market. New 
Bantam Electric Range plugs into any appliance out- 
let with no costly installation charges. 
BIG RANGE CAPACITY IN SMALL RANGE SPACE! Its easily 
accessible oven will roast a 20-pound turkey... bake 
four cakes... cook a complete meal. 
BIG RANGE CONTROLS IN A SMALL RANGE! Oven is ther- 
mostatically controlled for perfect baking results—op- 
erates on standard oven heats. Order your stock of 
Bantam Ranges today for that big new home and auxil- 
iary cooking market. 


2-WAY HEATING makes this amazing Range possible! 


i 
= 
1. Wrap-around Oven Ele- 2. Reversible Twin Unit 


ment gives uniform oven for broiling and cooking 
heat for baking and roasting. plugs in top or bottom. 


—— 
=e 





BIG SPRING CAMPAIGN 
OPENS NEW MARKETS! 


8 peerage is backing its Bantam Electric Range 
with a special big spring campaign. Full page 
four-color advertisements in national magazines... 
1,100-line dealer listing advertisements in key mar- 
kets...small town-rural newspapers... millions of 
radio listeners through participation shows. Plan 
now to tie in! 


A Gee Your Untversal Distributor! 


, \* UNIVERSAL . 


| eee 
athe 
"\ PO LANDERS. FRARY &8 CLARK + NEW BRITAIN, CONN We 
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PROFIT FOR YOU WITH 
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a6MERTLAND® 
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¢ Consistent National advertising plus these sales 
and performance features built into every Mert- 
land Automatic Electric Hot Water heater bring 
you more sales, more profits: 


\ 


\ 


i Plot oh hat wien, 


savy gauge galvanized steel tank, hot dipped. Made 


nd galvanized in Mertland's ultra-modern tank and PLUS KITCHEN WORK SPACE 


alvanizing plant. 
y automatic, adjustable, snap action temperature con- 


ck heating immersion type heating unit. 
orking pressure guaranteed 150 Ibs. (Tested 300 Ibs.) 
rotected from corrosion by Mertland Magnesium Anodic 
od (optional equipment). 
k, blanket type Fiberglas insulation all around tank. 
it coats of white enamel baked on heavy steel jacket. 
+t baffle evenly distributes incoming water. 
eavy gauge copper wiring. 
ternal heat trap prevents hot water circulation through 
se system except when drawn. Saves fuel. 
lattages and voltages to your specifications. Can be 
irnished wired for limited demand. 
lack base conceals mop marks; flush to floor. 
® There is a wholesaler near you who will be glad to give 


you the facts about Mertland. On request, we will be glad 
to give you his name and address. 


yt seen tn 
BETTER HOMES 
and GARDENS 


PROTECTED FROM ] 


CORROSION BY 


PM ERTLAN DG 
MAGNESIUM 
= 6» ANODIC 


M. M. H 
Nod EDGES MANUFACTURING COMPANY, Inc 
t * WATER HEATER SPECIALISTS + 


* CHATTANOOGA TENNESSEE 


OPTIONAL EQUIPMENT AT EXTRA COST 


M. Mc. HEDGES MANUFACTURING COMPANY, INC. 


e WATER HEATER SPECIALISTS * 
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CLARK 


A.C. COMBINATION 


MAGNETIC STARTERS 
with AIR CIRCUIT BREAKER 


-»sREVERSING and NON-REVERSING 


CLARK Bulletin 6040 AC reversing, combination 

across-the-line starters consist of: 

» Two contactors for making or breaking power 
circuit to motors. 

2. A circuit breaker for short circuit protection. 

» A CLARK overload relay for removing motor 
from line in case of unsafe overloads. 


CLARK Bulletin 6020 AC non-reversing, combi- 

nation across-the-line starters consist of: 

!. A contactor for making and breaking power 
circuit to motor. 

2. A circuit breaker for short circuit protection. 


3. A CLARK overload relay for removing motor 
from line in the event of a dangerous overload. 


Bom TYPES are available 

in sizes 0 through 5 in NEMA 

Type 1—General Purpose enclosures, 
NEMA Type 1A—Semi Dust-Tight enclosures, 
and NEMA Type 5—Dust-Tight enclosures. 


Bulletin 6040 starters are also available 
for Plug-Stop or Jogging Duty (NEMA IC8-21). 


Both starters provide full voltage starting 
and overload protection for squirrel-cage 
motors, and can be used as primary switches 
for wound rotor induction motors. 


Write for Descriptive Bulletins 6020 and 6040. 


rue CLARK CONTROLLER co. - 


1146 EAST 152nd STREET, CLEVELAND 10, OHIO 


¢ 
be 
RYTHING UNDER CONTROL 
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G-E Fluorescent — 
the new light of business 
—is ten years ol 
April 21 


( NLY 10 short years ago, the first fluorescent lamps were 
placed on public sale by General Electric. Since then G-E 
fluorescent lamps have revolutionized lighting in stores, offices, 
factories, homes—you see them everywhere! 
From the first, G-E Lamp scientists have led in fluorescent 
development, working ceaselessly to 
bring the cost of fluorescent lamps 


How 10 years of 


G-E fluorescent s — ait a = ; 
sais seeeant lower and lower—to raise efficiency 


h . e * ° 
cas eae toe ie higher and higher. The chart shows 


your money. ° 
ricante what’s happened. 
‘sing 20-watt lamp 

18 typical example. 


This amazingly rapid improve- 
ment in fluorescent is typical of the 
persistent effort of G-E Lamp re- 
search to give more light for the 
money. It is only one of the many 
reasons why more and more people 
insist on “G-E” when they buy 
lamps for home or business. General Electric lamps are con- 
stantly improved by research to Stay Brighter Longer! 


G-E LAMPS 
GENERAL @& ELECTRIC 


. 


> oe J se Liss a7 
fever lamps you need 


P A 
IG 


FLUORESCENT FILAMENT MERCURY INFRARED 


-G-L makes &in all 
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HUBBARD 


JL 4 


BRACKETS 


OS SE A EN 5 
Buy al me ine aes ae Me 


Side view of the horizontal | Insulator and bolt in semi- | Closed position. Note that 
or ‘“‘sagging’’ position. | closed position. It must | insulator bolt is solidly 
Note that insulator bolt is | clear the keepers atthe top | locked in this position, 
i having been pushed down 
past the spring keepers. 


solidly checked against | to complete closing. 
further downward move- 
ment. 








For secondary distribution circuits, where a variety of 
problems are to be met, Hubbard No. 710 Sagger 
Bracket is the most flexible choice to meet the require- 
ments. This Bracket may be described as a single, 
separate, secondary-rack point, which may be used 
with one or more similar points, at any desired spacing 
for any number of conductors. 

No. 710 Brackets are versatile in other ways also. 
The patented feature is the arrangement of the in- 
sulator bolt which may be dropped to a horizontal 
position to allow the “sagging” of conductors 
with the insulator spool acting as a pulley. In- 


HUBBARD 


IN SECONDARY DISTRIBUTION 





Holes are drilled at correct spacing 
and machine bolt is inserted as shown. 











Conductors are strung, using insu- 
lators as pulleys, until desired sag is 
obtained after which they are tied-in 
while still in the horizontal position. 








After tei the insulator bolts are 
raised to the vertical and dropped into 
the lock position. 


sulator Bolts are locked in position when closed or 
open. Strength against line pull is provided by the 
broad back bearing against the pole, the backs being 
3-inches in width. Spurs at the corners prevent the 
bracket from turning during and after installation. 
Bolt heads are trapped in the back to prevent turning 
while tightening. 

Hubbard Sagger Brackets have been tested and 
proved in service. Highly adaptable to any condi- 
tions, they have drawn praise from engineers, in 

every instance of the many installations made 
to date. 


HUBBARD ano COMPANY 


PITTSBURGH - CHICAGO 
22 


OAKLAND - CALIFORNIA 
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VARNISH 1696 WAS 
‘. SELECTED FOR THIS 
“TROLLEY COACH MOTOR 





Here Are a Few of the 
Many G-E Varnishes Designed for 
Specific Types of Applications 





FOR MACHINE | FOR MARINE | FOR INDUSTRIAL) FOR FHP 
TOOL MOTORS | EQUIPMENT MOTORS MOTORS 
i 2 


=< 


G-E 1679 G-E 9435 G-E 1678 





BOND 6000 , , ‘ — 
' none a 3 e@ Heat and moisture are the worst enemies of insulation in a 
DIELECTRIC , ; : rat ge 
STRENGTH excenient | e000 EXCELLENT | EXCELLENT trolley coach motor. But, General Electric Insulating Varnish 
RESISTANCE 1696 is specially designed to protect motors of this type from 
TO MOISTURE | EXCELLENT | EXCELLENT | EXCELLENT | EXCELLENT . : 
ladda the effects of these deteriorating forces. 
10 ALKALI coop EXCELLENT =| EXCELLENT | 6000 G-E Clear Baking Varnish 1696 is recommended for this 
RESISTANCE application because of its excellent high-temperature aging 
T0 ACIDS 6000 EXCELLENT =| EXCELLENT | EXCELLENT oper : ‘ . . 
inte characteristics, plus outstanding resistance to oil and mois- 
TO SALT WATER | GOOD EXCELLENT =| EXCELLENT | EXCELLENT ture. General Electric varnish specialists give it top rating 
PENETRATION | G00D 6000 e000 EXCELLENT also in hardness, adhesion, and penetration. 
TOUGHNESS EXCELLENT | EXCELLENT | EXCELLENT | EXCELLENT Your insulation problem gets expert attention at General 
| oe oom | on _ Electric. A specially formulated G-E Insulating Varnish is 
sone oan nay eee matched to your job. And famous G-E Quality Control 
methods give you strict uniformity in every shipment. Call 
your local General Electric Distributor for more information. 
Or write to Resin and Insulation Materials Division, Chemi- 
cal Department, General Electric Company, Schenectady 5, 


New York. 


GENERAL @& ELECTRIC 


CD48-S1 


























Electrical equipment is no better than its insulation — 
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: > rT 4 & 7 ‘ y : A sameeteassyee 
TAKE A LOOK A! 


TODAY, lighting fixtures are selling on merit...not mere availability. Buyers 
are demanding test-proved quality based on smart, functional design and efficient 
performance. Fluorescent Lighting Fixtures by Southern are the first choice of 
discriminating buyers because Southern has all of these essential selling qualities 


...at COMPETITIVE PRICES FOR EXTRA PROFIT! 


Southern Sells ...See for Yourself! 











ELECTRICAL SOUTH for APRIL, 1948 





Model F57PY FLECTRIC ROASTER RANGE > 


100% exclusive! Has roaster-size oven built into the 
cooking top — supplying 2-oven convenience and flex- 
ibility. Also equipped with an exclusive, built-in 
“deep-heet” Sauce Pan. Full deluxe equipment and 
automatic controls. Nationally advertised. 





@ Model F56PC FLECTRIC RANGE 
with built-in “Side-Heet” COOKER 


Only range having cooker with side appli- 
cation of heat. Actually bakes, browns, ten- 
derizes like an oven. Automatic controls. 
Makes a perfect team-mate with the “57” 
to cover the entire electric range market. 


== @Model NCEI9P Combination 
“DUO-OVEN” RANGE 


Another 100% exclusive Monarch! The only combination 
coal-wood range with an automatic oven temperature con- 
trol. Electric heat is supplemented to maintain dialed tem- 

peratures. Four electric surface units. 


Monarch Dealer Profit Planks: a : ‘Av water heater line to meet individual 


« Monarch 100% exclusive sales fea- customer preference, special electric 
tures = : : ° 

 Menerch Electric “twies”’ San als service requirements and rate offers. 
ing both upper and lower income ° 
groups 

. Monarch “Duo-Oven” Combination 
Range which dominates the farm 
market 

. Monarch electric water heaters (full 
line) 

» Monarch policy of dealer-direct dis- 
tribution 
Monarch national advertising in 
magazines and radio 

7. Monarch 50-year prestige 


MALLEABLE IRON RANGE CO. 


4848 LAKE STREET @ BEAVER DAM, WISCONSIN 
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WHEN IT’S COLD 














The portable AEROTHERM is your answer to cus- 
tomers’ demands for low-cost comfort the year 
round. There are a dozen uses for this summer fan 
and winter heater. Its compact, single-unit design is 
ideal for comfort—conditioning any room in the 
house ... just the thing for office, too! A healthful 
supply of circulating air—warm or cool—is pro- 


duced by a simple flick of the double-action switch. 


There's no let-down for demand on AEROTHERM. 
It sells in summer or winter for round-the-calendar 
profits. Get on the money wagon today—write for 


attractive details. 


E. A. LABORATORIES, INC. 


BROOKLYN 5, NEW YORK 
BRANCHES: El Monte, California - Chicago, Illinois 
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@ule S. Attic Fans 


Expand your business and your profits by selling 
modern COOLAIR equipment. Coolair fans, for in- 
dustrial and home installations, will build good will 
for your store because of greater value to your 
customers, 


No other fan offers all of the quality features 
found in Coolair Fans. Customers are assured of the 
utmost in satisfaction because Coolair Fans are: 


QUIETER ... Patented spring mountings and 
streamlined inlet absorb vibration noise! 


LONGER-LIVED . . . Oversize SKF ball bear- 
ings, welded-steel frame and precision manu- 
facture add many years of useful service! 


MORE ECONOMICAL . . . Eight-blade design 
means slower operating speeds, less wear and 
longer trouble free performance! 


Your Coolair distributor or agent has full infor- 
mation on the profit opportunities awaiting Coolair 
dealers. Get in touch with him now... Start your plans 
for extra profits as an Authorized Coolair Dealer! 





A full description of the Coolair line, with tables 
showing models, dimensions, performance data, 
ete. can be found in 


SWEET’S CATALOG 
FILE 


SWEET’S CATALOG 
FILE 


For Builders 


ELECTRICAL BUYERS 
REFERENCE 


Architectural 
A.S.H.V.E. GUIDE 











3604 MAYFLOWER ST., JACKSONVILLE, FLORIDA 
27 





ALUMINUM 
WEATHERPROOF oo 
CONDUCTOR | 


ya 4 ay 


That lighter weight means important savings all along the line. 
Easier to Handle—Compare these weights: No. 4 T.B.W.P. 
conductor of Alcoa E.C.* Aluminum weighs less than 34 of 
the equivalent T.B.W.P. copper conductor. That weight sav- 
ing means a lot easier stringing with aluminum wire and cable. 
Lower shipping costs—You can see another real economy 
of aluminum wire on bills of lading for bulk shipments. 
Weatherproof wire and cable of Aleoa E.C. Aluminum, now 
manufactured in sizes up to 500,000 cm., make those lower 
costs a cinch when you figure it in aluminum. Alcoa supplies 
the light, strong, conductive E.C. Aluminum—leading wire 
and cable manufacturers draw, strand, insulate, and sell it 
under their own trade marks. Your supplier can furnish it. | 


ALUMINUM ComPANY OF America, 2164 Gulf Building, | 
Pittsburgh 19, Pennsylvania. 


*F.C.: Electrical Conductor Aluminum 





NO PROBLEMS 
f j of conductivity 
The BiG DHT NO PROBLEMS 
f HELE of joints and terminals 
1 fe ¢ 
is in ‘ of conduit layout 
. »./ @& AND YOUR 
your COSTS! > / SUPPLIER HAS IT 








pet le 


ALCOA eAP ALUMINUM /- 


FOR ELECTRIC WIRE AND CABLE 
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10th anniversary of 


fluorescent lamps 


is marked by phenomenal acceptance 


[EN YEARS AGO, on April twenty- 
first, 1938, a group of people met in 
New York City to witness the dawn 
of a new day in man-made lighting. 
In the group were engineers, utility 
executives, wholesalers, retailers, sales 
people, ordinary folks. 

Breaking the dawn, as it were, was 
Ward Harrison, director of engineer- 
ing for General Electric Lamp De- 
partment at Nela Park. This he did 

he “unveiled” a strange new light 

urce which he had brought with 
him from the Nela Park lamp labora- 
LULIS, 
[he new light source, of course, 
1 fluorescent lamp. Best of all, 
it was a practical fluorescent lamp— 
producing cool, soft light at amazing- 
ly high efficiency. 

Mr. Harrison told the group—a 
gathering sponsored jointly by the 
llluminating Engineering Society, the 
American Institute of Electrical Eng- 
ieers, and the New York Electrical 
Society—how G-E lamp researchers 
had developed this first practical 
fluorescent lamp, how it operated, 
how and where it could be used. Ex- 
citement ran high as the group specu- 
ated upon the tremendous poten- 


The luminous “louverall” ceiling used 
as a background for the heading of 
this article is one of the most recent 
evelopments in the application of 
fluorescent lamps. An actual installa- 
ton of this kind is shown on page 31. 
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tialities of fluorescent light. 

Interest in the new fluorescent 
lamp spread rapidly throughout the 
country. That interest was intensi- 
fied by the breath-taking lighting ef- 
fects achieved through use of fluores- 
cent lamps of sundry hues at the 
World’s Fairs in 1939. 

And so began the incredible suc- 
cess story of fluorescent lighting—a 
story showing that in ten short years 
—in spite of the fact that there were 
no sockets for fluorescent lamps at the 
start, in spite of material shortages and 
restricted wartime production shortly 
after their introduction—the sale of 
fluorescent lamps increased by leaps 
and bounds. From 200,000 lamps 
sold in 1938, fluorescent sales have 
zoomed to 76¥2 million in 1947. And 
the estimates for 1948 call for the 
sale of 100 million fluorescent lamps! 

There has been tremendous growth 
in the types and sizes of fluorescent 
lamps, too. From the three sizes in- 
troduced by G. E. in 1938, General 
Electric’s line of fluorescent lamps 
has jumped to some 80 different fluor- 
escent lamps in 18 different wattages 
and sizes. 

Research and manufacturing tech- 
niques have produced great changes 
in fluorescent lamps in 10 years. In 
these times of inflation shrunken dol- 
lars, the man or woman who buvs a 
GE fluorescent lamps gets eight 
times as much for his money as he did 
in 1938 and 1939! Today’s 20-watt 
and 30-watt G-E fluorescent lamps 


yehen $4 O8 


Gen. iO ae 
Cana — Saal 


are about 40 per cent more efficient 
in rated light output than the 1938 
models. And look at prices! Today’s 
popular 40-watt G-E fluorescent lamp 
costs only one dollar, compared to its 
list price in 1939 of $2.80! The G-E 
fluorescent lamp of 1948 gives more 
light, better maintenance and_ has 
longer rated life—and offers all this 
for less money. 

This remarkable growth of fluores- 
cent lamps has special significance be- 
cause it has resulted in greater volume, 
and along with it larger profits, for 
distributor and dealer organizations. 

What has brought about this 
amazing and profitable growth of 
fluorescent lighting? Sound market- 
ing, of course. But more than that, 
the wonderful benefits of the lamp it- 
self. The fluorescent lamp has made 


















Contrast the variety of flu- 
orescent lamps available now 
with those introduced by Ward 
Harrison, director of engi- 
neering for General Electric 
Lamp Dept., in 1938 when 
fluorescent lighting made its 
first public appearance. The 
line then consisted of three 
wattages and seven colors. 
The line includes some eighty 
different units now. 


possible higher levels of improved illu- 
mination — illumination more nearly 
like natural daylight, both in amount 
and kind. It has allowed people to see 
faster and with greater comfort than 
ever before. Today, you see fluores- 
cent lighting where people work and 
shop and learn and live. It has truly 
revolutionized American lighting. 

One of the first groups to adopt 
fluorescent lamps were the store own- 
ers, particularly the department store 
people. And fluorescent lamp pro- 
duction has not yet been able to catch 
up with their tremendous demand. 
That’s because they have seen how 
fluorescent lamps can be used as pow- 
erful sales boosters. How they bring 
out the details of store merchandise— 
pattern, texture, workmanship, and 
color. How they give the store a mod- 
ern, efficient appearance. How they 
lend themselves to eye-catching dis- 
plays and color matching. Fluores- 
cent lighting has caught on firmly in 
the store field, and the market is 
huge. 

In offices, fluorescent lamps have 
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LIMLIN 


value. 


their 
Here’s an ideal application for fluo- 
rescent lamps in louverall ceilings, or 
other modifications of the “egg-crate”’ 


clearly demonstrated 


type of fixture. With upwards of 
100 foot-candles of cool and com- 
fortable light, fatigue is reduced, and 
accuracy and efficiency are increased. 
The office field represents a rich 
fluorescent market that has hardly 
been tapped. 

Industry saw its most dramatic ex- 
ample of fluorescent lamp advantages 
during the war, although use of fluo- 
rcscent lamps in factories has been 
growing steadily since the first ap- 
plication by General Electric in Feb- 
ruary 1939. 

By helping workers to see faster, 
more accurately and more comfort- 
ably, fluorescent lighting played a 
large part in the achievement of war- 
time production miracles by Amer- 
ican industry. In fact, fluorescent 
lamps added the equivalent of 200 
million man-hours of production a 
year, according to nationwide surveys, 
by smashing the lighting bottlenecks 






that were holding up various vital 
jobs. 

Fluorescent lighting not only sold 
itself to the men and women who 
worked under it, but also to close ob 
servers of industrial efficiency and 
economy. In the years since the war, 
industry’s demand for fluorescent 
lamps has grown considerably, and to 
day it is still increasing. 

Educators are looking to fluores 
cent lamps as the solution to the long 
time problem of school illumination 
School executives are visiting the G 
E Lighting Institute at Nela Park in 
ever-increasing numbers to find out 
about the latest methods of classroom 
lighting. And where fluerescent lamps 
have been used in schools, they have 
clearly demonstrated their advantages 
of high level, comfortable illumina- 
tion by promoting faster learning, re- 
ducing student and teacher fatigue, 
and conserving eyesight. 

Restaurant, theater and recreation 
hall owners, who depend on attracting 
and holding their clientele, have be- 
come extremely conscious of the ben- 
efits of fluorescent lighting—such as 
clean, modern appearance, eye-catch- 
ing entrances, a pleasantly bright 
atmosphere, cool comfort and operat- 
ing economy. New slimline and cir- 
cline lamps as well as general line G-E 
fluorescent lamps are creating a wide- 
spread and growing demand in this 
field. 

What’s your guess on the percent 
of American homes using fluorescent 
lighting? Ordinarily, we think of the 
residential market as being slow to 
adopt fluorescent lamps. However, sut- 
veys show that 15 per cent of the na- 
tion’s homes now have fluorescent 
lighting to various extents — ranging 

(Continued on page 104) 
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Public acceptance of fluores- 
cent lamps in their ten years 
of existence has been remark- 
able. Production in 1948 will 
reach the 100,000,000 mark 
in comparison with produc- 
tion of 200,008 units in 1938. 
In terms of units, production 
of fluorescent lamps is only 
one tenth that of incandesc- 
ents, but in terms of dollars 
it is nearly half as large. 
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Fluorescent lamps are being 
applied in practically every 
field of lighting. Stores were 
among the first large users, 
and war production gave im- 
petus to industrial applica- 
tions. Today, progress is be- 
ing made in home and school 
applications. A group. of 
typical installations are shown 
on this page. (Left) Consid- 
erable interest is being mani- 
fested in the louverall ceiling 
type of lighting which con- 
verts the entire ceiling into a 
light source. 
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THE VALUE of a good employee is 
highly prized at the Acme Electric 
Company, electrical contractors at 
219 N. 9th Street, Birmingham, Ala- 
bama, for the owners know that the 
public’s opinion of the company is 
largely responsible for its success, and 
the employees generally help form 
that opinion. 

This policy has been an important 
factor in the successful operations of 
the Acme Electric Company, accord- 
ing to Sam L. Maenza and John B. 
Robbins, partners. 

“Recognition” is what a workman 
for a company wants, according to 
Mr. Maenza, “besides a steady pay- 
check, which means that the con- 
tractor must be very careful in ad- 
ding men until he needs them. We 
are trying to build a permanent or- 
ganization of qualified workmen, and 
we know that if we hire a good man, 
he’s not likely to come back to us 
if we let him go between jobs.” 

The two partners had long experi- 
ence in many phases of electrical 
contracting before starting their part- 
nership in Birmingham, and in this 
experience they dealt with many men 
on various construction jobs. 

Long ago, they came to the con- 
clusion that employees must be made 
to feel that they are part of the busi- 
ness. If the owners and manage- 
ment of an organization have con- 
tinuous, direct, and personal contact 
with their men, and if they will ex- 


32 


plain to employees what the com- 
pany is trying to accomplish, any 
good workman will do his best at 
full capacity, and bring nothing but 
the best to the company. 

“Our workmen realize that the im- 
pression they leave while they are 
working on a job may have definite 
bearing on their future security,” 
Mr. Maenza says. “For they know 
that they will stay with our company 
as long as we can possibly keep them 
busy, and that with the success of 
our company lies their success.” 

The partners have long been ac- 
quainted with people in and near 


Birmingham, and_ these _ personal 
contacts have brought them jobs 
from the very beginning. “But un- 


less we had the employees trained 
to carry through on the jobs we have 
gained, our company couldn’t have 
lasted past its first job.” 

With the talk of the return to the 
buyer’s . market, many merchants 
speak of the “return to selling,” but 
these partners point out that the 
electrical contractor has nothing to 
sell but the ability to do a good work- 
manlike job at a reasonable cost in 
a proper length of time. 

Because of this, employee relation- 
ships play a huge part in the develop- 
ment of a new company such as 
theirs, because general contractors, 
architects, and builders are always 
skeptical of the new contractor un- 
til he is proved. 


John B. Robbins, left, and Sam L. 
Maenza, partners in the operation 
of Acme Electric Company, of Birm- 
ingham, Alabama. Their policy of 
establishing good public relations 
through enlightened employee re- 
lations has been an important fac- 
tor in the company’s successful 
development in a two-year period. 


Building up a crew of workmen 
who have the interest of the com- 
pany at heart, the company has de- 
veloped a suggestion system that is 
helpful. Employees have contrib- 
uted many worth-while ideas and 
often take the initiative while on the 
job in doing things that save time 
and materials. 

This has led to the development 
of streamlined working methods that 
enable the partners to make bids 
which will get them jobs on the 
strength of being somewhat lower 
than the average. 

“For instance,” says Mr. Maenza, 
“once we were asked to bid on a 
job on which the lowest bid above 
ours was $750. We happened to 


have a crew working near that job 


at the time, and we figured that by 
working the two jobs together, we 
could come off much more cheaply 
than any other contractor. Our bid 
on the job had been $450, a bid at 
which we figured we could make 
money. 

“After getting the job, which was 
for the government, our workman 
found that there was quite a bit of 
surplus material available nearby. 
He obtained permission to use this 
on the job, went ahead and installed 
it, and the total cost of material to 
our company on that job was $31. 
We made about $300 on it simply 
because our workman had the inter- 

(Continued on page 114) 
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Nort LONG AGO, an _ electrician’s 
hc per was taught to make his splices 
m.chanically and electrically secure 
w'hout solder and then to solder 
thm. Emphasis was placed on suf- 

ntlv heating the joint to cause 
the solder to flow freely between thc 

es and harden with a frosty ap- 
ance. An untaped, unsoldered 

e was looked upon as an over 

it, ‘but a taped and 

ce was almost as serious 
ting. 

l‘oday, in the interest of speed, 

ciency and economy the picture 

changed; in fact, it is almost as 
iplicated as income tax regula- 
is. The National Electrical Code 
itains some 50 rules bearing on 


unsoldered 
as wife- 


Mr. Brooks is principal electrical 
engineer, Office of the Housing Expe- 
diter, Washington, D. C, 























Solderless electrical connectors speed up installation work 
considerably—especially where connections in small spaces 
are involved. Here are typical applications, The products 
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Splices, Taps and Connections 


By Jefferson D. Brooks* 


Review of Code rules 
dealing with splices 
and related subjects 





splices, taps and connections, viola- 
tion of any one of which may be 
grounds for rejection by the inspec 
tor. 

Che List of Inspected Electrical 
Equipment of the Underwniters’ La 
boratories, Inc., contains a list of ap 
proved connectors under the heading 
“Wire Connectors.” 

Fixture type splicing 
are those designed for pressure splic 
ing connections between combina 
tions of wires not larger than No. 10 
Awg, except where connectors for 
No. 14 Awg and larger wires are a 
part of a line of the same design 


connectors 


tries, Inc. 





which includes sizes larger than No 
10 Awg. These connectors are for 
use in fixtures and similar locations 
where they will not be subject to 
mechanical stress or abuse for which 
gener?] use connectors are designed. 

Pressure-type cable connectors are 
designed for the solderless connec- 
tion of various combinations of con- 
ductors, except as noted for fixture 
type splicing connectors, and are for 
general use. They are not listed for 
use where they will be subjected to 
severe tension, as when installed in 
spans. 

Pressure terminal connectors are 
those designed for the solderless con- 
nection of one or more wires to a 
terminal plate or stud, or to any 
similar device which may or may 
not be directly attached to another 
wire, and are for general use. 

Soldering lugs are terminal connec- 





shown are: upper left, Holub Industries, Inc.; upper right, 
Jasper Blackburn Products Co.; lower photos, Ideal Indus- 
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Neatness and efficiency 





are attributes of this electrical 





which 


installation 


makes good use of pressure terminal connectors. Connectors shown are 
manufactured by O-Z Electrical Mfg. Co. 


tors designed for attachment to wires 
by means of solder. 

Spring connectors — are¢ 
those designed for making uninsu- 
lated connections by means of spring 
pressure clamps which fasten to wires 
or to spccial tips affixed to the wires. 
The connectors may be of the splic- 
ing type, or may be arranged for a 
bolted connection to a terminal plate 
or stud. They are designed for use 
in devices or appliances where th« 
connections are not subject to me 
chanical abuse for which 
general use wire connectors are de 
signed. 

Some of the listings of pressure ter- 
minal connectors and soldering lugs 
include varieties having open. slots 
for the mounting bolts. Such 
eties are listed for use only in ap 
plications where supplementary secur 
ing means prevent disconnection re- 
sulting from slight loosening of the 
mounting bolts. 

The NEC definition of a connec 
tor is: A pressure connector is a con- 
nector in which contact between the 
conductor and the connector is ob- 
tained without the use of solder by 
means of mechanically applied _pres- 


pressure 


stress or 


vari- 


sure. Applicable code rules are as 
follows: 

Section 1117. Connections to 
Terminals: Connection of conduc- 


tors to terminal parts shall insure a 
thoroughly good connection without 
damaging the conductors and shall 
be made by means of pressure con- 
nectors (including set screw tvpe), 
solder lugs, or splices to flexible leads 
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cither soldered, brazed or welded, ex 
cept that No. 8 or smaller solid con 
ductors and No. 10 or smaller strand 
ed conductors may be connected by 
means of clamps or screws with ter 
minal plates having upturned lugs. 
l'erminals for more than one conduc 
tor shall be of a type approved for the 
purpose. . 

Section 1118.  Splices: 
tors shall be so spliced o1 
to be mechanically and 
secure without solder and 
ipproved splicing device is used, shall 
then be soldered with a fusible metal 


Conduc 
joined as 
electrically 
unless an 





or alloy or brazed or welded. 


splices and joints and the free e 


of conductors shall be covered y 
an insulation equal to that on 


conductor. 
Section 2008. Identification 
Terminals: All devices provided y 


terminals for the attachment of « 
ductors and intended for connect 
to more than one side of the cit 
shall have, unless specifically exc 
ed, a pair of connecting termi 
properly marked for identifficat 
unless the electrical connection 
terminal intended to be conn¢ 
to the grounded conductor is cli 
evident. 

Section 2121-c-2. Taps: ‘Tap 
individual lampholders or fixti 
taps not over 18 inches long to 
dividual outlets, or taps to inft 


lamp industrial heating appliar 
may be of less capacity than 
branch circuit rating; but not 


than the load to be served, and 
smaller than No. 12 for 50-an 
circuits and No. 14 for other ci 

Section 2122-c-1. Taps and Fix 
Wires: ‘Taps, fixture wires and « 
as permitted in paragraph c of 
tion 2121 may be considered as 
tected by the circuit overcurrent 
vice. (Section 2121-c-3 refers to 


tion 2403-d and Table 3, Cha 
10; this permits No. 18 for elk 
signal circuits; flexible cord o 
ture wire sizes No. 16, No. 18 


tinsel cord on 15-ampere circuits; 
18 cord on 20-ampere circuits; 10 
pere cord on 30-ampere circuits; 
1+ fixture wire on 20- and 30 
pere circuits; and No. 12 fixture 
on 50-ampere circuits). 

Section 2305-b. ‘Taps: ‘lap 


Application of. pressure terminal connectors for connections to switches and 
busways is illustrated here. The connectors shown are made by Ilsco Copper 
Tube and Products, Inc. 
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rvice conductors are permit- 
yrovided in paragraph b of 
2301, or to individual sets of 
equipment as provided in 
1 a of Section 2351. (Oth- 
service -entrance conductors 
without splice.) 
m 2358. Connection to 
ls: The service conductors 
attached to the disconnect- 
ns by pressure connectors, 
other approved means, ex 
connections which depend 
der shall not be used. 
n 2403-f. Branch Circuits: 
individual outlets and_ cir- 
ductors supplying a_ single 
1 electric range shall be con- 
; protected by the branch cir- 
current devices when in ac- 
with the requirements of 
2121 and 2122. 
n 2403-g. Remote Control: 
is provided in Article 725 
Control, Low Energy Pow- 
Signal Circuits), the conduc- 
i¢ control circuits of remote- 
switches shall be considered 
cted from overcurrent by 
nt devices that are not of 
Uled time lag type and are 
et at not more than 500 per 
the carrying capacity of the 
control conductors, as speci 
lables 1 and 2 of Chapter 


n 2403-h. Taps: A conduc- 
d from a feeder shall be con- 
is properly protected from 
nt if installed in accordance 
tion 2434 (feeders), 3647 

and 4348 (motor cir- 


m 2403. Change in Size of 


ed Conductor: Where a 


ecurs in the size of the un- 
conductor, a similar change 
made in the size of the 
conductor. 
n 2434-c. Taps Not over 5 
ng: The smaller conductors 
a current-carrying capacity 
ss than the sum of the allow- 
rrent-carrying capacities for 
luctors of one or more cir- 
loads, which they supply, 
the tap is not over 5 feet 
does not extend beyond the 
id, panelboard, or control 
hich it supplies and, except 
int of connection to open 
insulators, is enclosed in 
lectrical metallic tubing or 
gutters when not a part of 
hboard or panelboard. 


m 2434-d. Taps Not Over 


Long: The smaller conduc- 
| have a_ current-carrying 
t least one-third that of the 
ictor from which they are 
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supplied, and provided the tap is suit- 
ably protected from mechanical in- 
jury, is not over 25 feet long, and 
terminates in a single circuit-breaker 
or set of fuses which will limit the 
load on the tap to that allowed by 
Tables 1 and 2, Chapter 10. Be- 
yond this point the conductors may 
supply any number of circuit break- 
ers or sets of fuses. (Note: Section 
2201 requires feeders for more than 
one circuit to be at least No. 10; feed- 
ers carrving the total current supplied 
by the service must be No. 8.  Sec- 
tion 2304-a requires service-entrance 
conductors to be at least No. 8, ex- 
cept for one circuit they may be No. 
12. For neutral conductor size, see 
Section 2202-g.) 

Section 2522. Grounding Connec- 
tion for Direct-Current: Direct-cur- 
rent systems which are to be ground- 
ed shall have the grounding connec- 
tion made at one or more supply sta- 
tions but not at individual services 
or elsewhere on interior wiring. 

Section 2523. Grounding Connec- 
tions for Alternating-Current: Sec- 
ondary alternating current circuits 
which are to be grounded shall have 
a connection to a grounding electrode 
at cach individual service. except as 
provided in Section 2521 (where 
there is an objectionable passage of 
current). The connection shall be 
made on the supply side of the serv- 
ice disconnecting means. Each sec- 
ondary distribution system which is 
grounded shall have at least one addi- 
tional connection to a_ grounding 
electrode at the transformer or else- 
where. No connection to a grounded 
electrode shall be made to the 
grounded circuit conductor on the 
load side of the service disconnecting 
means, except as provided in Section 
2524 (two or more buildings supplied 
from a single service: one-circuit sup- 
ply may be grounded; two or more 
circuits must be grounded at the out- 
lving building). Note: See Section 
2351-d which permits single-pole and 
three-way snap switches to serve as 
the disconnecting means for garages 
and outbuildings on residential prop- 
erty. 

Section 2526. Isolated Systems: 
For an interior wiring system or cir- 
cuit which is required to be grounded 
and which is not connected to an ex- 
terior secondary distribution system, 
the grounding connection shall be 
made at the transformer, generator, or 
other source of supply, or at the 
switchboard on the supply side of the 
first switch controllnig the system. 

Additional requirements affecting 
grounding connections are: metal en- 
closures within 6 feet of lighting rods 

(Continued on page 112) 








(Top) Solderless connectors are in 
wide use for motor starting equip- 
ment. Connectors shown here were 


made by The Thomas and Betts Co. 


(Center) Electrician makes final 

connections to a meter loop using 

connectors of the Penn-Union Elec- 
tric Corp. 


(Bottom) Splicing heavy cables in 
limited space has always been diffi- 
cult. Here is a good example of 
what can be accomplished by the 
use of pressure-type cable connec- 
tors. The connectors shown are pro- 
ducts of Jasper Blackburn Product 
Company. 
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Outdoor Playing Field Lighting 


PAYS WAY THROUGH INCREASED GAME ATTENDANCE 


THE Experience of some illumi 
nating engineers indicates that the re 
lighting of outdoor athletic fields can 
be sold on the basis of increased game 
attendance. ‘The economic value of 
such increased attendance will often 
more than justify the cost of relight 
ing. 

When the football stadium of the 
'niversity of Kentucky was relighted, 
iccording to R. W. Wilson, manager 
of commercial service, Kentucky Util 
‘ties Company, Lexington, the attend 
ance at night games increased from 
previous totals of 15,000 to as high as 
24,000. Previously, even the most 
important afternoon games had _ sel 
dom attracted more than 18,000 pco- 
ple. 

Before this installation was made, 


Night view of the relighted football stadium of the Univer- 
sity of Kentucky, Lexington. Although other factors had 
some influence, the lighting is credited with greatly in- 
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the field was lighted with 20 twin 
light open type flood units using 
2-1500 watt P. S. clear lamps each, or 
a total of 60,000 watts, mounted 55 
feet high, 122 feet from the side of 
the playing field, and giving an aver 
age of about 3-+-foot-candles. This 
was very unsatisfactory to both the 
players and the spectators, due to un 
even distribution of light on the field 
and glare from the units to both play 
ers and spectators. 

The new installation consists of 6 
banks, 3 on each side of the field, 4+ 
rows, with 6 units to the row, West- 
inghouse enclosed type floods, VRC 

18—narrow beam units 1500 
watt P. S. clear lamps, mounted on 
Union Metal Company monotubular 
metal poles, 100 feet above ground 


using 


and 122 feet from the side li 
back of the stadium. The spille 
amply lights the stadium an 
rounding area for finding seats 
ing from place to place, readit 
grams, etc. Each tower has ty 
walks with safety rails behir 
units, one walk being used t 
ice two rows of flood units. 

This type of flood light is 
serviced and cleaned by looseni 
thumb screw and tilting th 
back. Once they are position 
locked, servicing docs not chai 
focused position. 

The entrance is sepal 
marv circuits of 2400 volts, wi 
pole type oil switch on each | 
circuit. Each switch controls « 
f the field. ‘These switches 


two 


creasing the attendance at night games. Proper engine: 
has resulted in high intensity illumination with a minin 
of annoying glare to players or spectators. 
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This chart shows how even distribution « 


tained by focusing each floodlight on a definite spot on 


the field. The spotting was staggered so 


notely 
toils, 
y sna 
The 
to each 
ith si 


ontrolled by 110-volt control 
ntrolled from the box 
switches. 
able from the control house 
ole is underground, insulated 
marine type rubber and prop- 
thed. On each pole, mounted 
above the ground, is one 
Westinghouse 37%2-KVA 
2400/240/120 volt. Each 
has one weather proof 
circuit breakers, one cir- 
each flood light for further 
otection, and control. 
mnected load includes 144 
t lamps which are burned 
t voltage. ‘These provide an 
f 35 foot-candles, maintained, 
ying field. 
each individual flood light 
vertical and horizontal mark- 
t, accurate focusing for com- 
form coverage and minimum 
obtained by spotting each 
| flood light to cover its as- 
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AiM CENTER OF FLOODLIGHT 


VRC-18- ~NARROW BEAM FLOODLIGHTS-TOTAL 144, 





of lighting was ob- 
spots on the field. 
that a continuous 


signed area on the field, with the use 
of binoculars from a given location on 
the field, sighting back along the axis 
beam of the flood unit. 
_A_ spotting digram, 
tion above, was su 


see illustrra 
plied by the manu- 
facturer in accordance with NEMA 
standards. ‘This diagram indicated a 
point on the field as the exact loca- 
tion of the axis beam of each individ 
ual flood unit, for uniform and glare- 
less coverage on the field and to give 
a ceiling of light for punts, passes, etc. 
the spotting of light areas on the 
‘eld was staggered, so that a contin 
uous row of lights in a bank did not 
illuminate a continuous row of spots 
on the field. This “fanned” out the 
light from the units, further reducing 
‘lare. 

From the classification of play, the 
net results of this installation put this 
field in class A of football field 
lighting, ranking this field with the 
top three football installations. 


BEAM TO POINT ON FIELD INDICATED 
BY SAME NUMBER AT END OF LINE. EACH BANK CONTAINS 24TYPE 







row of floodlights did not illuminate a continuous row of 


This fanned out the lights from the 


units, greatly reducing glare. 


[he university is billed on a de- 
mand type rate and as their operation 
brings their peak demand on during 
the daytime, the demand is not at- 
fected by the large kilowatt load of 
the football field, and, consequently, 
the service for the field is billed at 
the lowest step of their rate. 

It is rather difficult to make attend- 
ance comparisons, several factors 
other than lighting enter into the pic- 
ture. ‘The team is better, a new 
coach was obtained in 1946, the Ath- 
letic Association is under new direc- 
tion, etc. However, prior to the war, 
attendance at night games ran from 
12,000 to 15,000. Ata few afternoon 
games of importance, such as home- 
coming games, there were as high as 
18,000. Since the changes mention- 
ed, and since the new lighting was in- 
stalled, every night game has been a 
sell-out, the crowds running as high as 
as 24,000. 

(Continued on page 104) 
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LOAD CALCULATIONS 
Required by the Code 


THE CALCULATION of general light- 
ing loads in both listed and unlisted 
occupancies was discussed in a previous 
article (March, 1948, issue). The 
Code makes special provision for cal- 
culating the load for other services 
than general lighting. 

For lighting other than general illu 
mination, and for appliances other 
than motors, the load is calculated by 
taking the ampere rating of specific 
appliances and allowing 5 amperes per 
outlet supp!ving heavy duty lamp 
holders and 12 amperes for other out- 
lets. For motor loads, of course, the 
requirements of Article 430 apply. 

There is a type of construction 
which is quite general, and being used 
more and more. It makes use of re- 
ceptacle outlets for the connection of 
fixed lighting units in order to facili- 
tate servicing and replacement. An 
example of this type of installation is 
shown in Fig. 1. 

The receptacle outlet provided for 
these units does not necessarily have 
to be rated on the basis of 1% am- 
peres per outlet. If the installation is 
in a listed occupancy and the min- 
imum installation is to be made, then 
the unit load per square foot in the 
Code table will provide for this out- 
let. If it is an unlisted occupancy, 
then the minimum rating of 1% am- 
peres may be used or the actual rating 
as sct up in the plans and specifica- 
tions may be substituted for this min- 
imum value, provided it is a larger unit 
value than the minimum of 1% am- 
peres. 

The instructions for making load 
calculations, as discussed in the previ- 
ous article, is modified by certain ex- 
ceptions in order that there may be a 
more practical approach to the branch 
circuit design for special types of loads 
and installations. The exceptions in- 
clude ranges, multi-outlet assemblies, 
telephone exchanges, and show-win- 
dow lighting. 

Ranges are seldom loaded to their 
full capacity. The demand factors giv- 
en in Table 29 of the Code are based 


* This article is adapted from Mr. 
Segall’s_ Electrical Code Diagrams, 
Book 1 (Copyrighted, 1947). Mr. Se- 
gall is executive vice-president of Best 
Electric Company, New Orleans, La. 
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By B. Z. Segall* 


on tests made upon thousands of 
range installations throughout the 
country. The application of these de- 
mand factors to branch circuit wiring 
design irvolves only the values shown 
for one -:ange. 

Excepions covering multi-outlet as- 
semblies makes it possible to rate each 
five foot length as a 14% ampere out- 
let instead of rating each individual 
outlet of the assembly as 142 am- 
peres. However, each fractional length 
of the assembly must be rated as 142 
amperes for each 5 feet of length plus 
14% amperes for the fractional remain- 
der, that is, a total of 4+ times 12 am- 
peres or 6 amperes. 

The exception for 
changes provides that the minimum 
load per outlet for manual switch- 
boards and switching frames shall be as 
required by the design of the tele 
phone company serving the customer. 
These telephone exchanges utilize 
equipment which contain many thou- 
sands of outlets for facilitating the in- 
terconnection of telephones. ‘The load 
per outlet is quite small and the diver- 
sity is high. The telephone company 
will design these to give the max- 
imum service commensurate with the 
customer’s demands. 

Show-window lighting is not part 
of the building general lighting, and, 
therefore, its branch circuit calcula- 
tions must ‘be based on the unit load 
specifications per outlet as outlined in 
paragraph (b) of Section 2116. Thus, 


telephone ex- 


in the show-window layout of 
2, the plans show four 500-wat 
ing units, 5 heavy-duty lam] 
and 7 medium-base lamphol 
minimum of two 3-wire, 15 
branch circuits would be req 
shown to serve the load. 

From this, it can be seen 
number of branch circuits wi 
entirely on the original layout 
irchitectural plan. One < 
twenty may be needed—no n 
is set up in the Code. 

[he Code, however, does 
the need of well-designed 
dows and in this second exc« 
the general rule recommends 
of an alternate method for s 
dow branch circuit design. | 
calculation of this method is | 
“200 watts per linear foot 
window, measured horizonta 
its base.” 

As an example, this alternat 
dDO 


od may be applied to the 
window design. There is a tot 
footage in this display area of 
8) + (2 > 10) 

feet. 

At 200 watts per foot, bi 
cuits for a total load of 

68 & 200 13,600 watts 
may be installed as a minimu O 
a 3-wire, 120/240 volt, sing 
system, the total current woul 
~ 13,600/240—57 
mately. 
The number of 
branch circuits required would 
3-plus or + bra 


amperes, > 
3-wire, 15 


57/15 


cults. 
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<\—~ Fluorescent fixture 


Fig. 1. Fixed fluorescent lighting unit installed with receptacle and plug t 


facilitate replacement and servicing. 
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(‘he question may be asked wheth- 

not the 25% increase for contin- 
ul loading should be applied in 
this case. Since the 200-watt unit 
yale is but a recommendation, it does 
have to be increased even though 
load will be continuous for long 
ids of time. However, well-de- 
ed and adequate show - window 
ting will always require a far great 
vattage than that obtained even 
1 the 200 watt per linear foot re 
mendation. 





here are, of course, two methods 
\ able for applying this 200-watt 
load. One is to design the win 
lighting so that the total load 
be in the window. Thus, twenty 
it 500-watt lamps, the maximum 
iber, properly spaced within the 
low ceiling or back would fulfill 
recommendation. 
he second method would be to 
ll the branch circuits for the exist 
plan (such as that shown in 
ire 2), thus making available suffi 
t branch circuits for future show 
low improvements at a minimum 
Applied to the plan shown in 
ire 2, the wiring could be installed 
what as shown in Figure 3. 


Existing Installations 


load 


Vhen new outlets and new 
) be installed in existing installa 
s, the Code permits the new cit 
s or extensions to be made on the 

of rating each outlet or on the 

of recalculating the entire load 
vatts per square foot of floor area. 
(he former method is the more 
tical one, in that it expedites the 
installation or extension without 
ring the building owner to pay 
extensive circuit rearrangement. 


s an example of such load appli 
ms, assume that an clectric range, 
: kitchen units, such as a dishwash- 
nd waste disposal unit, laundry 
ment, and some few extra outlets 
e living room and dining room are 
installed in an existing residence. 

| range will require a new three- 
vic branch circuit. This may be two 
No. 8’s and one No. 10 neutral. A sec- 
new circuit, a 2-wire No. 12, may 
be extended to feed the kitchen units 
the new outlets in the dining 

ig oon. The third new circuit, also a 2 
No. 12, will serve the laundry 

¢ ment. 





e extra outlets in the living room 
m: be connected to an existing cir 
Ct These will be medium-b1se out 
lets and will carry a rating of 114 am- 
pers each. At present the existing 
circiit has 7 outlets which, at 14% am- 
pe per outlet, represents 10.5 am- 
pers loading. Therefore, 3 more out- 
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Fig. 2. Typical show-window layout illustrating application of unit loads per 
outlet for branch circuit design. Row 1 consists of 500-watt lighting units; 
Row 2, heavy-duty lampholders; Row 3, medium-base lampholders. 








Fig. 3. Typical show-window layout illustrating the application of the 200- 

watts-per-foot recommended unit load. The top row of units are 500 watt 

lighting units; the middle row consists of heavy-duty lampholders; and the 
lower row includes medium-base lampholders. 


lets may be added in the living room. 

\pplication of the wattage per 
square foot rule, as pointed out, is not 
quite as practical. For example, the 
total area in the above dwelling (out 
side dimensions) is 


Living room () 10 200 
Balance 32 28 896 


otal area, square feet 1096 

\t 2 watts per square foot (as ob 
tained from the table in Section 2203 
of the Code), a total load of 2192 
watts is required. For 2-wire, 15-am 
pere, 120-volt branch circuits, this will 
require a minimum. of 2 branch cit 
cuits as at present. However, the 
rules imply that a separate No. 12 cir 
cuit must be extended for the kitchen, 
dining room, and utility room (laun- 
dry) outlets so that, in effect, a min- 
imum of three circuits would be re- 
quired for the existing installation; one 
for the general lighting; one for the 
existing three outlets in the kitchen 
and dining room; and the third for the 
balance of the receptacle outlets. This 
would necessitate some rearrangement 
of the present wiring. 

However, the new circuits described 


previously are quite adequate for the 
new load, and the present wiring will 
continue to operate efficiently to sup 
ply the load on the existing installa 
tion. 

[he above rules apply as well to 
new circuits and extensions to be in- 
stalled in unwired portions of dwell 
ings, such as attics, basements, and 
additions to dwelling structures. How 
if the area involved in either 
case exceeds 500 square fect, then 
this new area installation must be de 


ever, 


signed and wired on the basis of the 
wattage per square foot rule and in ac 
cordance with the added provisions 
applying to receptacles in dwelling 
occupancies. 

Existing occupancies other than 
dwelling types may require new clir- 
cuits or additions to existing circuits. 
These new circuits or extensions may 
be made either on a wattage per square 
foot basis or on an outlet rating basis. 

The existing installation of a retail 
store occupancy, Figure 4, has two 
main store circuits with five 100-watt 
units on each circuit, and two circuits 
in the show-windows with one 300 
watt lamp on cach circuit. The two 
store circuits are to have extensions 
made, as shown, to double the num- 
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ber of outlets so that 10 outlets will 
be connected to each circuit. Rated 
at 11% amperes per outlet, the total 
rating of cach circuit will be 15 am 
peres. All fixtures may still be equip- 
ped with 1004vatt lamps or they may 
be increased to the 150-watt size with 
out overloading the citcuits. In addi- 
tion, a new receptacle outlet circuit is 
to be installed with 10 duplex re 
ceptacles. 

The show-windows are increased to 
500 watt units and three fixtures per 
circuit. These are heavy-duty out 
lets, and, therefore, are rated at 5 
amperes, minimum, per outlet. ‘This 
minimum rating is slightly higher 
than the actual load, that is, a 500- 
watt lamp at 120 volts is rated at 
slightly over + amperes. ‘The three 
outlets will, therefore, rate the circuit 
at 15 ampercs. 

Larger lamp sizes may be installed 
and the branch circuit protection in 
creased to a higher rating. Usually, 
it will be found that these existing in 
stallations have been wired with No. 
14 wire and this definitely limits the 
circuit to a 15-ampere rating. 

The wattage per square foot calcu 
lation may be used. ‘The total area of 
the store sales floor is 30 36 
1080 square fect. At 3 watts per 
square foot, the total load would be 
3240 watts. Using 3-wire, 120/240- 
volt branch circuits, the total current 
would be 13-plus amperes or equiva- 





plication of the 25% factor for con- 
tinuous loading would require a min 
imum of two 3-wire circuits in the 


store. The total load would be 1.25 
3240 = 4050 watts, or 33.7 am 
peres. 


The show-windows are not required 
to have any minimum load but may 


be designed for 200 watts per linea, 


Adequate Wiring Conference 
Studies Five Problems 


MorE THAN A HUNDRED represen 
tatives of the electrical industry at 
tended the annual Adequate Wiring 
Conference, sponsored by the Na- 
tional Adequate Wiring Bureau in 
Chicago, February 26th and 27th. 

Held immediately following — the 
convention and exposition of the Na 
tional Association of Home Build 
ers, the conference drew attendance 
from 25 states and from points as fat 
distant as Spokane, Atlanta, New O1 
leans, New York, Colorado, Houston, 
Jacksonville and Boston. 

Panel discussions covcred 
lems encountered in_ training 
quate wiring sales personnel, in sell 
ing adequate wiring to home builders, 
in obtaining active co-operation from 
more electrical contractors, in selling 
adequate wiring to owners of existing 


prob- 
ade 





lent of one 15-ampere circuit. ‘The ap homes, and in organizing adequate 
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Fig. 4. Typical wiring installation in retail store occupancy showing proposed 
new circuit and extensions. Open symbols and solid lines indicate existing 
installation; solid symbols and dash lines show proposed installation. Main 
sales floor has 100-watt lamps and fixtures; show-windows have 300-watt 
lamps and mogul tyne fixtures. New receptacle circuit has 10 outlets at 
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14% amperes each. 
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foot. There is a total of 16 feet of 
display length in each window, Af 
200 watts per foot, this would give 
3200 watts. To provide this recom 
mended minimum, at least one 3-wire 
circuit should be extended to each 
window. 

wiring certification bureaus in differ 


ent kinds of communities. 
R. F. Hartenstein, 
electric and steam sales for The Ohi 
Edison Company, and a 
tive of Edison Electric 


SUPCTVISOT of 


representa 
Institute o 


the National Bureau’s Executive 
Committee, served as gencral chair 


man at the Conference. 

The keynote address was given by 
T. J. Newcomb, chairman of the Na- 
tional Adequate Wiring Bureau's 
Executive Committee and sales man 
ager of Westinghouse Electric Ap 
pliance Division, who that 
the greatest hazard the electrical in- 
dustrv faces today, is the hazard of 
circuit saturation, or inadequate wir- 
ing in the vast maioritv of American 
hemes. The problem and its solu 
tion, Mr. Newcomb emphasized, con 
cerns all branches of the industry and 
calls for a united front in carrving 
this important message to the public, 
builders, architects, home financing 
executives and members of the elec 
trical industry. Pointing out that n 
maior idea was ever sold by any group 
without a united front of all indivi- 
duals and interests, he urged the in- 
dustry to corral its forces around a 
single theme, slogan, and standard t 
sell adequate wiring on a mass basis 
“If we don’t co-operate and pull to- 
gether.” he warned, ‘“‘we will throttle 
the sales of our products and _ sen 
ices.” 

Following Mr. Newcomb’s keynote 
address, the conference opened with 
a panel discussion on how to train 
adequate wiring sales personne 
While training problems vary accord 
ing to types of areas (rural, urban 
and suburban) and types of indivi 
duals to be trained (male or female, 
age, previous experience, ete. al 
panel members were agreed that no 
training program can be successfu 
unless those in charge first define 
their objectives. 


stressed 


This requires an analysis of the 
prospects to be sold (whether build 


ers, architects, contractors, or COI 
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sumers,) and 
be employed 
yomotional). All 
pinion that, to be 


whether educational o1 
concurred in the 
trained 


success 


fully for adequate wiring sales work, 


plovees must have sales personals 


em re ‘ 
tes, Other capabilities are import 
wnt and desirable, thev held. but 
gles ability is the primary and in 


ispensable requirement. 
It was the consensus of those nar 
fcipating in the second panel, “How 


Should We Sell Adeauate Wiring to 


Home Builders?” that “vor've vot to 
nake calls to get resu'ts.” Propet 
Janning and follow-through bv sales 


personnel, supported br 
direct mail and other typ 


newspaper, 
of adver 
tsing will do the job, nance] members 


maintained. 


Ihe electrical contractor is per 
ins the most strategic figure in the 
idequate wiring sales pictn held 
members of the third pancl. who dis 
used “How Can We Obtrn Ac 


tive Co-operation from More Elect 
| Contractors?” With his co-opera 
n and support, the success of an 
id-equate wiring is assured; 
vithout it, the 
promotional activity will be 


program 
success of the wirine 
retarded. 

Suggestions made for obtaining th 
ontractor’s support include: 

1. Inviting local cont 
teipate from the very 
drawing up vlans to 'aunch 
cation program. 

2. Holding 
before the launched to 
explan the plan of action and th 


procedure to be 


actors to pal 
beginning in 
a certif 
contractors’ mectings 


program 18 


followed. 
ete aieae 
3. Calling regularly contrac 


technical 


upon 
tors to offer assistance on 
id promotional problems. 
+. Trving to see the contractor’s 
problems from his point of view and 
then providing him with all the sales 
mmunition possible to help mak¢ 
his job easier. 
Reiterating the point made on a 
previous panel, “You've got to make 
calls, if vou want to get results,” 


participants in the discussion on 
“How to Sell Adequate Wiring to 
Owners of Existing Homes’ cmpha 
“zed that there is no substitute for 
‘g work. With suggestions rang 


ng trom cold canvassing and ringing 
doorbells to maintaining a record of 
customer's complaints as a good pros 
pect file, all were agreed that the 
m dernization market must, and can, 
be cracked through aggressive selling 
and promotion. 
_The concluding panel, “How 
Should We Organize Adequate Wir 
ng Bureaus in Different Kinds of 
Communities?” was held for those 
industry members who are planning 


to set up organizations to operate 


| the kind of approach to 
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the wiring certification program. Dis- 
cussion centered around specific prob- 
lems in appointing various commit- 
tees to draw up local standards, ar- 
ranging finances, planning promo- 
tion and assuring broad local support 
from all affected groups. 





Plea For Uniform 
Discount Periods 
By Charles F’. Jones 


Proprietor, Wilmington Electrical 
Supplv Co., Wilmington, N. C. 


EVERY today needs t» 
turn more to the stvle of streamlinin7 


BUSINESS 


than ever before and I am writing 
this as my first published plea to 


those in the electrical industry, re 
eardless of their varticular part in 
this ficld, to take an inventory. of 
this business to find if they are meet 
ing the demand for smoother and 
understandable relations with the‘r 
manv contacts from both selling and 
purchasing angles. 

Some of the most important items 
to be considered, and the ones re- 
quiring the most time to keep up 
as follows: lack of numbers 
n invoices; lack of order numbers 
on shipping taes and labels as well as 
invoices; and last but not least that 
cash discount period which lacks uni- 
formity. 

When an invoice :s received with- 
out a number it is almost like being 
sent out to locate an address without 
having the street number, and like 
wise a shipment or invoice which 
does not give the purchaser’s order 
number is as much trouble. In trac- 
ing shipments and entering claims, 
both inveice and order numbers are 
almost necessarv and serve to shorten 
letters and telegrams about materials, 
ctc., billed. 

The big time taker, and the one 
that needs more attention than any- 
thing else in business transactions 
is the discount allowed for cash and 


with are 


( 


the period in which it is allowed. 
Much misunderstanding has arisen 


from this, and loss of business has re- 
sulted in lots of instances, where if 
regularity and uniformity had been 
followed no one would have been 
hurt. ‘There are too many discount 
periods and, likewise, too many 
amounts allowed for the various peri- 
ods. ‘The following are those most 
often used: 


“44,%,1%, 2%, 5%—10 days from 
date of invoice—Net 30 days. 

W4%, 1%, 2%, 5% —15 days from 
date of invoice—Net 30 days. 

n%, 1%. 2%, 5%—10th 


2 Prox., 
—Net 30 day S. 





V%%, 1%, 2%, 5%,—I15th Prox., 
—Net 30 days. 
1y%, 1%, 2%, 5%—Ist to 
if paid on 25th—Net 30 days. 
V4,%, 1%, 2%, 5%—l6th to 
30th if paid on 10th—Net 30 days. 
No cash discount—10 days to 30 
days net. 


15th 


You can readily appreciate what 
your purchasing and accounts pay- 
able department as well as your sales 
and accounts receivable department 
has to do to keep in accord with such 
discounts. It is foolish and the 
brain-work used to remember these 
things should be placed on the more 
important phases of your business. 
This can only be done by having one 
discount period, if not the same 
amount for this one period. The most 
acceptable and satisfactory period it 
seems, from experience, is “2% 
10th Prox., Net 30 days.” The kind 
of material billed might make the 
amount of discount vary from 12% 
to 5%, but certainly you would have 
the peace of mind in knowing that 
the discount period has not been 
passed by oversight; that it will be 
the 10th of the month following your 
purchases. 


Manufacturers’ Practices 


Some manufacturers have been 
asked why uniformity of discount 
periods might not be followed and 
the reasons given are varied. “It’s 
our long custom to allow these dis- 
count periods, and we are not going 
to change them’”—came from one or 
more who allowed discounts ranging 
from net to 5% on invoices dated Ist 
to 15th and 16th to 30th, if paid on 
25th and 10th Prox., respectively. 
Others gave the reason that their par- 
ticular discount period enabled them 
to collect accounts before having to 
pay their bills. 

Cash discounts are valuable, if there 
be any. One cannot afford to lose 
them either from oversight or lack 
of funds. The banks are always help- 
ful in discounting bills, and a uni- 
form discount period would enable 
vou to go only once to your bank 
for the necessary assistance of financ- 
ing in the event vou have to resort 
to this measure. The jobber, one of 
whom the writer happens to be, has, 
under the present set-up, paid out 
practically all of his money before 
he can collect. 

The discount period most agree- 
able to all concerned might be put 
to a vote. Regardless of what peri- 
ods would be found to be the most 
popular, we should have one and the 
same discount period all over the 
country. 


41 





Nales Leadershi 





Jusr 30 pays after V-J day in 1945, program in its history. Within nip 
8,500 appliance dealers throughout months, 25,000 retail — salesme 
the nation had received a new post- throughout the country were traine 
war Bendix automatic washer to be on the fundamentals of selling Be: 
used for making demonstrations and dix washers. Sales aids, store j 
taking customer orders. plays, sales promotion material, ang 

Shortly after this dealer sampling, selling tools of all kinds were distri} 
Bendix Home Appliances, Inc., start- uted to each Bendix dealer with the 
ed the most intensive sales training promise that the sought-after met- 

By John H. Kelly chandise would follow. 


The phenomenal production tun 
ed out by Bendix was singular in the 
appliance industry—indeed, many dea 
ers were able to keep going only be 
cause of their Bendix sales. In 194 
Bendix shipped 295,148 automatic 
washers with a retail volume of $6], 
500,000—almost half of what the en 
tire industry had sold in 1941, the 
best pre-war year in the appliance 
business. 

Probably the most interesting para 
dox of the post-war era in merchan 
dising was the thorough and persis 
tent sales training carried on by the 
Bendix organization immediately fo 
lowing V-J day. While many com 


National Director of Sales 
Training, Bendix Home Ap- 
pliances, Ine. 

























(Above) Dealers’ sales- 
people gather around 
for a closeup of the 
automatic ironer dem- 
onstration by a factory 
insfructor. (Right) A 
feature of the Bendix 
home appliance sales 
training program is the 
individualized — instrue- 
tion for retail salesmen. 
Here, a distributor sales 
manager makes use of 
the streamlined “flip” 
chart as he instructs 
dealer salesmen in small 
groups of two or three 
at a time. Salesmen also 
receive training book- 
lets for reference pur- 
poses. 








42 ELECTRICAL SOUTH for APRIL, 1% 














hin nine J 
salesmen | 


> trained 
ing Ber 
‘ore dis 
‘lal, nd 





> distrib. } 


vith the 
er met 


ym tun 
T in the 
ny dea 
only be. 
n 194 
itomatic 
of $6], 
the en- 
41, the 
»plianee 


Wg pata: 
verchan 
PeTSis- 
by the 
ely fol 
V COM: 











through Vales Training 


petitive companies were concentrat- 
ing on scarcities and production dit- 
ficulties, which saddled their sales ex- 
ecutives with allocation headaches, 
the Bendix sales department, mind- 
ful of “selling” days ahead, was con- 
centrating on sales promotion and 
sales. training. 

Each of the 78 distributors han 
dling Bendix was required to have 
a training room available for training 
retail salesmen. Charts and other 
sales aids were prepared at the tac 
tory for these training sessions. Kach 
distributor was required to have an 
exclusive Bendix manager as 
well as exclusive Bendix salesmen to 
contact his dealers. ‘These men all 
received sales training periodically at 
the Bendix general offices in South 
Bend, Indiana, after which they held 
their own sales training sessions with 
the retail salesmen in their territories. 

To those few distributors and deal- 
ers who balked at this early training, 
our answer was that any child could 
sell in this market, and consequently 
we insist that you not only sell, but 
that you sell “the Bendix way” and 
become imbued with habits which 
will sustain sales in the buyers’ mar- 


sales 


BEND 


automatic 
Home Laundry 








A home laundry forum conducted in the evening at a dealer’s store. At the 
close of the forum, which is directed by the distributor personnel, the dealer 
and his salesmen move in and close sales. 


ket just ahead. ‘Therefore, while 
rcaping the sellers’ market, we did 
the most intensive job of preparing 


One depariment store created an attractive corner in its appliance department 
with the Bendix automatic washer as the focal point. The washer is situated 
in a display especially designed for department store use. 
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for the buyers’ market. 

In September, 1947, following the 
joint celebration of Bendix’s 10th 
Anniversary and production of the 
1,000,000th Bendix, a comprehensive 
sales training program, called “The 
Key to the 2nd Million,” was launch- 
ed. Each Bendix distributor was fur- 
nished a list of dealers in his terri- 
tory and the number of salesmen in 
each store. Monthly quotas were set 
up by the factory for each distributor- 
ship, and simultaneous training on 
all three Bendix products (Bendix in 
1947 introduced a new automatic 
home ironer and automatic clothes 
dryer) began at once, prefaced by 
“Train the Trainer” sessions for 300 
Bendix distributor personnel in South 
Bend. ‘To date more than 20,000 
retail salesmen have received this “2nd 
Million” sales training. 

Sales training programs initiated in 
South Bend are first field tested in 
several “‘test’”’ retail stores so that we 
can be sure that such programs will 
be effective. 

Proof that the Bendix sales train- 
ing is beneficial to the retail sales- 
men lies in the fact that Bendix has 

(Continued on page 110) 


43 








SINK 
TARTS 
( SALE 


A BROAD, CAREFUL, and diligently 
planned program of selling that misses 
few prospects is bringing the American 
Radio and Appliance Company, of 
Birmingham, Alabama, ample busi- 
ness today and insuring a live list of 
prospects for future competitive 
times. 

The two partners in the business, 
which is located at 211 N. 21st Street 
in downtown Birmingham, are J. 
Frank Cook and Alvin Kirk. When 
they started their business in the fall 
of 1945, they had already had a va- 
riety of sales experience. Therefore, 
selling occupied a prominent part of 
their thoughts even during the period 
when the merchandise itself was so 
scarce that deliveries were six months 
to a year behind orders. 

They knew, too, the value of a 
good location, hence their selection of 
their present site, which is in the 
heart of the downtown section and 
only a block and a half from the Bir- 
mingham Electric Company, _ local 
light and power company, which pro- 
motes the sale of all appliances and 
offers the dealers many helps, but 
does not compete with them in the 
sale of major appliances. 

In setting up their business, they 
did not overlook the fact that the 
business should be complete. They 
have a_ service department which 
handles the service on everything they 
sell—a good service arrangement being 
a fundamental for any dealer, whether 
within his own store, or an arrange- 
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ment with the distributor or a reliable 
independent repairman. About 80 
per cent of their floor space is given 
over to display, which is necessary to 
accommodate the number of lines of 
merchandise that they sell. 

The fundamental basis of their 
present selling plan on major appli- 
ances is the system of offering com- 
plete kitchen designing and redesign- 
ing at no cost to the customer. It is 
their policy to show the customer 
how to save money—developing each 
plan from a rough drawing to com- 
plete blue-prints and estimates. 

Their successful selling plan has 
already given their company an im- 
pressive sales record on complete kit- 
chens, plus the value that comes with 
once having satisfied a customer on 
a major item. 

Much of the sales plan was worked 
cut by John McMahon, sales man- 
ager of the firm, and the two partners 
—the details being thoroughly worked 
out before the promotion was begun. 
All three men were certified graduates 
of the kitchen designing school ot 
their manufacturer, and they display 
these certificates as evidence of this 
training. ‘The sales plan is based on 
the fact that they have a definite serv- 
ice to offer the customer; on the 
knowledge that if the electric kitchen 





was planned from the beginning, it 
would, in the long run, be clieaper 
ox the customer. 

Their concept of the sales plan em- 
braced all the advertising helps avail- 
able to the dealer—manufacturer’s 
printed material, direct mail letters of 
their own, and display material. 

The next step was to hire a battery 
of salesladies to make a telephone sur- 
vey. These women made their phone 
calls from a “crisscross” telephone di- 
rectory—the phone numbers listed by 
street addresses, up one street, down 
another—and their phone call was not 
to sell, but merely to survey and con- 
cacc the homes. 

It was obvious that it was necessary 
to have women do this telephone sur- 
veying. For while housewives who 
answer the phone during the day may 
be somewhat suspicious of a man 
calling, a woman can talk to a woman 
about women’s problems, and obtain 
the needed information. 

The telephone conversations, gen- 
erally, follow this form: “Is this Mrs. 
Jones? This is Mrs. Smith, home 
service designer with the American 
Radio and Appliance Company. We 
are offering to a selected group the fa- 
cilities of our kitchen designing de- 
partment, absolutely free and without 
obligation. We know that many 


Complete kitchen displays in this store back up the package contract sales 
plan of the American Radio & Appliance Company. 
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g, it homes need, and the owners desire 














-Aper to have, complete new kitchen equip- 
ment, and yet they don’t have a com- 
¢m- plete plan tor redesigning their kitch- 
Wail- en to get the most out of the space 
iTer’s and lessen their work to a minimum.’ 
rs of | The surveyor continues in this 
j vein, and attempts to get an appoint- 
tery f = ment by saying, “I will be in your 
sur- vicinity about one o'clock today and 
lone would like to call on you, with no 
a obligation to you, to help you with 
I by some ideas on redesigning your kit- 
—_ chen.” 
not These telephone surveys may be 
—_ varied to put special emphasis on any 
| one of the major appliances. Recent- 
— «(Cl ly, the company wanted to make a 
- | mark-down on a console radio, chalk- 
vho ing the mark-down to advertising cost. 
nay | This was okayed by the distributor, 
nan and ten appointments to see the radio 
we were made by telephone in a few 
_ hours. — 
Then, too, the surveys are used as 
a a valuable source of information that 
ve can be acquired in no other sees . If Examining the model kitchen which this company has put to effective use 
— an gypeumen ane be made im- as a promotional aid _ are John McMahon, left, salesmanager of 
Ve mediately, a notation !s placed on a American Radio & Appliance Company, Birmingham, Ala., and the two 
. mimeographed form as to when it owners, J. Frank Cook and Alvin Kirk. 
fa- might ‘be possible, and when the next 
de- telephone call should be made to at- 
wut tempt to get the appointment. survey form is as follows: Name, — cwned or rented by occupant, type of 
< Other information noted on the phone, address, whether the home is sink, whether the kitchen has cabinets 
or not, whether they have the follow 
ing equipment or not, and if so, its 
age: range, water heater, refrigerator, 
dishwasher, washing machine, launder 
ette, ironer, and special notations 
made as to any other items, small and 
large. 





Through this survey form, com- 
plete information is readily available 
on the type of selling that should be 
done for any particular customer. For 
instance, if a customer has a non-au 
tomatic washer, the next step is to try 
to sell her an automatic one; if she 
has an automatic washer, then the 
next step is to show her the time and 
money saved by using an ironer. 

Part of the sales talk on additional 
equipment includes full information 
on the electric power rate which falls 
off sharply after the first 50 kilowatt 
hours of use each month. For in 
stance, the use of an electric hand 
iron might increase the bill consider 
ably, because it takes longer to do the 
job by this method, while an ironer 
might do the work in one-third the 
time, and at a lower rate if the house 
hold has already gotten into a lower 
tate bracket through the use of a 
washing machine or an electric range. 

(Continued on page 108) 





The partners examine an electric range, one of a number of well-known 
brands handied by their company, 
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“Make them feel at home’ 


IS SLOGAN OF 


WHEN A HOUSEWIFE comes into 
the new fourth-floor major appliance 
department of Scruggs - Vandervoort 
Barney, St. Louis, Missouri, the chan- 
ces are she will always “feel complete- 
ly at home”’—as the result of clever 
bits of merchandising showmanship 
developed by Earle Gerwitz, major 
appliance buyer. 

In Gerwitz’s opinion, the average 
major appliance department is too 
“cold” and suggestive of hard work 
to appeal to anybody but the pros 
pect who actually wants to buy at the 
moment. He has endeavored to eli 
minate this indifferent atmosphere. 

The major appliance department 
covers 3300 square feet, and probably 
is split up more sharply than any 
previous department store appliance 
section in the area. At the left end 
is a two-piece display unit which con- 
sists of an all-electric model kitchen, 
and an all-electric model laundry, sep 
arated by a “work center” table with 
many small partitions and_ offset 
shelves which delight the woman who 
hates to lay out all of her culinary 
tools on a flat-table surface. 

Both the model kitchen and the 
model laundry are entirely “alive”. 
When the customer opens a refrigera 
tor door, she finds three quarts of 
milk, a pound of butter, bowls of 
fruit, tomatoes, meat, and cottage 
cheese on the center shelving, and 
in the produce cooler, fresh vege- 
tables of all types, which are delivered 
daily to the store for the purpose. 

The electric range snaps into op- 
eration at the turn of a switch, and 
running hot and cold water are pro- 
vided in the sink. ‘Finding real 
foods on display creates a much more 
valuable impression than a chcerless, 
cold interior,’ Gerwitz savs. 

The model kitchen, incidentally, 
will soon be used again for cooking 
school promotion, probably once a 
week, of the type which the store 
pioneered in the St. Louis district. 
The cooking schools, restricted to 
card admittance and involving only 
actual prospects, will be complete 
with contests and good - humored 


46 


VANDERVOORT APPLIANCE 


DEPT. 





Buyer Earl Gerwitz, using actual food to approximate as nearly as possible 

a real situation, demonstrates an appliance at Vandervoort s, St. Louis, Mo. 

The store’s kitchen is connected with water and electricity to make these 
displays possible. 


competition to keep it actively intet 
esting. 

Down the rear of the department 
is an elevated platform over 100 feet 
long on which are shown refrigera- 
tors, home freezers, and automatic 
water heaters. Encouraged by the 
success of actual fresh food in the 
model kitchen, Gerwitz has gone a 
step further by stocking the home 
freezers and refrigerators with frozen 
foods, dummy meat packages, and 
all the trimmings—which he finds 
make a high-priced item like the 
home freezer far more effective to 
demonstrate. 

Incidentally, the Vandervoort store 
has been selling all the home freezers 
it can get, as the result of intensive 
outside selling. ‘‘Home freezers will 
sell easily enough if the salesman can 
show the customer the actual need 
for them and exert enough salesman 
ship.” the St. Louis buyer - said. 
“We're selling every day the highest 
priced, most deluxe home freezers 
manufactured, because we display 
them in actual use and talk them up 


in the home in the same way.” 
Both the model laundry at the left 
and the model kitchen are quickly 
converted from one brand of applian- 
ces to another. The kitchen includes 
a garbage disposal unit, range, Ie- 
frigerator, and all small appliances. 
Another innovation is the use of 
“displav squares” in the center floor. 
which consist of oblong partitions, 6 
fect high, open across the rear. Plat- 
forms extend 5 fect on both sides 
from the base of the partition. For 
complete separation, Gerwitz shows 
his clectric ranges around the extenor 
of the squares and other ranges on 
similar elevated platforms _ inside. 
“We feel that a mass display is fine 
for attracting attention, but when tt 
comes to sclling, we want the cus- 
tomer’s attention narrowed down to 
one specific line,” Mr. Gerwitz says. 
Emblematic of that line of think 
ing is a U-shaped, natural-wood en- 
closure, 8 feet across. near the reat 
of the department. This partition 1S 
6 feet high and conceals a “closing 
desk” with comfortable scats, a small 
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table, telephone, etc. Customers are 
yshered into this semi-private spot 
‘9 make their purchase arrangements, 
yithout prving eyes bothering them 
in any wavy. 

" Extremely successful in automatic 
ironing equipment sales before the 
war, Vandervoort’s has devoted the 
cond large square on the floor en- 
tirely to automatic ironers. Two lines 
ye featured with about five models 

f each on display in the enclosed 
devated platform. Every ironer is 
connected, ready for quick demon- 
tration, and every salesman has been 
tained to use them properly. 

Ironers Get Attention 

“We never let a laundry equip- 
ment customer of any kind get out 
of the department until she has been 
ushered into our ironer display,” 
Gerwitz indicated. ‘With two of 
the best models on the market shown 
side-by-side and plenty of fresh laun- 
dv from the model laundry to work 
with, our demonstrations are just as 
lively here.” 

Around the exterior platform of 
the square are conventional washing 
machines in leading lines, once again 
wmbolic of Gerwitz’s idea that re- 
lated appliances should be close to- 
gether, but all distracting influences 
uit of sight when a particular type 
is being suggested. Across the front 
of the squares, facing the main aisle 
of the store, are separate platforms for 
vacuum sweepers, clectric blankets, 
and related small appliances. 

Fully aware of the value of build- 


ie builder at Vandervoort’s is the “service window” 
(left) through which all appliances for repair are received 
and transferred to the shop. 
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ing traffic, Gerwitz has introduced 
another important innovation in a 
“small appliance service window” 
which is housed in the sweeping 
curved paneling in the right rear. In 
this triangular-shaped room are 40 
bays, painted a flat gray, behind a 
window looking out on the main 
floor. Through this window, Van 
dervoort’s appliance department will 
accept all types of small electrical ap- 
pliances for repairs, all the way from 
junior’s toy train up to replacing the 
electrodes in a burned-out toaster or 
electric roaster. Work will be check- 
ed in at the window, estimated on 
the spot, transferred to Vandervoort’s 
repair shop, and returned to the de- 
partment to be stored in one of the 
visible bins until the customer re- 
turns for it. Top-quality service re- 
pairs will be featured. inasmuch as 
Gerwitz has found that manv people 
judge an appliance organization en- 
tirely by the quality of the work 
turned out. All small appliances will 
be buffed, polished. and placed in 
like-new condition before being re- 
turned to their owners. Except for 
simple adjustments which can be 
done immediately, no actual repairs 
will be carried out on the floor. 

A strong believer in outside sell- 
ing, Gerwitz has increased his sales 
personnel from two regulars in the 
former fourth-floor department to 
four. and pitches in about 5 per cent 
of the time on the sales floor him- 
self. All four of the salesmen, ex- 
perienced veterans, spend either one 
or two days a week outside. 


“We insist on one day of outside 
calls every week,” Gerwitz explained, 
“and in addition to that, cach man 
has one day off a week. During 
that one day off, his time, of course, 
is his own, but we recommend that 
most of it be used in running down 
leads, closing deals, etc. Even when 
we cannot deliver such demand items 
as refrigerators and electric ranges, we 
think that every outside call will be 
valuable later on.” 

All of the = salesmen are 
straight salary and commission, minus 
anv of the fancy bonuses and “incen 
tives” which have sprung up all over 
the country. The men_ themselves 
prefer this simple plan, according to 
the buver. 

Small appliances are located across 
the aisle from the small-appliance re 
pair window, and are presided over 
bv a veteran salesladv. She has won 
national recognition for a tremendous 
sales volume vear after vear, and will 
handle the whole job, according to 
Gerwitz. 


paid 


No Trade-In Store 


Before the war, the 
Company maintained a 
store” two blocks away, 
6-story building was utilized to recon- 
dition and resell trade-in appliances 
such as refrigerators, ranges, washing 
machines, etc. Even though as many 


Vandervoort 
“trade-in 
in which a 


as 300 to 500 units per year were 
taken in trade and resold through 


the trade-in store, Gerwitz isn’t plan- 
ning to operate on the same basis at 
present. 





In the ironer department, a salesman permits a prospective 
customer to determine for herself the advantages of the 
ironer he is selling. 
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“BE CAREFUL about promoting 
something you haven't got.” That is 
the advice of Marvin Carden, man 
ager of the Appliance Department of 
Harvey’s department store in Nash 
ville. Mr. Carden, like all other ap- 
pliance dealers in his section, is 
plagued with shortage of the major 
items. He has ambitious plans about 
p-emoting every big appliance that 
requires clectricity to make it tick, 
but as yet the vacuum cleaner is the 
only item along this line he feels 
he can secure in enough quantity 
to justify an all-out effort. 

He has ten store salesmen selling 
appliances off the floor, but he feels 
that when customers are taking them 
away so fast you have to almost 
duck out the back door to keep from 
selling the same article twice vou can 
get into trouble by over-promoting 
them. 

Mr. Carden is now getting in 
enough vacuum cleaners to put on a 
field salesman. He has had one of 
these for several weeks. He usually 
has some kind of home freezer, range, 
water heater, washer or other large 
appliance on the floor for sale at 
all times. But he doesn’t yet have 
any of these in the variety of types 
and prices to justify anything but a 


48 


WILL 


cautious promotion. Whenever they 
come back in the market in quantity, 
he will put on house canvassers and 
deorbell ringers to keep them mov 
ing. 

On the vacuum cleaner he ‘s 
ing up prospects by store 
and checking lists of names of pco 
ple who have already bought clean 
ers. For example, he has two kinds 
of cleaners—the tank type and the 
upright type. Each of these, of 
course, can do a job the other can't 


] 
in 
INQUITICS 


handle, and there is room for both 
of them in the home. If his. list 
shows a woman has one kind, she 
is a fine prospect for the other. Tis 
stlesman either phones her or goes 
around to see her when he thinks 
he can find her at home. ‘Then 


by a clever demonstration he js in 
a good position to make a sale. 
When a sale is completed, the 
salesman follows it up a week or so 
later to see if the cleaner is giving 
satisfaction. If it is working well, 
and she is highly pleased, the atmos 
phere is favorable for the sale of the 
smaller appliances Harvey’s has in 
quantitv. If the cleaner is giving 
trouble through an unfamiliarity 
with its mechanism, the salesman ex 
plains the trouble and makes any 











In arranging this radio display, 
the salesman is following Har- 
vey’s policy of actively promot- 
ing only those appliances which 
ean be readily obtained by the 
customer, 


necessary repairs on the spot. 
[his after-sale call convinces t 

customer that Hlarvev’s doesnt 

act the buver after he has mad 


purchasc, and thus hekps to mak 


permanent Harvey customer. By f 
lowing up with later calls on 
same customer, the 
salesman builds a 
that will 


rangcs, home freezers, 


vacuum. clean 
backlog of g 
will pay off when 
ind other 1 
iors reach the market in a | 


} 


DCTs. 

“The most important thing we 
” explal 
hope 


promoting now is good will, 
ed Mr. Carden, “and we 
find the results in sales 
are plenty of 
This follow-up service, of 
is extended to le of all scart 
items like ranges, freezers, | 
frigerators, hot 
other items that 
faster than he gets. Right n0" 
some dealers mav feel that a 
(Continued on page 106) 
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on the) Are profits your dish? 


c nu} We can help you put on a show that will bring 
™ you the customers. Get our tested plan for mer- 


chandising for profit. 


Rheem 


HOME COMFORT APPLIANCES 


® plonts in U.S.A.—Foreign affiliated plants in 
tisbane, Melbourne, Sydney, Rio de Janeiro, 
Singapore, and Hamilton, Canada 





Rheem 


Water Heaters 

Soft Water Appliances 
Heating Appliances 
Cooling Appliances 
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*,..but you ought to see the Rheem 
sf ‘Design For Better Business *” 


Complete sales aids; many free, others at cost. 


You order to suit your needs. Use the coupon now. 


RHEEM MANUFACTURING COMPANY 
Dept. ES-4 
570 LEXINGTON AVE., NE\ YORK 22,N. Y. 


Profits are my dish. Send full details of the 
Rheem “Design For Better Business.” 
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“SLO - ' 


“1 wish you'd stop referring to the filing 
cabinets as the ‘Lost and Found’ department!” 
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If that’s my wife, record it, and I'll “Yes, dear’ it later’ eae 
AENDERSON 

“Heavens, don't tell me it's 
the end of the month already!” P 
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Recent View Of Stranding Department 


Serving the South’s 
Electric Systems 





Southern Electrical Corporation now of- 


With the Finest 
in Electrical 
Conductor for 
Transmission 
and Distribution 


fers electric utilities in the South a new 
source of copper and aluminum conductor. 
With the only conductor production capa- 
city in the South, Southern Electrical 


Corporation features new equipment and 











complete lines of both types up to size 4/0. 








SOUTHERN ELECTRICAL CORPORATION 
| Manufacturers of Copper and Aluminum Wire and Calle 
PO. BOX 989 Telephone 7-3325 CHATTANOOGA, TENN. 
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FOOL YOU 





Advises veteran 
Kentucky dealer 


ONE OF THE worst mistakes an 
appliance dealer can make under to- 
day’s conditions is to be misled by 
the number of people who have re- 
gistered their names for “future ap- 
pliance delivery,” according to G. D. 
Johnson, veteran appliance dealer ot 
Murray, Kentucky. 

Mr. Johnson, the grand old man 
of western Kentucky appliance retail- 
ing, with more than 25 years of fran- 
chised operations behind him, saw 
exactly the same conditions prevail aft- 
et World War I, and the same test- 
ed methods of running his sales and 
scrvice operations are being used now 
as in 1918. 

“I learned the hard way that it is 
easy to budget too much for advertis- 
ing and expansion with a false feeling 
of security during times like these,” 
he said. “The wisest thing a dealer 
can: do right now is to make a real 
analysis of his possibilities, and elim 
inate the questionable or weak points 
before they cause trouble.” 

First consideration is the usual 
string of waiting prospects, according 
to Mr. Johnson. To keep his wait- 
ing list genuine, he used a clever 
direct mail plan. “I didn’t believe 
that there were that many people 
waiting for new appliances,” he said. 
“For example, I had 390 on a list 
for new washing machines, with on- 
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A seasoned dealer of twenty-five years’ experience, G. D. Johnson, of Murny, 





Kentucky, takes time to rearrange his appliance display. Benefiting fron 
this long experience, he has developed a novel direct mail plan to keep hi 


waiting list a genuine 


ly 190 machines as my quota tor 
1948. I composed a letter to be 
sent to all 390, requesting each pro- 
spect to come in, select the model 
wanted, and pay a $5 deposit.” 

The upshot of this mail program 
proved Mr. Johnson’s judgment right. 
“Within 60 days, only 90 people 
came in or bothered to send a deposit 
of $5. ‘This means that only about 
one-fifth of the original list was com- 
posed of actual purchasing prospects. 
It also means that we will have 100 
washing machines which we will have 
to get out and sell, rather than mere- 
ly deliver, to waiting customers. I 
tnink this situation is generally truc 
of all waiting lists.” 

Mr. Johnson uses resourcefulness 
and ingenuity in keeping up to the 
minute on all phases of his business. 
Soon after completing the above cam 
paign, he carried out the same kind 
of investigation on refrigerators and 
ranges, again asking for deposits, with 
a letter requesting the signed _pro- 
spect to come in within ten days to 
pick out a specific model. “We're 
doing this with three or four pages 
out of the priority book at a time,” 
he explained, “in order to prevent a 
possible rush of misunderstanding 
prospects. As fast as a customer re- 
sponds, his name goes on a new, de- 
pendable list, which is our actual 
reference on which to base promo- 
tion.” 

Response, incidentally, was better 
on refrigerators and ranges than on 
washing machines. “We have tried 


record of appliance prospects. 


to keep away from deposits for nea 
ly two years now,” Mr. Johnson said, 
“but they have proved the difference 
between a useless name and a red 
prospect.” 

In Western Kentucky, as im mam 
other areas, there has been the “gra 
market” to contend with, consisting 
of people who get their names it 
early and resell major appliances a 
a profit, usually to farmers enjoying 
a plush income these days. “We 
don’t like this a bit,” Mr. Johnson 
says. “A farm housewife, seeing 3 
new range in somebody’s kitchen, i 
bound to be angry with us becaus 
we can’t deliver one to her. It 
doesn’t matter where the range comes 
from; it is the brand which causes 
the difficulty. T’o hold our good 
will, and prevent resale of electne 
ranges, we have set up a simple te 
striction. We tell every range pur 
chaser whose name comes up for de 
livery that the deal is off unless the 











a 





range is actually delivered in the crate | 


and installed with all wiring in the 
home. This automatically does awa 
with the black marketeer, who usual: 
ly won’t go to the expense or trou 
ble of wiring merely to obtain 4 
range.” That's another example 0 
the ingenuity which has kept M: 


Johnson active in appliance sales od 


25 years. 

His fine reputation with the 15; 
000-person country trading area, pi 
the REA electrification of most 
the farm territory surrounding, hé 

(Continued on page 106) 
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The slot’s the thing! You can 
get current at the exact spot 
where it is needed, by tap- 
off Plugs or Trolleys. 


This electrician is plugging into Universal Trol-E-Duct right where 
he wants. BullDog manufactures Vacu-Break Safety Switches * 
SafToFuse Panelboards * Superba and Rocker Type Lighting 
Panels * Switchboards * Circuit Master Breakers * “Lo-X" Feeder 
BUStribution DUCT * “Plug-In” Type BUStribution DUCT * Uni- 
versal Trol-E-Duct for flexible lighting ® Industrial Trol-E-Duct 
for portable tools, cranes, hoists. 
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Is your lighting system light-fingered? 


N MANY WAYS, old-style lighting systems take money 
| right out of your pocket, 

They start picking your pocket every time you move 
a fixture. First, there’s the cost of a rewiring job. Then 
there’s the cost of the production shut-down when cur- 
rent is cut off to tap in. Finally, there’s the cost of 
materials scrapped to make the change. 


Even no change costs money 


And what if you decide to save this expense by making 
the old lighting layout suffice? Even then you’ll find 
the old system takes away profit dollars, through 
reduced production caused by inefficient lighting. 


The solution 


Do away with these losses; install BullDog Universal 
Trol-E-Duct! This modern electrical system provides 
current when you want it, exactly where you want it. 

BullDog Universal Trol-E-Duct is completely flexible. 
It serves lighting fixtures of any type, and portable 
tools as well. At any point along its continuously 
slotted duct, twist-out plugs or trolleys can tap off 
power from the totally-enclosed bus bars. It’s safe... 
simple . . . quick! 


All parts salvable 


Where a major plant change might necessitate moving 
the entire electrical system, you can take down 
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BullDog Universal Trol-E-Duct and reinstall it accord- 
ing to new requirements. All material can be re-used 
—you scrap no parts. 

Ask your BullDog Field Engineer to show you a 
Universal Trol-E-Duct installation near your own 
plant. Or, write BullDog direct for descriptive folders. 


BullDog’s Field Engineers welcome the chance to sit 
in on planning stages of a building project. Their 
knowledge of electrical distribution layout can mean 
savings in installation and maintenance costs, as 
well as highest efficiency and reliability in actual 
operation. Why not take advantage of this pre- 
building service? 
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BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN—FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


BULLDOG 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
53 





THE INDUSTRY 
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Prices Reduced on $20 under a comparable 1947 model, throughout the country. Occupying ' 
. the SE-747, with a retail price of a building of 38,000 square feet were 
Crosiey 1955 Line $279.95. Actually, Mr. Smith added, 56 exhibit spaces in which the prod 
A REDUCTION equivalent to 7 to 16 —_ Crosley is being “very conservative” in ucts of approximately 100 electrical 
per cent in the retail prices of new making this comparison inasmuch as manufacturers were displayed by their 
1948 Crosley Shelvador refrigerators the new 1948 model, while selling for Florida distributors. 
has been announced by the Crosley $20 less, has a capacity of 8.8 cubic Arranged by M. T. Anthony, sales 
Division, Avco Manufacturing Corp- feet as compared with 7.2 cubic feet manager, Tampa Electric Company, ’ 
oration. in the 1947 model, and the same in- the Exposition is thought to be the 
Inwood Smith, manager of refrig- terior equipment with the exception largest ever held in the South. Al 
eration, revealed this price decrease in _ Of one crisper. though the Tampa Electric Com. 


pany’s territory is confined to Hills 


presenting Crosley’s new 1948 house- —— 
borough County and parts of Polk and | 


hold refrigerator line at a closed meet- 





ing of distributors. The first public Tampa Plays Host to Pasco Counties on the Florida west 
showing of the new fivemodel line Electrical Exposition coast, the Exposition was state-wide 
too!: place in New York March 31. in effect. 

Best comparisons indicating the low More tHan 500,000 persons at The project is a co-operative one 
prices announced for the new line, Mr. tended the second annual Florida between the ‘Tampa Electric Company 
Smith said, show a $50 or 16% dif- Electrical Exposition held February and manufacturers. The Electric 
ference between the 1948 M-88 model 3-14 in conjunction with the Florida | Company leases the building from the 
and a closely similar 1947 model, the State Fair at Tampa, Florida. Spon- Fair and then sublets the space ona 
SE-947. ; sored by the Tampa Electric Com- pro rata basis to various exhibitors. 

Also, he said, a 1948 model with a _ pany, the Exposition drew participa- | The company also pays for the over 
suggested retail price of $259.95 is tion from electrical manufacturers (Continued on page 57) 








The second annual Florida Electrical Exposition, held re- the Exposition was thought to be the largest ever held in 
cently in Tampa, drew an attendance of more than 500,000 the South. The project is one of co-operation between 
people. Held in conjunction with the Florida State Fair, the Tampa Electric Company and various manufacturer 
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Conm- 
Hills Facilities at C. & H. Air Conditioning Fan Co., Inc., manufacturers of 
Ik and Cottongim’s Supreme Quality Air Circulators, have reached the 
an highest production efficiency in our history and C. &. H. Products 
1 west are speeding off our assembly line, continuing to maintain the high 
e-wide standard products that we have been proud of for years. 

Designed for cool comfort and fast sales, Cottongim’s Supreme 
€ one Quality Fans are ruggedly built, beautifully finished in baked 
Mpany enamel and are bonded with manufacturer's guarantee for 5 years. 
lectri We are manufacturers . . . not assemblers . . . of attic or basement 
ectne fans, window exhaust, kitchen exhaust, pedestal, ceiling, floor, wall 
m the bracket and desk models. 

9 We invite your request for our new 1948 catalogue showing newest 
bitors models and specifications. 
over- 
®Cottongim’s 29 MO DELS 





COOLMASTER = = TO SUIT EVERY NEED 


UNIT 







Cottongim’s ** 

SHOVELAIRE 

ATTIC & 

DASEMENT 
FAN 





Cottongim’s MAN-COOLER 
Aix CIRCULATOR 








) ? , ’ ’ ’ 2 ? | 
wll C Ex —} Hin Conditioning . fan Co., One. 
“al 1591-1623 DEKALB AVE.. N. E. ATLANTA 6. GEORGIA 
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IVORY ond BROWN 


TOGGLE SWITCH 


No. 708 10A-125V 5A-250V. 


LIST PRICES: 


ABUALITY 


EQUIPMENT 


designed for 
easier wiring 
quicker installation 


TVORY ond BROWN 
“T" Slot 


DUPLEX OUTLET 


No.132 10A-250V 15A-125V 
LIST PRICES: 
Brown, $34 per 100 
Ivory, $38 per 100 


(Shipping weight anorox. 
17 tbs. per 100 


Strong, heavy molded plastic 
Double-sided contacts with secure grip 
Wide plaster ears permit easy alignment 


Large, well recessed terminal screws 
amply large for No. 10 wire 


Guiding grooves on outlets for easy plug insertion 


Triple tested — during assembly, on U.L. 
approved equipment, and before packing 


Guaranteed 


Brown, $32 per 100 
Ivory, $34 per 100 


IVORY and BROWN 
Parallel Slot 


DUPLEX OUTLET 


No.112 10A-250V 15A-125¥ 
LIST PRICES: 


Brown, $30 per 100 
Ivory, $34 per 100 


ORDERS 
SHIPPED 
IMMEDIATELY 
WRITE FOR 


a oe Oe | 
PRICE LISTS 


A-P ELECTRICAL DEVICES CORPORATION 


(FORMERLY "ALL-PLASTIC MANUFACTURING CO.") 


501 N. Figueroa Street Phone TRinity 0851 ~- Los Angeles 12, California 
Address all correspondence to P.O. Box 2135, Terminal Annex, Los Angeles 54, California 
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FLUSH PLATES 


FOR EVERY NEED! 











First quality heavy plastic — will 
not warp. 

Engineered to prevent 
when installing. 

Each plate packaged in an indi- 
vidual envelope complete with 
METAL screws. 

One basic, universally popular de- 
sign permits full stock with a mini- 
mum inventory. 


LIST PRICES PER 100 
Singles: Brown $ 8.40; Ivory $10 


splits 


Doubles: Brown $16.80; Ivory $20 
Triples: 


Brown $25.20; Ivory $30 
116-AP 
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Reddy Kilowatt receives instructions 


from Sam Hibben, of the Lamp 

Division, Westinghouse Electric 

Corp., during one of his four daily 

shows at the Florida Electrical 
Exposition. 


all decoration of the building and de- 
votes a considerable part of its ad- 
vertising budget to its promotion. 
Feature attraction for the Exposi- 
tion this year was the daily showing 
of “Electrical Adventures of Tomor- 
tow” by Sam Hibben, director of ap- 
plied lighting, Lamp Division of 
Westinghouse Electric Corporation. 
Mr. Hibben gave four shows daily in 
a special theatre which was part of the 
Exposition building, and played to ca- 
pacity audiences each performance. 
A midgct from the wintcr headquar- 
ters of Ringling Brothers Circus was 
dressed as Reddy Kilowatt and served 
as a “barker” for the Sam Hibben 
show. Large cutouts of Reddy were 
a part of the exterior decoration of 
the building, and cach exhibitor had 
smaller three-foot models of Reddy in 
their booths. The building was ela- 
borately lighted both inside and out. 


Retailing Courses 
Announced by ICS 


“THE SMALLEST business is a big 
one to the man who operates it.” 
According to John C. Villaume, dean 
of the Schools of Business, Interna- 
tional Correspondence Schools, Scran- 
ton, Pa., that is the educational theory 
behind eight new home study courses 
just announced by ICS for individual 
retailers and groups of retail em- 
ployees. 

“The particular problems of a sin- 
gle retail establishment,” Mr. Vil- 
laume says, “take as much experience 
as those of any other business. How- 
ever, the average retailer in the aver- 


age town has little or no opportunity 
for specialized study of all phases of 
his business. When Dr. O. Preston 
Robinson, professor of retailing at 
New York University prepared these 
courses for us, he devoted 5 of 28 
lessons to retail sales. Yet the other 
23, on such subjects as Retail Buying 
and Selling, Operating Records, Store 
Service, Retail Advertising and Record 
Keeping are equally essential to profit- 
able sales.” 

The courses announced by ICS are: 
Retail Business Management; Depart- 
ment Store Operations; Managing a 
Small Business; Retail Merchandising; 
Retail Advertising and Sclling; Retail 
Salesmanship; Retail Buying and Pric 
ing and Small Business Record Keep- 
ing. They range from 28 lessons for 
the first of these down to five lessons 
for the last, and are flexible enough 
to fit the particular needs of both 
owners and employces. 


Westinghouse Introduces 
"48 Refrigerator Line 


FivE NEW refrigerator modcls 
which provide for frozen food, high 
humidity, and normal celd storage 
have been announced by G. H. Mei- 
linger, manager of the household re- 
frigeration department, Westinghouse 
Electric Corporation, Mansfield, Ohio. 
Also announced were new, lower sug- 
gested price schedules for this 1948 
line. 

Two models, the seven and nine 
cubic foot refrigcrators—the American 





The freezer chest of the combina- 


tion refrigerator-freezer recently 
introduced by Westinghouse and 
designated the Triumph is refrig- 
erated on five sides and has an in- 
sulated door. Foods can be frozen 
at zero temperature and are not 
affected by door openings. 
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Challenge ($229.95). and the Am- 
erican Heritage ($279.95)—are res- 
pectively $10 and $20 less than com- 
parable 1947 models. The other new 
models include a new, lower priced, 
nine cubic foot refrigerator, the Am- 
erican Leader ($249.95); a seven cu- 
bic foot deluxe combination, the Am- 
erican Bounty ($299.95); and a ten 
cubic foot deluxe refrigerator-freezer, 
the American Triumph ($359.95). 

All new prices were effective March 
15, 1948 and the price reductions were 
extended to cover all comparable 
models that dealers may have had on 
hand. Production of the new line be- 
gan in March and was followed by im- 
mediate shipments. 

The nine cubic foot American 
Leadcr offers a large capacity unit that 
will do a full household refrigeration 
job. It contains a food freezer com- 
partment, a meat storage tray of 15 
pounds capacity, and a Humidrawer 
that holds three-eighths of a bushel 
of vegetables. 

The new 10 cubic foot deluxe re- 
frigerator - freezer, the American 
Triumph—comnpanion model of the 
American Bounty—is similar in de- 
sign and features. The Triumph has 
1.6 cubic feet of freezer storage space 
and 8.5 cubic fect of normal high hu- 
midity storage with more than 19 
square fect of shelf space. Two de- 
luxe Humidrawers will hold three-quar- 
ters of a bushel of vegetables and oth- 
er foods that require high humidity 
storage. 





G-E Sales Meeting 
Held in Savannah 


AttHouGH ordinarily held in At- 
lanta, the Annual Supply Sales Meet- 
ing of the General Electric Supply 
Corporation took place this year in 
Savannah, Georgia. More than 58 per- 


sons, including manufacturers’ rep- 
resentatives, attended the four-day 
conference. 


The first day was a closed meeting, 
including only the company’s own 
sales department, where matters of 
general interest were discussed. 

L. J. Campbell, southeastern dis- 
trict manager of the General Electric 
Lamp Department, and his represen- 
tatives from Georgia and Florida pre- 
sided the second day, which was de- 
voted entirely to lamps and lighting. 

On Wednesday, January 15th, pole 
line hardware, outdoor wire and ca- 
ble, and construction material subjects 
were presented as follows: Locke In- 
sulator Corporation, G. A. Goddard; 
Southeast Joslyn Company, Lee 
Schemmel; Anaconda Wire & Cable 
Company, H. E. West and M. J. 
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MISS AMERICA RECEIVES RADIO—Shobe, Inc., together with the Holly. 


wood Furniture Company, of 


Memphis, 


Tennessee, recently 


Memphis’ own Miss America, Barbara Jo Walker, with a 12-tube console 

combination Zenith Radio. With Miss Walker above are William L. Roberts, 

Cleft) assistant general manager of Shobe, Inc., and Roy S. Sanford, owner 
of the Hollywood Furniture Company. 


Black; American Blower Corporation, 
W. O. Alt; and General Electric Com- 
pany, Appliance and Merchandise De- 
partment, C. B. Davidson. 

H. S. Hill, of the Trumbull Elec- 
tric Manufacturing Company, con- 
ducted the morning session on the 
last day, while the afternoon was han- 
dled by the General Electric Com- 
pany, Apparatus Section. 





Forum Discussions 
Feature NEWA Meeting 


IN CELEBRATION of its 40th year of 
service to the industry the National 
Electrical Wholesalers Association’s 
annual convention, to be held at the 
Hotel Statler, Buffalo, N. Y., during 
the first weck in May, will offer an 
outstanding program based on the 
theme, “Distributor Management 
Looks Ahead,” according to an an- 
nouncement by managing director 
Charles G. Pyle. 

It is expected that more than 1,000 
will attend the convention sessions 
which, this year, will be divided into 
meetings of the Apparatus and Supply 
Division, May 3-5, and the Appliance 
Division, May 5-7. 

L. E. Osborne, vice-president, 
Westinghouse Electric Corp., will be 
the principal speaker at the opening 
of the Convention, on May 3, during 
the first session of the Apparatus and 
Supply Division. On May 6, at the 


first Appliance Division session, the | 
keynote address on “The Present and 
Future of the Radio, Television, and 
Appliance Business,” will be given bs 
R. C. Cosgrove, vice-president and 
general manager, Crosley Div., Aveo 
Manufacturing Corp., and a past pres 
ident of Radio Manufacturers Assn. 

A feature of this year’s convention 
will be a series of four forum discus 
sions with committee chairmen con- 
stituting each of the four panels. Dis- 
cussions, which will include questions 
from the floor, will be led by the fol: 
lowing moderators: 

D. M. Salsbury, chairman of the 
Apparatus and Supply Division and ' 
vice-president, Westinghouse Electric 
Supply Co., New York; Herbert Metz 
district manager, Graybar Electric 
Co., Inc.; W. G. Peirce, Jr., president, 
Peirce-Phelps, Inc., Philadelphia; and 
Benjamin Gross, president, Gros 
Distributors, Inc., New York. 

During the Apparatus and Supply 
Divisions sessions on May 3 and 4, 
two panels will represent the follow 
ing committees: (1) Industrial and 
Commercial Lighting, Lamp, Reside 
tial Lighting Fixtures, Fan and Vet | 
tilating, and (2) Apparatus and Com- 
trol, Industrial Electronics, Wires and 
Cable, and Armored Conductor, Cot- 
duit Fittings and Boxes, Wiring De 
vices, Rural Markets, Outside Cor 
struction Materials and Conduit. _ 

Panel sessions for May 6 and 7 will | 


' 
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..- for singlephase 
socket type meters 


N 


OW in production, the new 
socket is available for use with 


Installation 
with conduit. 


standard Type S self-contained single- 
phase meters. For information, call your 
local Duncan representative or write. 


IMPROVED SERVICE CON- 
NECTIONS. The Type D 
socket is supplied with two 
knockouts to provide a simple, 
economical and superior device 
for use with service cable. The 
best water-tight cable connec- 
tion can be made using a knock- 
out and suitable standard fittings 
now available. Fittings are also 
available for making water-tight 
conduit connection to the Type 
D socket. 


DUNCAN ELECTRIC MFG. 


Lafayette Indiana 
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STRUCTURALLY STRONG, 
RIGID. Though light in weight, 
the structural shape has been 
worked out to provide exception- 
ally high strength. 


SUPERIOR CORROSION RE- 
SISTANCE. Drawn from 52S 
Y, hard high grade aluminum. 
Satin finish. 


SEALING RING. Supplied with 
Duncan one piece, rapid-change 
type sealing ring. Same alumi- 
num stock as socket. 









SIMPLIFIES STOCKING. Suit- 
able for more than thirty prac- 
tical combinations of conduit and 
cable, using cable from 2/#8 
to 3/#2 and conduit from ', 
inch to 1% inch. Supplied for 
vertical mounting but may read- 
ily be changed to horizontal in- 
stallation by simply rotating 
switch jaw terminals. Back or 
side outlets may be punched as 
needed. The side outlets may be 
punched after installation when 
necessary. 


co. 


Installation 
with cable. 
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represent: (1 )Rural Markets, Major 
Appliances, Small Appliances, Legis- 
lative, and (2) Radio, Television and 
Tubes, Service and Repair Parts, Sales 
Promotion and Sales Training, Store 
Management and Store Arrangement. 

An unusual feature of the program 
on May 3 will be a special presenta- 
tion of materials handling equipment 
by J. J. Kaske, chairman of the Ware- 
housing Committee. 

Other guest speakers will be J. M. 
McKibbin, assistant _ vice-president, 
Westinghouse Electric Corp., whose 
subject will be “How to Train the 
Wholesalers’ Salesmen,” and H. U. 
Mann, H. U. Mann Co., Chicago, 
who will talk on “Demonstrate to 
Sell.” 


“Warmtone” Fluorescent 
Announced by Sylvania 


A FLUORESCENT lamp which ap- 
proximates successfully the familiat 
warm color of incandescent bulbs has 
been announced by Sylvania Electric 
Products Inc. 

Designated ‘“Warmtone’’ because 
of its rich, mellow light, the new 
color fluorescent lamp is designed for 
use in homes or retail stores and sug- 
gests a multitude of advanced appli- 
cations for residential and merchan- 
dise lighting, according to Robert H. 
Bishop, vice-president in charge of 
sales. 

The new color lamp has an increas- 
ed efficiency of approximately 7% 
over corresponding wattages of stan- 
dard white fluorescent lamps. It is 
now possible to achieve the high level 
of well-distributed, uniform illumina- 
tion produced by fluorescent lighting, 
plus the warm, friendly atmosphere 


















eco 















“He says he’s from the Inferno Heating Company, Mam!” 


associated with incandescent lighting 
sources. 

The correlation between “Warm- 
tone” and incandescent light color 
makes this newly developed lamp es- 
pecially suitable for use in all types of 
retail stores and showrooms display- 
ing merchandise to be used in and 
around the home. Because home 
lighting is still predominantly incan- 
descent, “Warmtone” fluorescent 
store lighting presents merchandise in 
the same general color atmosphere as 





ILSCO REPRESENTATIVES CONVENE—Representatives of Ilseco Copper 
Tube and Products, Inc., from coast to coast, assembled in Cincinnati re- 
cently for a three-day sales meeting. Considered one of the most successful 
meetings in the company’s history it featured a clinic on sales, advertising 
and production. Executives of the company participating in the meeting 
included Andrew H. Stubbers, president and general manager. 
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that in which it will be used. 

This long sought-after development, 
a single lamp incorporating the ad- 
vantages of both major lighting 
sources, eliminates expensive compli- 
cated wiring installations previously 
necessary wherever a combination of 
fluorescent and incandescent lighting 
was desired. Since ‘“Warmtone,” like 
other fluorescent lamps, is a cool light 
source, high levels of general illumina- 
tion can be used without causing an 
unpleasant amount of heat. 

Available immediately in the 20 
watt and 40-watt sizes, ‘““Warmtone” 
lamps will soon be made in 15-watt 
and 30-watt sizes, Sylvania Electric 
announced. List price for the 20-watt 
lamp is $.95, and $1.25 for the 40- 
watt size. 


Stromberg-Carlson Tells 
°48 Advertising Plans 


THe ENTIRE expanded 1948 adver 
tising budget of Stromberg-Carlson 
Company will be used to build store 
traffic for its authorized dealers, it was 
revealed recently by Stanley H. Man- 
son, manager of advertising and public 
relations. 

Emphasizing the company’s break 
with wartime institutional selling, and 
with the postwar “dream-a-little-long- 
er” advertising campaign, Mr. Man- 
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The type of Simplex Self-Supporting Aerial Cable shown above 


consists of three separately 
bound to a messenger wire by 


Each conductor is insulated with an 
adequate wall of the famous low-water ab- 
sorption Simplex-Anhydrex insulation. This 
insulation is, in turn, protected by a thin 
jacket of specially compounded neoprene, which 
is highly resistant to sunlight and weather. 


Further information will be 





insulated and jacketed conductors 
means of copper binding tape. 


Simplex Self-Supporting Aerial Cable, as 
shown, is idea] for three phase power trans- 
mission. Similar cables designed for signaling, 
communication or supervisory control, are 
equally satisfactory. Installation costs are low 
and maintenance is reduced to a minimum. 


sent immediately upon request. 





WIRES & CABLES 


“| SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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son said that the company will pro- 
mote even more heavily its “Stop- 
Look-and-Listen” theme, introduced 
late in 1947. For the first time in 
more than a decade, Stromberg-Carl- 
son is using full-color pages in leading 
magazines. 

“Stop-Look-and-Listen” sales mate- 
rial, designed to capitalize on the mil- 
lions of impressions the company will 
use in its 1948 national campaign, is 
being distributed in great quantity. 
Mr. Manson pointed out that they are 
being utilized by dealers whose cus- 
tomers have once again begun to shop. 

Mr. Manson asserted that the com- 
pany’s “production of radios, radio- 
phonographs, FM, and television in- 
struments is now exceeding four times 
the pre-war volume. 


Apprentice Training 
Progress in Oklahoma 


SEVEN MEN graduated recently to 
the status of journeymen electricians 
were the first products of the appren- 
tice training school sponsored by the 
electrical contracting industry of 
Oklahoma City and vicinity. 

They will be followed by more 
graduates at irregular periods, de- 
pending upon when additional men 
complete the course, according to 
Bill Damon, secretary-manager of the 
Western Oklahoma Chapter of 
NECA. 

The course made available in Okla- 
homa City is approximately what is 
being followed elsewhere, Mr. Da- 
mon explains, and is a_ four-year 
course requiring 8,000 hours of work. 

Thirty-six men constitute the cur- 
rent class, but the entire group can- 
not graduate together because the 
men entered the course with varying 
amounts of credit already accumu- 
lated, either from military experience 
or former employment. They will 
graduate in small groups as they com- 
plete the work. 

For the recent graduation, an im- 
pressive ceremony was arranged by 
the joint apprenticeship — training 
committee with addresses by Oscar 
Pennington, financial secrctary of the 
local union; Clarence G. Scott, state 
supervisor, Apprentice Training Serv- 
ice, U. S. Department of Labor, and 
Mr. Damon. 

George Gaddis, of Oklahoma City, 
president of the Western Oklahoma 
Chapter, addressed the class and 
presented the diplomas. Guests in- 
cluded Robert M. Earley and Leo C. 
Ketch, both of the Apprentice Train- 
ing Service, and Guy C. Knarr, train- 
ing officer, of the Veterans Admin- 
istration. 
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DATES AHEAD 


National 


Edison Electrical Institute, Annual Engineer- 
ing Meeting, Edgewater Beach Hotel, Chicago, 
Ill. May 3-5, 1948. 

Annual Convention, National Electrical 

lesal A i . Statler Hotel, Buffalo, 





N. Y., May 3-7, 1948. 


Summer General Meeting, American Institute 
ef Electrical Engineers, Mexico City, Federal 
District, Mexico, June 21-25, 1948. 


Annual Convention, Uluminating Engineer- 
ing Society, Hotel Statler, Boston, Mass., Sep- 
tember 20-24, 1948. 


47th Annual meeting of National Electrical 
Contractors Association, Roney Plaza Hotel, 
Miami, Fla., Nov. 30 to Dec. 3, 1948. 


Southern 


N. C. Electrical Institute, N. C. Chapter, 
IAEI, Raleigh, N. C., April 13-14, 1948. 


Georgia Chapter, IAEI 
Dempsey Hotel, Macon, Ga. 


Florida Chapter’ IAEI, 
Floridian Hotel, Tampa, 
1948. 


Southeastern Annual 
University of Florida, 
3-7, 1948. 


Southeastern School 
Exhibit, Suwannee Hotel, St. 
April 19-21, 1948. 

Missouri Association of Public Utilities, An- 
nual Convention, Hotel Jefferson, St. Louis, Mo. 
April 28-30, 1948. 


Annual Meeting, 
April 15-16, 1948. 


Meeting, 
19-20, 


Annual 
Fla., April 


Course, 
May 


Short 
Gainesville, 


Meter 
Fla., 


Lighting Institute and 
Petersburg, Fla. 


Missouri Valley E'ectric Association, Engi- 
neering Conference, President Hotel, Kansas 
City, Mo. April 7-8. Rural Round Table, Pres- 
ident Hotel, Kansas City, Mo. May 5. Sales and 
Rural Conference, President Hotel, Kansas City, 
Mo. May 6-7. 


Spring Conference of the Engineering and 
Operation Section, Southeastern Electrical Ex- 
change, Tampa Terrace Hotel, Tampa. Fla., 
May 6-7, 1948. John W. Ta'ley. executive sec- 
retary, 303 Haas-Howell Building, Atlanta 3, 
Georgia. 
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In the program sponsored by the 
contracting industry of Oklahoma 
City and vicinity, the apprentices 
gather for training two nights each 
week in the IBEW hall. — Instruc- 
tors, usually, are members of the 
IBEW local and are paid salaries for 
their work, the cost of such salaries 
being divided equally between the 
local union and the NECA chapter. 
However, there are phases of the 
course, considered of importance 
equal to technical training, which 
bring in lecturers from without the 
industry, such as experts on public 
relations, and engineers. 


Charlotte Distributors 
Elect New Officers 


ELECTED PRESIDENT of the Radio 
and Appliance Distributors Associa- 
tion of Charlotte, N. C., Joe L. Pleas- 
ants, of Allison-Erwin Co., succeeds 
James P. McMillan, of Southern 
Radio Corp. Frank Hough, of 
Hough-Wylie, was named secretary- 
treasurer of the group. 


Kelvinator Film 
Promotes Freezers 


NEWEST CONTRIBUTION to the x 
frigeration industry's home  freez, 
education needs is a full-color, 16-mp 
sound film, “Surprise for Janie!,” cy 
rently being made available by Kely. 
nator for free local showings throug} 
distributors and zones. : 

The new movie, which runs 24 mip. 
utes, tells an entertaining and instr, 
tive story of a young married coupk 
who learn how much a home freezg 
may contribute to better living. 

Designed to help do an essential jo} 
for the industry as a whole, the ples 
ing, human-interest film emphasizg 
the value of the home freezer as the 
newest of the major home appliance; 
and does not attempt to sell the Ke. 
vinator home freezer specifically. It 
informative, non-commercial approach 
makes it especially useful for showing 
before women’s clubs, student groups 
and general consumer audiences. 

With a cast of seven Broadway and 
Hollywood actors, the film dramatizg 
the diversified use of the home freeze 
in the life of an American family 
Preparation of foods for freezing, pack. 
aging and the use of frozen foods in 
day-to-day meal service are demon 
strated as the plot unfolds. 


Artolier’s New Catalog 
Spotlights 1948 Line 


Jusr off the press, the 1948 catalog 
of the Artolier Corporation, manufac 
turers of indoor and outdoor lantems, 
is now available, according to a- 
nouncement by Phil Silberhartz, pres: 
dent. Printed in two colors and illus 
trated with numerous photographs of 
Artolier’s indoor and outdoor lantems, 
the catalog stresses two main sale 
features: authentic design and com 
struction from solid copper sheeting 

The popularity of the Artolier lint 
according to Mr. Silberhartz, is a tt 
sult of careful planning, from the 
drafting table to the dealer's show 
room. 


Contractors’ Group 
Expands Membership 


TWENTY-TWO new members wet 
installed at the last meeting of the 
Electrical Contractors Association # 
the Florida Power demonstrat 
building, Clearwater, Florida. 

The infant association, growing tp 
idly since its birth in February sub 
mitted a resolution to the Count) 
Commission for making the Nation 
Board of Fire Underwriters code am 
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ALL-STEEL PRODUCTS 
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eared for tomorrow 


Another milestone on the road to perfection! 
Improved wiring standards REQUIRE more boxes. Greater 
discrimination DEMANDS top quality. 

Every phase of our operations has been expanded to 
produce more boxes of greater quality than ever before. 


YOU CAN ALWAYS RELY ON RACO 


A-S-E STEEL PRODUCTS FOR MANY USES 
STEEL OFFICE FURNITURE * WARDROBE, STORAGE AND 
COMBINATION CABINETS * CLOTHING LOCKERS « INDUSTRIAL 
EQUIPMENT FOR FASTER MATERIALS HANDLING ¢ FROZ-N- 
FOOD LOCKERS « ELECTRICAL OUTLET AND SWITCH BOXES 





Raco Products are listed by Underwriters’ Laboratories, Inc. 


ALL-STEEL EQUIPMENT INC.,, 800 Kensington Avenue, Aurora, Illinois 


A Complete Line of Switch and Outlet Boxes) 


ALL-STEEL EQUIPMENT INC. 


63 








bylaws mandatory through action by 
the state legislature in the next ses- 
sion. 

Plans are now being made for a 
merger of the local association and the 
St. Petersburg Electrical Contractors 
Association. 

Correspondence was read from the 
organizations in Orlando and Miami, 
among others, promising support and 
co-operation in the current drive for 
legislation governing electrical work. 


National Distributor 
Opens Atlanta Branch 


EXPANDING their facilities for serv- 
ing the South, L. Luria and Son, Inc., 
wholesale distributors of electrical ap- 
pliances, have established an Atlanta 
warchouse, office, and showroom at 
214 Pryor Strect, S.W., Atlanta, Geor- 
gia, according to announcement by 
Daniel Burke, of the Atlanta office. 

Distributing appliances on a na- 
tional basis, the Luria organization 
now includes offices and showrooms 
in New York City, Miami, Fla., and 
Atlanta, as well as sales representatives 
in the principal trade territories 
throughout the country. Joseph J. 
Luria is president of the company and 
makes his headquarters in New York. 
Ben Hyman is general manager of the 
Atlanta branch, and Harold Gaines is 
in charge of the Miami office and 
showrooms. 

Organized in 1898, L. Luma and 
Son is in its 50th year of wholesale 
distributing operations. ‘The com 








pany has long been known as a na- 
tional wholesale distributor of high 
quality merchandise. Among the well- 
known brands of electrical appliances 
which they distribute nationally are 
Proctor, General Electric, Hamilton 
Beach, Toastmaster, Sunbeam, Tele- 
chron, Dormeyer, Samson United, 
Hobart Kitchenaid, Manning - Bow- 
man, Sperti, Seth Thomas, Nesco and 
General Mills. The company is fran- 
chised to distribute Stewart Warner 
radios in southern Florida. 


Philco’s Low-Priced 
Television Receiver 


Puitco Corporation has just an- 
nounced that it is ready to market a 
new direct-view 23-tube television re- 
ceiver using a seven-inch cathode ray 
picture tube to retail for $199.50 plus 
excise tax and antenna installation. 

“This new Philco television re- 
ceiver, Model 700, gives a picture of 
remarkable brightness and clarity. By 
combining new engineering and de- 
sign ideas with efficient production 
facilities, we are able to offer this 
new television receiver at a far lower 
price than any other set of compar- 
able quality on the market today,” 
Philco executives announced. 

At the same time, it was announ 
ced that Philco was bringing out a 
new television recciver with a 10-inch 
picture tube, Model 1001, which is 
priced at $339.50 plus excise tax and 
installation. 

Special features of both Model 700 


Expanding its facilities to serve the South, L. Luria and Son, Inc., whole- 

sale distributors of electrical appliances, have just occupied this new build- 

ing in Atlanta, at 214 Pryor Street, S. W. The building will include ware- 
house, offices and showrooms. 


and Model 1001 include the Phil 
automatic tuning system so that a} 
the viewer has to do is turn on th 
receiver and select the desired st. 
tion, and the picture appears auto. 
matically and in bright, sharp focus 
without the need for any further 24. 
justment. 


Sales Training Films 
Made by Universal 


WITH RETAIL SALES __ personnel 
drastically in need of sales training t 
meet the fast approaching swing to 
the buyers market, Landers, Frary & 
Clark is producing a series of cight 
hard-hitting sales training films based 
on the subject of selling Universal 
major and traffic appliances. 

This step-by-step series of films 
has been arranged by Universal for 
its distributors and dealers after de. 
tailed studies in the retail selling 
field pointed up the fact that the aver 
age retail sales person today knows 
little about the features of the prod 
ucts he is selling. 

With this in mind, Universal 
developing its films around the essen 
tials of merchandising and the fea 
tures of its many lines. W. J. Cash 
man, director of promotion and pub 
licity for Landers, Frary & Clark said 
“It is quite evident that merchants 
are sorely in need of educational sak 
training. Many merchants have an 
apathy to selling today. In som 
cases it is due to the fact that sale 
help is hard to get, but in most in 
stances, it is the result of the war 
vears which have dulled the impetus 
of hard-fisted selling. It is increas 
ingly important now for sales peop\ 
to recapture the essentials of selling 
their products and to enter forceful! 
into the spirit of selling. 

We believe Universal’s serics 
films will create new interest in scl 
ing and bring about profitable sal 
in the electrical appliance field.” 


Charlotte Electric Co. 
Marks 2nd Anniversary 


On Apri Ist, the Utility Electri 
Supply Co. of Charlotte, N. C., cele 
brated their second anniversary. This 
company, organized in 1946 by Ray 
W. Milan, now president and treas 
urer, and C. E. Mims, vice-president 
and secretary, was organized to serv 
the electrical contractors in the Pied 
mont Carolinas. Under the guidancc 
of Mr. Mims, who has been associated 
with the electrical supply business for 
thirteen years, the company has shown 
a steady growth in the last 24 months. 
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NOW — to make the selection of 
wircs, cables, and cords easy — get 
your free copy of the new, complete 
catalog of General Electric Building 
Wires, Cables, and Cords. In one easy- 
to-use book, this new catalog lets you 
make your choice from the complete 
line. It includes wires, cables, and 
cords for every use — for industrial, 
manufacturing, and building applica- 


tions. 


( + 5 
(96) - = B® Partial list of contents cevers: 


BUILDING WIRES _. 5} gus | 
; ; Thermoplastic Building Wires 


CABLES & CORDS 
Rubber-insulated and Leaded 


Building Wires and Cables 


BX* Armored Cable 


Service Entrance Cable 
Flamenol* Cords 
, Rubber Jacket Cords 
\ : Fixture Wires and Cord; 


\\ Latest National Elec. 
\ \ trical Code Require- 


*Trade-mark Reg. U.S. Pat. Off. 


To get your copy early, just fill out the coupon and 
mail it today. 


a ae ew 


Section WI- 424 

General Electric Company 

Bridgeport 2, Connecticut 

Please send me the new, free catalog Building 
Wires, Cables and Cords for every purpose. 


Wires and Cables 
GENERAL @ ELECTRIC 


Name 


| 


Title 


Company 


| 


Address ‘ai 
2 seer Zone____ State. 
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Appliance Sales Manager 
Predicts Buyers’ Market 


Descripinc 1947 as “the great 
est year of all times in refrigerator 
dollar volume and second greatest in 
actual number of units sold,” H. M. 
Kelley, appliance sales manager for 
Frigidaire Division of General Mo- 
tors, predicted that 1948 holds an 
even greater potential, when he ad- 
dressed members of the National Re- 
tail Dry Goods Association, in New 
York City, recently. 

“In spite of much discussed short- 
ages,” Mr. Kelley declared, ‘1947 
was the second greatest year of all 
time in number of refrigerators sold 
and by far the greatest year in refrig- 
erator dollar volume. With the great- 
est refrigerator volume in the history 
of the electric refrigeration industry 
and with a firm sellers’ market and its 
resultant low sales costs and minimum 
markdowns, 1947 was unquestion- 
ably the most profitable year the ap- 
pliance retailing industry has ever en- 
joyed. 

“Barring plant shutdowns due to 
material shortages or labor difficul- 
ties,” he continued, “either in the 
manufacturers plant or the factories 
providing his materials, and assum- 
ing prices can be kept in line, 1948 
can be expected to provide an even 
larger refrigerator volume than did 
1947.” 

At the same time, Kelley warned 
that 1948 may be a crucial year in 
the industry for the manufacturer, 
wholesaler and retailer. “It will be a 
year of adjustment. jockeying for po- 
sition, fence mending, and organiza- 
tional strengthening. It may well 
set the pattern for the entire future 
of the industry by determining what 
brands will survive and what retail- 
ers will dominate their respective 
markets. 

He stressed the fact that while it 
appears now that the dollar volume 
of refrigerators produced in 1948 
will be much greater than the volume 
sold in any previous year, the goods 
must be sold before they can be 
counted as sales volume. ~ 

“This year may very well become 
a battle for leadership and conversely 
it may be the date most apt to ap- 
pear on the greatest number of appli- 
ance dealers tombstones of any year 
before or after this crucial period,” 
he commented. 

Mr. Kelley said that there are 
numerous signs pointing to the re- 
adjustment. He explained that mul- 
tiple line dealers are carefully analyz- 
ing the strength of brands that they 
have been carrying during this lush 
period. They are seriously taking 
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inventory to determine what brands 
will move most rapidly during the 
long pull of a normal market. Many 
have already reduced the number of 
lines or are considering doing so. 

“On every side,” he emphasized, 
“wherever you go in appliance cir- 
cles, everyone is talking about a buy- 
ers’ market being just around the 
corner, and that we must prepare for 
it. Yet, actually, if we will be hon- 
est, few if any constructive prepara- 
tions have actually been made to 
date.” 

Turning to what he termed as the 
“heart of the trouble,” Mr. Kelley 
said that there are probably too many 
dealers, too few salesmen, and a great 
majority of retailers who either can- 
not or will not take seriously the 
threat of the critical period that is 
just ahead for them. 

Kelley described “specialty selling” 
as the key to survival during a pos- 
sible chaotic period of price-slashing 
and dumping, that can be expected 
as “surplus” dealers unload inventor- 
ies and fight to stay in business. 


Pioneer Water Heater 
Gets Toastmaster Name 


Accorp1Nnc to an announcement by 
B. M. Riker, general manager of the 
Clark Division of the McGraw Elec- 
tric Company, the Clark water heater 
will be marketed under the “Toast- 
master” name, to give distributors and 
dealers the advantage of identifica- 
tion with a well-known trademark. 
Toastmaster Electric Water Heaters 
will be featured in a series of color 
advertisements, marking the first na- 





The well-known trade name “Toast- 
master” has been adopted by Me- 
Graw Electric Company to appear 
on the Clark electric water heater. 





tional magazine campaign ever run to 
promote this line. 

Among the special features Toast- 
master heaters offer are the wide 
“Life-Belt” method of applying “black 
heat” externally and the “Ionodic” 
system of preventing destructive lime 
formation, rust, and corrosion. Pro- 
duction of eight sizes, from 30 to 150 
gallon capacities, is steadily increasing 
at the Clark Division plant in Chica- 
go. A new assembly plant has been 
opened at Azusa, Calif., to mect the 
growing demand on the Pacific Coast. 


Norge to Institute 
Sales Training Meetings 


A SIX-WEEK SERIES Of sales training 
meetings, to be held in major cities 
throughout the United States, has 
been launched by the Norge division 
of Borg-Warner Corp. in order to pro- 
vide distributor salesmen with com 
plete information regarding the com 
pany’s products, policies, and plans 
for 1948, it was announced by H. L. 
Clary, general sales manager. 

As a general rule, they will be two- 
day meetings during which time basic 
material used during the company’s 
January sales convention will be pass- 
ed along to salesmen who will contact 
dealers in the field. Chicago, Cleve- 
land, Atlantic City, New Orleans, San 
Francisco and Denver are the cities in 
which the meetings will be conducted. 

Mr. Clary will direct the meetings, 
assisted by the five Norge product 
sales managers, and C. H. MacMahon, 
Norge director of advertising and pub- 
lic relations. It is estimated that a 
total of 600 wholesale men will have 
attended the meetings when the series 
has been completed. 


Memphis Distributor 
Leases New Building 


SHose, INc., of Memphis, whole- 
sale distributor of radios and appli- 
ances, has leased for 15 years the 
building at 1195 Union. Cy Shobe, 
president of Shobe, Inc., made it 
clear that his business would not 
move from its present location at 
1117 Union, but plans to occupy 
both buildings, about a block apart. 
“We now have warehouses in four 
places, and are growing so fast we 
have to have more room,” Mr. Sho- 
be said. 

Shobe, Inc., was established .in 
Memphis only three and a half years 
ago. Mr. Shobe before that time 
was with Orgill Bros., and served 
three years as an aviation training 
flight supervisor in the Navy. 
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For your first real 


fan season in years! 





po Senne ing Sane eee ee 
as 1948. Look at these stunning new R & M Fans. They 
are our best in 50 years. Sell them with confidence that they'll 
stay sold; that they’ll draw quality-conscious customers into 
your store. 

Consistent national advertising, before and during the season, 
makes customers for R & M Fans. So do newspaper mats, 
folders, window streamers (free, of course), and an attractive 
co-operative advertising allowance. 











Right now isn’t a bit too soon to get set for your first real fan 
season in years. See your nearest R & M Fan distributor OR 
mail the coupon for his name and literature on this great new 
R & M Fan line: 


ROBBINS & MYERS, INC. 


SPRINGFIELD 99, OHIO + BRANTFORD, ONTARIO 








PEDESTAL FAN—Gunmetal finish on blades, 
motor housing and base. Bright guard. Ad- 
justable for height—12 and 16-inch models 
from 38 up to 62 inches, 10-inch fan from 
35 to 59 inches from floor to center of guard. 
Wide, quiet-running fan blades, Fully 
enclosed oscillating mechanism. Guaranteed 
five full years. 


HOME COOLER—It’s portable— 
sets into open window. Ultra- 
quiet — no belts, no pulleys — 
motor mounted on live rubber. 
Beautiful cream enamel finish. 
Extends only 614 inches into 
room. In 24 and 30-inch -blades. 
Adjustable stand for 24-inch size. 
Three speeds on all models.‘ One 
full year guarantee. 
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“BREEZE-ALL"’ FLOOR FAN-—Durable mahog- 
any plastic with chromium-plated legs and 
grille. Two-speed motor moves large volume 
of air up and outward from center of four- 
bladed, 12” fan. All moving parts guarded 
against dirt and dust. Grille gives complete 
protection against personal injury. 


BANNER FAN—Popular-priced. Big air 
delivery at low current cost. Handsome 
bronze finish. Sturdy, die-cast motor 
body and base. Fully enclosed oscillat- 
ing mechanism. Quiet-running 10, 12; 
and 16-inch blades. Two speeds on 12 
and 16-inch fans. Wall-mounting brack- 
et included. One full year guarantee. 


ROBBINS & MYERS, INC., 


Fans checked (¥Y). 


00 Floor Fans 0 Attic Fans 
(0 Home Coolers [) Banner Fans 


ND diicaics timaiichn 0 


Fan Sales Diy., Dept. G, Springfield 99, Ohio 
Please tell me who my nearest R & M Fan distributor is 
and send me new sales-promotioa literature on the R & M 





Firm Name 





Address .... 
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ia 


Standard Bome Reflector 
RLM SpeGification No. 1 


) @ 


Specification 


Continu-Lit 
a 


e Island Lighfiwith attached 
Slimline U: Trough agg Flood Lamps 


For the complete line of SILV-A- 
KING Flood-lighting Units, and all 
other Incandescent Reflectors, 
send for free Catalog #50. 


BRIGHT LIGHT REFLECTOR CC 


a Renen Sf aon oa G ae) 





SILVA KING 
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The building just leased contains 
40,000 square feet of space on its two 
floors and is one of the most unusual 
of its type in Memphis. It will give 
Shobe, Inc., about 60,000 square 
fect of floor area in the two build 
ings, Mr. Shobe said. Plans are to 
move display rooms, general offices, 
and warehouse to the new address, 
after considerable remodeling, and to 
make the present location a parts and 
service division. 

Shobe is distributor of Zenith ra 
dios, Easy washing machines, Coo 
lerator refrigerators and home refrig- 
erators, Kaiser dishwashers, Domestic 
Sewing Machines and othrer allied 
lines. The firm serves parts of five 
states within a radus of 150 miles of 
Memphis. It has 37 employees, with 
eleven salesmen traveling the area 





New Officers Elected for 
EMRA of Baltimore 


New orFicers of the Electrical 
Manufacturers Representatives Asso 
ciation, Inc., of Baltimore, Mary 
land, were announced recently with 
Frank W. Lemly heading the list as 
president. Other officers are: vice 
president, Murray Nelson; secretary 
R. A. Haworth; and treasurer, Chas 
Esposite. 


Baldwin Wholesale 
Opens in Florida 


Ratpnh M. Batpwiy, long-time 
resident of Clearwater, Fila., has 
opened the Baldwin Wholesale Elec- 
tric Company at 703 Franklin Street. 

Housed in a concrete block and 
aluminum siding building, 40 by 160 
feet, on a railroad siding, the new 
company’s offices and warehouse are 
among the most modern in the city. 





Nelson Succeeds Lemly 
As EMRA President 


A CHANGE in the officers of the 
Electrical Manufacturers Representa 
tives’ Association, of Baltimore, Md., 
has been made necessary by the mov- 
ing of the newly elected president, F. 
W. “Jack” Lemly, to New York City. 
Mr. Lemly has become associated with 
the Habirshaw Cable and Wire Divi- 
sion of Phelps-Dodge Copper Prod- 
ucts Corp., and moved to New York 
City on April Ist. 

Murray Nelson, vice-president of 
the association, has succeeded to the 
presidency, and will ask the executive 
committee to nominate another vice- 
president. Mr. Nelson is representa- 
tive for BullDog Electric Products 
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Certified Starters play an important role in 


fluorescent lighting. When your fixtures are equipped 
with Certified Starters, you are assured of 
these benefits—longer starter life, less ballast 
overheating and longer lamp life. You quickly 


notice the economy in maintenance costs. 


Here’s why Certified Starters are better: 
They’re made to rigid specifications set up by foremost 
lighting experts—then tested and checked by famous 


Electrical Testing Laboratories, Inc. 


You'll assure satisfaction, give customers a good 
start, when you specify Certified Starters— 
the ones bearing the famous shield ‘Certified ETL”. 


All Fleur-O-Lier fixtures use Certified Starters 


Address inquiries to any of the following manufacturers of 


Certified Starters 


The Arrow-Hart and Hegeman Co., Harvey Hubbell, Inc., Bridgeport, Connecticut 
Hartford, Connecticut Instant Glow Starter Corporation, New York, N. Y. 

The Bryant Electric Co., Bridgeport, Connecticut Kuthe Laboratories, Inc., Newark, N. J. 

Chatham Electronics Corporation, Newark, N. J. The Lloyd’ Products Co., Providence, R. I. 

Dura Electric Lamp Co., Newark, N. J. Pass & Seymour Co., Syracuse, N. Y. 

General Electric Co., Bridgeport, Connecticut Sheldon Electric Co., Irvington, N. J. 
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Will your next fluorescent installation 


be years ahead- 
or behind ? 


HOLDENLINE ARROWHEAD 
FIXTURE. Catalog No. CP-240. 
Ballast enclosed in channel. 
Patents pending. 


Commercial louver design has changed! 


Customers have never liked 
eye-tiring brightness contrasts on 
the surface of fluorescent lou- 
vers. Today, however, you have 
a new PL/PL tool that com- 
pletely solves this problem. 


The Holdenline Arrowhead 
commercial louver features con- 
trolled surface brightness. 
All plastic, it has no metal re- 
straining parts. The result: uni- 
formly low surface bright- 
ness ranging from 1.1 cp. to 
2.6 cp. per square inch. There 
are absolutely no dark-to-bright 
contrasts. This advanced louver 
is equally attractive whether 
operating or unlighted. 


For surface or pendant, in- 
dividual or continuous mount- 
ing, the Holdenline Arrowhead 
fixture diffuses light evenly. 
Ceiling and wall ‘‘hot spots” 
are eliminated. Thus, you can 
now easily achieve remarkably 
low brightness ratios. 


There are important mainte- 
nance features too. No bug 
graveyard, the Arrowhead lou- 
ver is shaped to prevent dirt 
accumulation. It snaps into 
place on the channel without 


screws. Self-locking sides, lon- 
gitudinal and transverse louver 
sectiogs are all made of the 
same identical material, bonded 
into a sturdy, integral, all-plas- 
tic unit. An Arrowhead louver 
can’t warp, sag, expand or dis- 
color under any normal operat- 
ing conditions. This fixture is 
backed by the traditional 
Holdenline guarantee. 


All the versatile features of 
Holdenline INDUSTRIAL 
Chan’l-Run are built into the 
Arrowhead commercial fixture 
—for faster wiring .. . easier 
hanging . . . longer socket life. 


Satisfy customer needs today 
with years-ahead Arrowhead 
louver design and assure future 
repeat business. On your next 
commercial job recommend the 
Holdenline Arrowhead fluores- 
cent fixture— with theonly all- 
plastic, controlled brightness 
louver. Prompt delivery, 
through electrical wholesalers 
exclusively. 





INDUSTRIAL AND COMMERCIAL 
CHAN’L-RUN BASIC UNIT SYSTEM 


@ Individual or continuous runs 
with standardized heavy- 
gauge units. 


®Sockets mounted on welded 
end plate for positive lamp 
spacing. 

@End plate protects sockets 
during shipment and main- 
tenance. 

e@Faster, easier hanging and 
wire pulling without close- 
fitting nipples. 








Distributor Appointed 
For Manning, Bowman 


Tue Scuirrer Distributing Com. 
pany, Atlanta, Georgia, distributor 
of Stromberg-Carlson radios and tele. 
vision, has been appointed distribu- 
tors for Manning, Bowman & Com. 
pany, of Meriden Connecticut, who 
manufacture a complete line of 
household electrical appliances. 


Recent Appointments 
Announced by “Surf” 


Fottowinc the recent National 
Housewares Show in Chicago, F. M. 
Maichle, general sales manager of G-M 
Laboratories Inc., Chicago, manufac- 
turer of “Surf” home appliances, an- 
nounced the appointment of three 
new manufacturers’ sales agents in the 
southern territory. 

Selected to represent the states of 
North and South Carolina, Georgia, 
Florida, and Alabama is the George 
E. Sundre Company, whose offices 
are located in Atlanta. 

Alvin M. Goldstein & Associates, 
of St. Louis, will cover the state of 
Missouri east of Springfield; the state 
of Illinois south of Peoria, and the 
Paducah territory in Kentucky. 

Representing the states of Mon- 
tana, southern Idaho, Wyoming, Col- 
orado, New Mexico and the E] Paso 
territory in Texas will be the James 
H. Blinn Company, of Denver. 

The above three agents, togcthe 


RHEEM PREMIERE — Displayed 
for the first time at the Heating and 
Ventilating Exposition in New York 
recently was the new Rheem Series 
60-T table top electric water heater. 


This modern 30-gallon capacity 

automatic water heater is especially 

designed to fit into built-in kitchen 
or laundry room work centers. 


HOLDENLINE Co. 
Soe a 


Cleveland 13, Ohio 


U. L. APPROVED, A, F.L. MADE AND WIREO 


2293 Scranton Road ° 


HOLDENLINE—T, w, REG. U.S. PAT, OFF. 1937 
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IT’S FIRST-RATE PROOF of safety, dependability and econ- 
omy ... that electrical contractors and maintenance men who 


know Roebling Building Wire and Cable, specify Roebling again 
and again, year after year. And no matter what the requirements, 
there’s a Roebling wire or cable to fill the bill exactly. 


Increasingly in demand today is Roebling Wire 60 Type R for cir- 
cuits up to 600 volts and operating temperatures to 60° C. (140° 
F.). Synthetic rubber insulated, its fibrous covering highly flame- 
resistant and moisture-retardant, it is available with solid or 
stranded conductors. . . Similar to 60 Type R, but affording special 
advantages, Roebling Type RH has heat-resistant insulation ap- 
proved for operating temperatures to 75° C. (167° F.), and 60 
Type R. W. has low-moisture-absorption insulation and is ideal 
for general use in damp locations without lead sheath. 


Your nearby Roebling Distributor will gladly help you choose 
the right wire or cable for top performance on every job. Write 
or call him for prompt assistance. 

JOHN A. ROEBLING’S SONS COMPANY 


TRENTON 2, NEW JERSEY 
Branches and Warehouses in Principal Cities 


cmeeeemenenrencann §=6« ae ae) 5:34 | NS 


*# SUSPENSION BRIDGES AND CABLES * 4IRCORD. 
AIRCORD TERMINALS AND AIR CONTROLS * AERIAL WIRE 
ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 
% SKI LIFTS % HARD, ANNEALED OR TEMPERED 
mn inotor Cosen'tricinpwacrarrene” (oa) A CENTURY OF CONFIDENCE @u>) 
FLAT WIRE, COLD ROLLED STRIP AND 
COLD ROLLED SPRING STEEL % SCREEN. HARDWARE gilt ROSBLING 
AND INDUSTRIAL WIRE CLOTH *& LAWN MOWERS _4 
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“UNION” 


EYLESS LAMPHOLDERS 


Designed For Permanency 


NO. 4059-W 


Sturdy - 
Light... 


HARMONIZES WITH 
ANY COLOR SCHEME 


r 


NO. 4059 


“UNION” white or brown keyless lampholders are avail- 
able in two sizes (3-44” or 4’—3%”) with screw terminals 
or weatherproof pigtail leads. 

All sizes are ruggedly constructed and generously designed 
to withstand the roughest use under the most severe condi- 
tions. 

Bleader hole knockouts provided for unusually damp loca- 
tions. Good electrical connections assured by screw or solder 
assembly of current carrying parts. 

Bakelite lampholders can be painted to match any color 
scheme. 

Back of cover designed to neatly close outlet box, thus 
preventing entrance of dust and dirt. The box closing rings 
and reinforcing feet offer firm foundation for mounting 
cover to box. 


| | 
UNION INSULATING CO., INC. 


PARKERSBURG, WEST VIRGINIA 





with Ollie A. Lower & Associates, of 
Dallas, complete the “Surf” represen. 
tation in the South and Southwest. 


Duke Executive and 


Power Pioneer Passes 


A PIONEER in the power develop. 
ment of the South, Charles Irvine 
Burkholder, vice-president, chief engi- 
neer and member of the board of di- 
rectors of the Duke Power Company, 
died at his home in Charlotte, N. C.. 
on March 13. 

Charles Irvine Burkholder was born 
October 9th, 1872, at Sterling, Il]. He 
was recognized in technical circles as 
one of the most capable electrical en. 
gineers in the United States, especially 
in the field of hydro-electric power 
development. 

After graduating from the Univer- 
sity of Wisconsin, where he majored 
in electrical engineering, Burkholder 
became associated with the late Dr. 
Charles Steinmetz, in the testing la- 
boratories of General Electric Com- 
pany, at Schenectady, N. Y. 

In 1906, Burkholder came to Char- 
lotte, N. C., and was associated with 
the late William States Lee, chief en- 
gineer of the Southern Power Com- 
pany, forerunner of the Duke Power 
Company. Here, Burkholder played 
a prominent role in _hydro-electrical 
development, utilizing the great 
sources of powcr from the Catawba 
River. 

His progress with the company was 
rapid. In 1920, he was elected a 
member of its board of directors. In 
1935, he became chief engineer of the 
company. In 1947, he was made vice 
president. He was also a trustee of the 
Duke Endowment. North Carolina 
State College, at Raleigh, honored him 
with a doctorate degree in engincering 
in 1938. 


Lansdowne, Moody Select 
New Vice-President 


Cart L. BoruLer has been ap- 
pointed vice-president and_ general 
manager of Lansdowne & Moody, 
large appliance dealers at 1801 Fannin 
Street, Houston, Texas, according to 
G. U. Lansdowne, president. 

Mr. Boehler has had considerable 
experience in both the retail and 
wholesale branches of the appliance 
business, in addition to heating, ven 
tilation and air conditioning. His § 
plans for Lansdowne *& Moody em- | 
brace an extensive expansion of the | 
firm’s sales and service operations, § 
particularly in the- field of ventilating | 
and air conditioning. 

Lansdowne ‘&> Moody was establish- 
ed in 1936 and is now Houston’s*lar- 


*“ELECTRICAL SOUTH for APRIL, 1948 





WHAT - «co wcree? 


That's about it when Electric Feedrail, the modern, totally 








enclosed, electrical distribution system is used. 


One vertical cable connected to an overhead trolley, through 
an Ever-Lok trouble-proof connector—no wires to trip over, 


snag or tangle, no exposed circuits—and you can move the 
al en- rs os a 

cially fl | Perr ~_ equipment along the line without disconnecting. 
OWET 
uiver- Feedrail is also ideal for cranes and hoists, moving test lines . 
jored 
older and lighting. In fact, anywhere electrical equipment moves. 
» Dr. 


‘om 








You can save wiring costs, maintenance time, speed up your 


plant, and make it electrically safe at the same time. 
shar 


with ) | 
; — * See what others are doing with Electric Feedrail. The new 


32 page catalog, No. 20, with more than 100 illustrations 


and layouts and diagrams, and complete specification data, 


is yours for the asking. Write for yours now. 
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60 years ago, Westinghouse began to make fans for comfort-cooling. During 
these years it has consistently produced fans which are the best that human 
ingenuity can devise. 

Today, the exciting new *Mobilaire Fan can completely change the air in 
a 5-room house or apartment every two minutes . . . bringing comfort-cooling 
to millions of home owners and apartment dwellers. In addition, the new 
Livelyaire, *Poweraire, Standard and *Whirlaire models with their rugged 
motors, safe and silent Micarta blades and long-life features are truly superb. 
They proudly acclaim 60 years of progress in beauty, power, silence and long life. 
17 different models (at a wide price range) assure a choice of Westinghouse 
Fans for every institutional, industrial or home application. 
Check your local distributor for franchise details, or write to: 


—_ WESTINGHOUSE ELECTRIC CORPORATION + Appliance Division + Springfield 2, Mass. 





*Trade Mark, Reg. U.S. Pat. Off. 


] OU S _ MAKER OF OVER 30 MILLION 


ELECTRIC HOME APPLIANCES 


~ 


x. 


“ 
, 


eo 


TUNE IN Ted Malone ... every morning, - Monday through Friday ... A. B. C. Network 


tov on aaa WVEStin: 
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est dealer of home appliances. ‘The 
\ firm features nationally advertised 
© lines exclusively. 


' Davidson Heads Memphis 
Appliance Association 


John Davidson, major appliance 
buver for Goldsmith’s, of Memphis, 
lenn., has been elected president of 
Memphis Appliance Dealers’ Associa- 
tion. Mr. Davidson has been con- 
nected with Goldsmith’s major ap- 
pliance department since 1935, except 
F time during the war when he served as 
an aircraft engineer. 


Orlando Office for 
' Allen-Bradley Co. 


Allen-Bradley Company, of Mil- 
waukee, Wisconsin, announces that 
their Florida representative, Ward En- 
gineering Co., Inc., of Jacksonville, 
has opened an additional office at 
1217 W. Central Ave., Orlando, Flor- 
ida. A warehouse stock of Allen-Brad- 
ley motor starters and accessories will 
be maintained at both offices. 


No Electric Pajamas—Yet 


An electric sheet, a new source of 
outside heat for the cold-blooded 
seeper—in addition to the electric 
blanket and warming pad—has been 
announced. It is designed for use 
with conventional bed coverings, and 
drew this comment from the trade 
magazine field: “We're still holding 
wit for electric pajamas.” 








New Electrical Books 





Electronic Transformers 
And Circuits 


By Reuben Lee. Published by John 
Wiley & Sons, Inc., 440 Fourth Ave- 
nue, New York 16, N. Y. 284 pages, 
illustrated. Price $4.50. 

GENERAL TREATMENT throughout 
this book is quantitative, but physical 
concepts are emphasized and mathe- 
matical intricacies are simplified. Cir- 
cuit design is related to transformer 
punciples and vice versa. It provides 
reference on the design of transform- 
es for electronic apparatus; and it 
turnishes information about the ef- 
lects of transformer characteristics on 
dlectronic circuits. Each point is 
clarified by the many illustrations, 
good working rules, and practical ex- 
amples. Problems are given for read- 
s who want to learn the subject 
thoroughly. 
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EIGHT FANS 


FOR EVERY COOLING NEED 


BAR-BROOK 
WINDOW 






































Natonally advertised Bar-Brook cooling appliances are established 
profit-makers. And the new, complete Bar-Brook line will mean 
new and greater profits for Bar-Brook Dealers. 


The attractive Bar-Brook Window Fans are ideal for small 
homes, apartments, and offices. Beautifully finished in 
baked ivory enamel, they have two quiet speeds, 11’ cord 
and plug, and direct drive motors. Complete fan units — 
individually packaged. 


Bar-Brook Breezebuilder* Fans may be installed in any 
type home — new or old — in attic, basement, or closet. 
Efficient, economical, they have been consumer accepted 
— and preferred — for 16 years. 


Write today for complete information and the name of your 
nearest Distributor. 


BAR-BROOK 
BREEZEBUILDER* 
} FANS 
































BAR-BROOK FANS 


for — * TRADE MARK 


ATTIC @ BASEMENT @ CLOSET 
CEILING @® WALL @® WINDOW 


BAR-BROOK MFG. CO., INC. 


SHREVEPORT, LOUISIANA 
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153—Ventilators and Blowers. Performance data, dimensions, 
and specifications are all included in the well-illustrated bulle- 
tins, now available from the Schwitzer-Cummins Company, 
1125 Massachusetts Ave., Indianapolis 7, Ind. 


154—Welding Exhausters. Bulletin No. 736 describes the 
Octopus, Jr., a portable exhaust unit, and the Octopus, a heavy 
duty unit, for applications requiring exhausting and blowing 
volume. Available from the Chelsea Fan & Blower Co., 
Irvington, N. J. 


156—Electrical Apparatus. This 48-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service con- 
nectors, fuse clips, and many other electrical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati, Ohio. 


164—Bustribution Duct. This 23-page bulletin, No. 462, just 
issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug-In-Bustri- 
bution Duct for bus duct electrical distribution. The bulletin 
is profusely illustrated. The many drawings included show 
details of the duct, the various fittings, and the hangers, as well 
as diagrams of complete systems both of the centralized and 
decentralized system. 


165—Lighting Research. The Benjamin Electric Mfg. Co., 
Des Plaines, Ill., has just published a new booklet covering the 
activities of the new Benjamin Laboratory. This booklet will 
be of special interest to all who are interested in the “behind- 
the-scenes” portrayal of the research and testing which are es- 
sential to high quality and performance in lighting equipment. 


166—Industrial Heat Lamps. The General Electric Com- 
pany, Nela Park, Cleveland, Ohio, has announced the publica 
tion of a new industrial lamp folder. This folder, Y-689, con 
tains six pages of photographs and technical data on the indus 
trial heat lamps manufactured by the company. 


174—Aluminum Building Wire. Technical data on insulated 
aluminum building wire are now available in a bulletin desig- 
nated as H-407 and available from Hazard Insulated Wire 
Works, Division of the Okonite Company, Wilkes-Barre, Pa. 
An insert gives comparative data on copper and aluminum con- 
ductors. 


177—Balanced Lag Renewable Fuses. Informative folders are 
available from Pierce Renewable Fuses, Inc., 51 Pacific Ave., 
Buffalo 7, N. Y., describing the company’s line of baianced lag 
renewable fuses. Pierce fuses are listed by Underwriters’ Labora 
tories, Inc. 


178—Mobilite Fixtures. A 15-page booklet, entitled “Engi- 
neered Lighting’ has been announced by Mobilite, Inc., Jersey 
City, N. J. The booklet describes and illustrates the various 
fluorescent fixtures manufactured by the company. 


180—Ceiling Ventilator. Installation and design of the Blo 
Fan is fully described in a 4-page folder recently made available 
by the manufacturer, Pryne & Co., Inc., 140 N. Towne, Po- 
ee, Calif. The many diagrams illustrate the principle of the 
o-Fan. 


181—Planned Home Laundry. As an aid to architects and 
builders in fulfilling a growing demand for planned home laun 
dries, Bendix Home Appliances, Inc., South Bend 24, Ind., has 
published an “Architects Handbook.” Profusely illustrated, the 
40-page, board-covered book presents eleven plans for step-sav- 
ing home laundries. The laundry rooms are lithographed in 
four colors and opposite each is a blue print of the floor plan. 


184—Electrical Equipment Catalog. The Pyle-National Com 
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pany, Chicago, II]., announces a complete catalog describing al) 
of their products, including the Pylets conduit fittings. ‘The 
catalog contains information on a wide range of plugs and te. 
ceptacles, dust-tight and explosion-proof fittings, fixture han 
gers, etc. 


185—Flexible Cords and Cord Sets. Lowell Insulated Wire 
Company, Lowell, Mass., has available an illustrated folder de. 
scribing their various types of cords and cord sets. Sizes, colors 
and other pertinent information is given. 


186—Hot Water Heater. Informative and well-illustrated data 

are available from M. M. Hedges Manufacturing Co., Inc., 

Ean. Tenn., on their line of Mertland Automatic water 
eaters. 


187—Electric Fans. A 25-page, profusely illustrated booklet 
describes in complete detail this company’s line of 1947 fans 
Booklet available from Emerson Electric Manufacturing Co., St. 
Louis 21, Mo. 


190—Fluorescent Strip-Lite. Bulletin No. 147, available from 
Gibson Manufacturing Company, 1919 Piedmont Circle, At. 
lanta, Georgia, describes and illustrates the Strip-Lite fluorescent 
fixture. e booklet also gives diagrams showing installation 
in display cases, general store lighting, industrial lighting, and 
special home lighting. 


191—Hole Cutter. A new folder featuring the “Jiffy” adjus 
table hole cutter for cutting holes in steel boxes, plates, tanks, 
etc., has been issued by Clyde W. Lint, 1144 West Washing 
ton Blvd., Chicago 7, Ill. 


194—Hi-Strength Connectors. Jasper Blackburn Products 
Corp., St. Louis 6, Mo., announce an attractive folder which 
takes the reader on a “behind the scenes” tour of their plant 
to see how the Blackburn Hi-Strength Connectors are made 

196—Fluorescent Luminaire. Bulletin No. 1055 describes the 
V-Shaped Fluorescent Luminaire, which is so compactly de 
signed that it appears to be semi-recessed. Bulletin No. 1054 
describes the Electro “Louver-Lite.” Both bulletins are a 
able from the manufacturer, Electro Manufacturing Company, 
Chicago, III. 


198—Re-Order Guide. A compact catalog depicting its 
plete line of lighting fixtures is now available from Lightolic 
Inc., Jersey City 5, N. J. Descriptions and photographs of 
lighting fixtures are to be found in this valuable booklet 


199—Industrial Fixtures. Informative data may be obtained 
from the Workolite Company, 522 Cortlandt Street, Belleville 
9, N. J., on their line of industrial fluorescent fixtures. 


200—Aluminum Building Wire. An attractive, 32-page boo} 
let on aluminum building wire has been announced by U. 5 
Rubber Company, Wire & Cable Dept., 1230 Avenue of the 
Americas, New York 20, N. Y. Such data as conductivity, cor 
rosion resistance, soldering, voltage drop, etc. are given. 


201—Adhesive Labels. Free samples and useful literature tell 
the story of self-adhesive Quick-Labels for marking wires, leads 
circuits, conduits, etc. The labels are manufactured by W. H 
Brady Company, 815 N. Third St., Dept. L., Milwaukee 3, Wis 

202—Lugs and Connectors. A profusely illustrated, 16-page 
booklet is available from Kreuger & Hudepohl, 5 East Third St.. 
Cincinnati 2, Ohio, describing their line of solderless terminal 
lugs and connectors. 

203—Lithonia Fluorescent Fixtures. A well-illustrated book 
let describing in detail the manufacturer's line of fluorescent 
fixtures for the home, office, store, and industry is available 
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from Lithonia Lighting Products Company, Inc., Lithonia, 
Georgia. 

205—Cable Connectors. Bulletin 16, describing and _illus- 
trating four distinctive types of service entrance cable connec- 
tors, each having its own advantages for a particular application. 
is available from The M. & W. Electric Manufacturing Com 
any, East Palestine, Ohio. Many other electrical fittings are 
also listed in this 19-page bulletin. 


206—Electric Feedrail. A compilation of recent developments 
in the application of the Electric Feedrail distribution system 
as applied to portable lights and tools, moving test lines, cranes, 
and hoists and other industrial applications is offered in the new 
28-page Catalog No. 20 now available from Feedrail Corpora- 
tion, 125 Barclay St., New York 7, N. Y. 


207—Water Heater Sales Manual. “Sizing the Job in Elec- 
tric Water Heater Sales” is the title of a manual issued by D. 
W. Whitehead Mfg. Co., 609 W. Ingham Ave., Trenton, N. 
J. The manual also gives specifications of the various DWW 
electric water heater models. 


208—Air Conditioning. The Air Conditioning Products Com- 
pany, 2340 W. Lafayette, Detroit 16, Mich., has just issued a 
new catalog, 42-B, containing complete information about its 
“Air-Flo” line of automatic shutters, automatic ceiling shut- 
ters, automatic back draft dampers, manually operated shut- 
ters and motor operated shutters. 


209—Chemclad Insulated Wire. Regularly mailed “Stock 
List and Shipping Expectations” for Chemclad Thermoplastic 
Insulated Wire, we T and TW, is a free service now from 
Carolina Industrial Plastics Corporation, Mount Airy, N. C. 


210—Industrial Fans. An informative catalog, illustrating and 
describing the complete line of Berns Air 8 fans and parts, 
is — from Berns Mfg. Corp., 2278 Elston Ave., ica- 
go, I 

212—Seco Fans. New bulletins by Seco-Lite Manufacturing 
Co., 4916 Easton, St. Louis 13, Mo., are now available, 
illustrating Seco Belt-Driven cooling fans and window fans. Bul. 
letins contain data on installations in homes, apartments, com. 
mercial and industrial applications. 


214—Cold Cathode Fixtures. Complete factual data concern- 
ing installation and performance of standard cold cathode fluor- 
escent lighting fixtures and lamps are available from Federal 
Electric Company, Inc., 8700 South State Street, Chicago 19, 
Ill. 


215—Electrical Accessories. A 16-page booklet, describing 
and illustrating many types of electrical fittings such as steel 
floor boxes, spotlight units, ““L” shape boxes, etc., may be ob- 
tained from B and C Metal Stamping Company, 95 Piedmont 
Ave., S. E., Atlanta, Ga. 


216—Lighting Fixtures. Catalog No. 47, just released by 
Moe-Bridges Corporation, Sheboygan, Wisconsin, contains all 
information on previously announced items—Light-in-Line, 
Unite-a-Lite, open commercial types, kitchen units, pin-ups, 
commercial strip, Circline and Sterilite germicidal disinfector. 


217—Wire Connectors. Hi-Scale Products Corp., 217 Cen- 
tre Street, New York 13, N. Y., announces data on their com- 
plete line of bakelite wire connectors, including specifications 
and price. 


218—Busduct Calculator. A slide rule type calculator for cal- 
culating busduct voltage drops is available to electrical engineers, 
architects, and electrical contractors from Frank Adam Electric 
Co., P. O. Box 357, St. Louis, Mo. Load in amperes and 
length in feet are set on the calculator to read voltage drop. 


219—Chromalox Heating Units. An attractive loose-ieaf bin- 
der containing Chromalox heating unit bulletins, samples of 
direct mail folders, and other sales aids is now available from 
Edwin L. Wiegand Co., 7500 Thomas Blvd., Pittsburgh 8. 
Pa. The bulletins cover the triangular electric range units. 
the Super-Speed range units, range replacement units, and a 
a range of heating units for industrial and special applica- 
ons. 


221—Electric Motors. Full information on Hoover fractional 
horsepower electric motors is contained in a four-page folder 
which is available from The Hoover Company, Electric Motor 
Div., North Canton, Ohio. This illustrated, two-color pamphlet 
explains special features and advantages of the Hoover motor 
and contains a list of 24 ways to use it. 


222—Germicidal Lamps. A od booklet describing the 
varied applications of germicidal lamps in farm buildings has 
been released by the Lamp Department, General Electric Com- 
pany, Nela Park, Cleveland 2, Ohio. 
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223—Fuse Booklets. ‘Excessive Heating of Fuses in Enclosed 
Switches, Panelboards and Cabinets” is the title of a booklet 
issued by Frank Adam Electric Company, P. O. Box 357, St. 
Louis, Mo. Included in this booklet is a very comprehensive 
study of the causes of excessive heating of fuses and test tables 
showing temperature rise in fuses at various percentages of load. 


224—Gedney Fittings. ooy Electric Company, RKO 
Building, Radio City, New York 2, N. Y., has just issued Bul- 
letin 48, a 62-page, profusely illustrated catalog covering their 
complete line of electrical fittings. 


225—Conductor Fittings and Devices. A complete catalog, 
illustrated, and listing prices, has been issued by Penn-Union 
Electric Corporation, Erie, Pa. 


226—Pemco Electrical Products. The New General Catalog 
No. 90 containing ogg! 200 es is available from 
Philadelphia Electrical & Mfg. Co., 1200-36 N. 3lst Street, 
Philadelphia 21, Pa. The catalog is illustrated and contains 
information on the company’s complete line of street and high- 
way lighting equipment, flood lighting and fluorescent lighting, 
and service station lighting. 


227—Ventilating Fans. The Murray Company, 3200 Canton 
St., Dallas, Texas, has available informative data sheets describ- 
ing their line of ventilating fans, which range from 36 inches 
to 48 inches in size. 


228—Wiley Fluorescent Fixtures. A catalog containing full 
information, re data and light output charts for the 
complete line of commercial and industrial easeunt lighting 
fixtures and spots is available from The R. & W. Wiley Co.., 
Buffalo, N. Y. 


229-—Signaling Devices. Door bells and buzzers, heavy duty 
bells, bell and chime transformers, push buttons, signaling bells, 
and other signaling devices are described and illustrated in a 
bulletin just released by The Liberty Bell Manufacturing Com 
pany, Minerva, Ohio. Distributor and dealer discount sheets 
are also included. 


230—Electrical Wiring Devices. A 36-page, fully-illustrated 
catalog has been issued by Kulka Electric Mfg. Co., Inc., 30 
South Street, Mount Vernon, N. Y., which describes their line 
of wiring devices. Listed in the catalog are fluorescent lamp 
holders, ballasts, and starters; incandescent receptacles and 
sockets; maritime sockets and switches; swivel units; terminal 
strips, and other specialties. 


231—Heater Cords. Catalog Sheet No. 70 is available from 
Cornish Wire Company, Inc., 15 Park Row, New York 7, N. 
Y., giving specifications and pertinent information on _ their 
line of heater cords for use with electric irons, toasters, heat 
ers, roasters, and other equipment. 


232—Lakewood Fans. Ventilating fans, spray booth fans, win- 
dow ventilators, shutters, and replacement parts for all units 
are described in a catalog available from Lakewood Engineer 
ing & Manufacturing Co., 1756 W. Lake St., Chicago 12, Ill 


233—Slater Wiring Devices. A detailed catalog, giving all 
necessary information for specification and purchase of their 
full line of wiring devices, is announced by Slater Electric and 
Manufacturing Co., 56th Street and 37th Ave., Woodside, N. Y. 


234—Residential Fixtures. Catalog 47, issued by Beacon Light- 
ing Products Corp., Chicago, Ill., describes and illustrates the 
manufacturer’s complete line of lighting fixtures for the home 
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Names in the News 








Gar W. Yates, until recently with 
the George W. Hughes Co., Adver- 
tising, has opened offices at 840 North 
Michigan Avenue under the name of 
Gar W. Yates, Advertising. Mr. 
Yates was formerly with Chicago 
Transformer Division of Essex Wire 
Corporation and with the Army Air 
Forces during the war. Prior to that 
time, he was associated with several 


Chicago and Detroit advertising 
agencies. 

x * % 
Victor Nemeroff, president of 


Electro Manufacturing Corporation, 
recently announced the following ap- 
pointments: 

L. K. Schoenbrod was appointed 
vice-president and general manager. 
Mr. Schoenbrod has been with Electro 
since 1939, serving as assistant gen- 
eral manager and sales manager prior 
to his recent appointment. 

Charles I. Schneider was named 
general sales manager, having prev- 





C. I. Schneider 


iously held positions as service man- 
ager and assistant sales manager. In 
his new capacity, Mr. Schneider will 
be responsible for directing all sales 
activities, distribution policies, and 
merchandising programs. 

% x * 


T. G. Johnson has been named as- 
sistant advertising manager of The 
Okonite Company, Passaic, N. J., 
manufacturers of insulated wires and 
cables. He will be in charge of ad- 
vertising and promotional work for 
the Hazard Insulated Wire Works 
Division, in Wilkes-Barre, Pa. 

Mr. Johnson, who was trained in 
the Okonite Research Laboratory, 
has been associated with the adver- 
tising department for two years. 


78 


Harry C. Chrabot has been appoint- 
ed assistant sales manager in charge of 
advertising and sales promotion for 
the Zenith Radio Distributing Cor- 
poration, William W. Boyne, general 
manager, has announced. 

Mr. Chrabot has been associated 
with the electrical industry for twenty 


years and was western sales supervi-: 


sor for the Jefferson Electric Company 
for ten years. Just before the war, he 
was sales engineer for the Chicago 
Pump Company. He served during 
the war as major in the Quartermaster 
Corps. 


Three recent appointments in the 
sales group of the Specialty ‘Trans- 
former and Ballast Divisions of Gen- 
eral Electric’s Apparatus Department 
have been announced by W. C. 
Wichman, manager of the divisions. 

P. M. Staehle, who has been asso- 
ciated with General Electric since 
1912, will head the new sales organ- 
ization. C. Stonehill, formerly man- 
ager of sales of the Lighting Compo- 
nents section, is the new manager of 
the Ballast Sales Division, and H. K. 
Pritchard, formerly manager of sales 
of the General-Purpose Components 
Division, is manager of the Specialty 
Transformer Sales Division. 

* cs oe 

The Wagner Electric Corporation 
of St. Louis, Mo., announces the 
transfer of Fred Pasher from the posi- 
tion of manager of its Cleveland 
Branch to that of manager of its 
Dallas Branch, replacing the late B. B. 
Pierce, whose death occurred in Feb- 
tuary of this year. Mr. Pasher had 
been manager of the Cleveland Branch. 

OK os * 

The Federal Electric Company, 

Inc., Chicago, announces the appoint- 
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William W. Scott 


ment of William W. Scott as genera] 
sales manager on regular products. 
Mr. Scott has geen associated with 
the Federal Electric Company, Inc., 
for more than 20 years. Since 1930, 
he has served as general manager of 
the Signal Division. 
* x x 

Appointment of W. L. Ledbetter, 
of Dallas, Texas, as regional manager 
of the Unit Air Conditioner Division 





W. L. Ledbetter 


of the Fedders-Quigan Corporation, 
of Buffalo, N. Y., has been announc- 
ed by E. A. Bonneville, sales man- 
aget. 

Mr. Ledbetter has had long expe- 
rience in merchandising electric re- 
frigeration and air conditioning equip- 
ment. His headquarters are located 
at 2303 Roanoke Avenue, in Dallas. 
He will cover the entire southwestern 
territory. 

*%* * * 

Thomas F. Hill, until recently in 
charge of Duke Power Company 
properties in the Winston-Salem, \. 
C., district, has been moved to Char- 
lotte, N. C., as supervisor of branches, 
and Charles B. Miller, Jr., former as- 
sistant manager of the Charlotte 
branch, has succeeded him at Wins- 
ton-Salem. 

* aK sa 

William C. Mayfield has been ap- 
pointed assistant southeastern zone 
manager of the Kelvinator Division, 
with headquarters at Atlanta, it was 
announced recently by C. T. Lawson, 
vice-president in charge of Kelvinator 
sales, Nash-Kelvinator Corporation. 

Mr. Mayfield joined Kelvinator in 
1937 as sales representative, serving 
in Detroit and in the Chicago zone 
until 1942, when he resigned to enter 
the Army. In 1946, after 36 months 
in the Pacific theater of war, he re- 
turned to Kelvinator, and since then 
has been assistant sales manager of 
the Leonard Division. 

(Continued on page 95) 
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Play Safe 
Use SECURITY 


Pick Security Friction Tape 


This strong, rubbery tape has high insulating properties 
and the tensile strength that’s needed for the tougher 
jobs. Security has no pinholes—doesn’t unravel when 
unwound from the roll. There isn’t a better all-around 
electrical and general-purpose tape on the market. Safe, 
sure, long-lasting, Security is your handy man for any 
splicing job. Write to United States Rubber Company, 
1230 Avenue of the Americas, New York 20, N. Y. 


A PRODUCT OF 


UNITED STATES 
RUBBER COMPANY 
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1" y ith costs as high as they are, choosing a cable is more important 
than ever. And no one can afford a cable unless it protects against 
unnecessary repairs . . . against removal . . . against replacement. 

i Building true value into cable has been Okonite’s business since 

1878. In the company’s seven decades, Okonite engineers have pio- ( i 

neered advance after advance in insulation, in cable design, in types 

Pe of assemblies, in methods of manufacture which contribute to long- 





1° lived, failure-free operation. 


. ...FOR INDUSTRIAL PLANTS 


are specific types of Okonite wires and cables custom-built 
for hot spots, for wet locations, for extreme flexibility, for in- 
door and outdoor use above or below ground — in fact, for 
7 use wherever insulated conductors are needed regardless of 








Pe the external difficulties. ’ 
> The lifetime cost of a cable rather than 
its first cost is the only true measure. Okonite 
; , ‘ , , i d cables, built to stand better 
What goes into an Okonite cable to make it do a better job . . . what ee ee eee ee 
a and longer, can offset high installation costs 
- tests it must pass. . . what care is taken to control its electrical charac- 


teristics — all this and other data are found in 32-page Research 
Bulletin 101. For a copy, address The Okonite Company, Passaic, N. J. 
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401—Automatic Washer 


| Manufactured by Altorfer Bros. Com- 
pany, Peoria, Illinois 


A PATENTED PRINCIPLE of “Cen- 
| tric Agitation” enables this washer, 
the new ABC-O-MATIC, to handle 
a 50 per cent greater load (10 to 12 


pounds of clothes) in approximately 
one-third the time of the o-dinary 
washer. It is claimed that the washer 
will do a week’s wash of as much as 
72 pounds in less than one hour. 
Other features of the new model 
include: elimination of set tubs and 
all hand rinsing; saves soap and re- 
quires no more water, hot or cold, 
than conventional washers; requires 
no permanent installation; is easily 
transported; automatic time control 
stops washer at proper time; garments 
may be added, removed, or examined 
at any time during the washing op- 
eration; and occupies only 23 inches 


by 30 inches of floor space. 
* a * 


402—Electric Sheet 


Manufactured by Westinghouse Elec- 
tric Corporation, 306 Fourth Avenue, 
Pittsburgh 30, Pa. 


THE ELECTRIC SHEET may be used 
used with any of the conventional 
bed coverings in the home. Made of 
peach-colored muslin 70 inches wide 
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and 84 inches long, the sheet has a 
heated area of 54 by 70 inches and 
an eleven-inch non-heated area at the 
foot to allow for tuck-in. Button- 
holes are provided around the outer 
hem so that it may be buttoned to 
a top covering if desired. 

The Automatic Watchman Con- 
trol, the same control used on the 
manufacturer’s e 1 ect ric comforter, 
regulates the operation of the sheet, 
which will maintain any degree of 
pre-selected warmth, regardless of 
changing room temperature. The 
sheet is washable since all electric 
parts are completely waterproof. An 
18-inch lead, permanently attached 





to the warming sheet, connects by a 
9-foot cord to the felt-based control. 
The control is provided with a six- 
foot cord for connection to any 115- 
volt, a-c outlet. 

* * x 


403—Incandescent Spotlight 


Manufactured hv Leader Electric Co., 
3500 N. Kedzie, Chicago, III. 


A NEW, IMPROVED incandescent 
spotlight for use with recessed fluores- 
cent troffers has been developed to 
provide 2 concentration of light for 
dramatic spot illumination of mer- 
chandising displays. It can be mount- 








Electrical South 
1016 Grant Building 
Atlanta 3, Ga. 





Please send me additional information on the following 
New Electrical Products described in this issue: 
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ed over display merchandise and gives 
sales punch from an inconspicuous, 
yet highly effective lighting source. 

The Leader Trofferspot is easily 
installed as an individual unit, or be- 
tween troffers in a continuous run. It 
can also be used at -the*end of a row of 
fixtures or at. the corner of rectangu- 
lar installations,. .Fhex 
of light is adjustédetd: 
plete circle and can be 
23 degrees from its vertical axis. 
type P.A.R. 38/50-watt incandescent 
lamp of Pyrex glass with a built-in re- 
flector is used. The unit is sturdily 
built from 16-gauge steel finished in 
white, high-gloss baked enamel. 

* a * 


404—Solderless Connector 


Manufactured by Thomas & Betts Co., 
Elizabeth, N. J. 


Tus new type of solderless, pigtail 
connector and insulator for joining the 
ends of wires, known as the Sta-Kon 
Wire Joint, Catalog No. PT-66, is 
fully.. approved by Underwriters’ La- 








boratories for use in both circuit and 
fixture wiring. Maximum wire capa- 
city of the joint is three No. 12 Awg 
solid or stranded wires. Over one 
hundred other approved smaller wire 
combinations can be used in this 
same connector. 

The body of the Sta-Kon Joint is 
made of tough bronze, electrotin plat- 
ed. To insure that wires are fully in- 
serted, both ends of the body are open 
for quick visual inspection. The vi- 
bration-proof insulating cap is made 
of strong thermosetting phenolic mate- 
rial and once installed cannot loosen 
or drop off. 


* 6 o 


405—Knife Sharpener 


Manufactured by Cory Corp., 221 
North La Salle St., Chicago, III. 


A RECENTLY DEVELOPED electric 
knife sharpener, to be known as 
Model DKS, operates on the principle 
of an abrasive sharpening wheel. Di- 
rectly driven by an electric motor, the 
unit sharpens every type of cutlery, 
even curved edge grapefruit knives. 

The abrasive wheel of the sharpener 











Use coupon on page 85 to ob-- 
tain additonal information on 
these new electrical products. 





operates at a high speed—3500 revolu- 
tions per minute—traveling 1,000 feet 
per minute at the point of contact 
with the knife blade itself. Modern 
and smartly styled by a prominent in- 
dustrial designer, the unit consists of 
a heavy die casting with gleaming 
white enamel finish. 

Powered with a fan cooled, 110 
volts, 60 cycle a-c motor, the finger- 
tip switch is “pressure panel” type, 
so it cannot be left. running. 

cd 4 bd 


406—Bar Hangers 


Manufactured by General Electric 
Co., Bridgeport 2, Conn. 


A NEW HEAVyY-buTY fixture stud for 
S-type bar hangers permits outlet 
boxes to be easily attached. Once the 
stud has been slipped into the cen- 
ter hold of the box and tightened by 
a single screw, the outlet box is held 
firmly in place. 

General Electric S-type bar hangers 
come in two sizes—one for spacings 
between studs or joists up to 16 
inches, and the other for spacings up 
to 24 inches. Either will fit in a space 
as narrow as six inches. 

Because the hangers fit between the 
framing instead of being nailed to the 
face of the stud, plaster cracks or bul- 
ges on the finished walls are elimi- 
nated. 

x * 


407—Noark Motor Starters 


Manufactured by Federal Electric 
Products Co., Newark, N. J. 


ENGINEERED to cut maintenance 
costs, Federal Noark motor starters 
are designed to reduce substantially 
the time necessary to renew contacts. 
The job is done without tools. 

It’s an extremely simple operation. 
When one end of the solid silver con- 
tact is pressed down, the whole con- 
tact slides out of its groove without 
effort and the new contact slides in 
easily. Once inserted it stays in; vi- 
bration won’t loosen it. 

Noark motor starters incorporate a 








simplified responsive element, ball 
bearing action, and a rapid method of 
coil replacement. Descriptive litera. 
ture is available :on zeqeest. 

aut e  * 


408—Yard Light Controller 


Manufactured by Maring Manufac. 
turing Co., Albia, Iowa 


THe “Litre-Trou” unit provides 
push button control of yard-lights or 
small motors from any number of te. 
motely located push buttons. Only 
one wire is needed for interconnec- 
tion between remote stations to the 
“Lite-Trol” unit. The return circuit 
from each push button is connected 
to the ground. 

Because of the low (24 volts) 
switching circuit, no expensive, heavy 
code wiring and switches are needed. 





“Lite-Trol” can Be“ installed at equal 
cost to the conventional three-way 
switching systems, but plus the ad- 
vantage of having any number of extra 
control points. Push buttons may be 
located up to 600 ft. from the unit, 
using control wire no smaller than 18- 
gauge standard copper or its equiva- 
lent. 

Housed in an attractive all weather 
aluminum case, the unit operates on 
110 volts a-c, and handles up to 750 
watts non-inductive load. The load 
line is fused with standard type 10 
ampere fuse while the control cir- 
cuit is fused with % ampere Fuse- 
tron. It is mounted by means of two 
wooden screws which do not enter the 
unit. Pig-tail leads: permit wiring 
without entering the case, or wires 
may be attached to the terminal block 
inside the case when conduit is used. 

ad oo x 


409—Convenience Outlet 


Manufactured by Kulka Electric Mfg. 
Co., Mt. Vernon, N. Y. 


Mabe or Bake ire, with a plated 
metal bracket and centrally located 
screw to hold it securely, this is a 
sturdy little unit that will give highly 
efficient service wherever required. It 
is made in black, white, or ivory and 
supplied with 6-inch, No. 14 AF wire 
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will be 
at Buffalo! | 


You bet we'll be there, too 
...for the convention. Make 
it a point to stop by and 
see us at the Lenox. If you 
are interested in fluorescent 
lighting, you'll be doubly 
interested in MONOGRAM. 
Letting us talk over our 


x, plans with you'will work out 
%. to our mutual advantage. 
se d.. 


& 
ee ee 
alee 


* * 
HOTEL LENOX, NATIONAL ELEC- 
TRICAL WHOLESALERS. CONVEN- 


TION, BUFFALO, NEW YORK — 
MAY. 2nd to MAY 7th, 1948. 








Makes Home as Cool as 
a Summer Evening Ride! 


Silent Breeze 


THE COMPLETE COOLING SYSTEM 





Here are two tips that will double and redouble cooling 
equipment sales and profits. Picture to your prospect a home that 
is cool as a summer evening drive; then show him how easily and 
economically this summer-long comfort can be his by installing 
a Silent Breeze Cooling System. Do that and prospect becomes 
customer—a satisfied and profitable customer, grateful for your 
guidance in giving him zestful, restful summer cooling plus 
healthful home ventilation in winter! Remember—Silent Breeze 
is not just a fan, but a completely packaged, scientifically designed 
air-moving system that provides “cooling plus ventilation with air 
in motion.” Get set for the great sales season ahead. Write for 
details and attractive dealer terms on Silent Breeze . . . including 
the deluxe Gold Seal line with Five-year Guarantee and “Lifetime 
Lubrication.” 


For All Dealers 


Available for every Silent Breeze dealer is 
ample ammunition to seal every sale—in- 
cluding dramatic, easel-type presentation 
for prospects and fact-packed manual on 
design, construction and installation of Silent 
Breeze in home or place of business. 


HOLCOMB & HOKE MFG. CO., INC. - INDIANAPOLIS 7, IND. 











Use coupon on page 85 to ob- 
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leads. The piercing required in the 
bracket for mounting is 31/32” long 
x 35/64” wide. The outlet is listed 
by Underwriter’s Laboratories, Inc. 

* x * 


410—Air Conditioner 


Manufactured by Frigidaire Division 
of General Motors, Dayton 1, Ohio 


A COMPACT, window-type room 
conditioner for homes and offices, de- 
signed for installation in almost any 
window, this conditioner, known as 
the SRA-50, is powered by a Meter- 
Miser refrigerating unit which is her- 
metically sealed and self-oiling. Mea- 
suring 13% inches high, 26 inches 
wide and 29% inches deep, it projects 
only 1544 inches into the room when 
installed. During the spring or au- 
tumn months, the cooling mechanism 
can be turned off and the unit will 
continue to ventilate the room with 
outside air. A three-position switch 
affords room temperature control. 

x x x 


411—Sign Transformers 


Manufactured by General Electric 
Corp. Schenectady 5, N. Y. 


A NEw LINE of hanger transformers 
designed for suspension-type lumin- 
ous-tube signs has been announced 
by the Specialty Transformer Divi- 
sion of G-E. Incorporating a built-in, 
low-voltage junction box, the trans- 
formers have a primary pull switch 
mounted on the cover. A six-foot 
primary cord set is furnished, consist- 
ing of three conductors with two- 
prong plugs, and a separate ground 
lead. Also supplied are secondary 
leads of GT cable, 30 inches in 
length. Enclosing cases are narrow 
in width, permitting easy installation 
in restricted spaces. 

Announced at the same time were 
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‘SIF YOU REPAIR OR REBUILD MOTORS . .. 
oe ‘wi HAS ALL THE MATERIALS, 


ici | TOOLS AND EQUIPMENT YOU NEED_ 


nc. fem 


_| de sock, 
“| READY TO SHIP 





S, de- 
t any 
Th as 
. PEDIGREE INSULATING VARNISH 
| her- 
Mea- 
ae — The Product With a Pedigree! 
jects ey 7m, SS PEDIGREE VARNISHES give you the finest tough, flexible protective 
vhen PRODUCT coating you cah get — against acid, alkali — against oil, grease — against 
ns PEDIGREE, moisture — against heat. You always get the right product to do the job 
i au- y) right with PEDIGREE. 
— They’re the best in the field — service-proved and used by many of the 
will largest electrical manufacturers — constantly tested in Pedigree’s modern 
with laboratories. No matter which PEDIGRE roduct you buy, it’s guar- 
‘itch anteed to satisfy — varnishes for baking or ng — impregnating var- 
nishes — protective sealers — sticking varnishes — insulating compo 
— or machinery enamels. 
Any PEDIGREE VARNISH you want, IWI has it in stock. Write for 
Application Chart And Catalog. j 
tTic Woke) 4), (cum ae): 
? 
SOMETHING? ® T f 
« | ¢ U-WEDJ FIBER ARMATURE WEDGES 
nin- for complete service is in 
ced the new, completely re- eee With The Perfect Shape! 
ivi- ee oe Com They have the perfect shape for the best possible protection against elec- 
-in, —tools, wire, varnish, trical and mechanical failures. They’re formed to fit the motor slot per- 
ins- insulation, everything — fectly — hold windings firmly in place — won’t turn over in the slot — 
tch cid: orced, ecty slip over both sides of the slot cell insulation — and permit windings to be 
i P Ri placed closer to the top of the slot. U-WEDJ is made of the finest Fish- 
oot ee, esy to order paper — is easy to handle and use — comes in standard 48-inch lengths or 
ist- . 250-foot bundles — and does a swell all-around job under the toughest 
a cr eeey Yer Your service conditions. Send For Mounted Easy-To-Use Sample Set. 
IW1 BLUE CATALOG 
ind 
ary 
in 





NEED IT QUICK? 


IW1 probably has it in 
stock, ready to ship the 
some day your order is 
received. You'll get 
SERVICE FAST from |WI 
—yvone source for all 


your needs! 





INSULATION AND WIRES INCORPORATED 


Offices and Warehouses in: ST. LOUIS 3, MO. « ATLANTA, GA. e« HOUSTON 3, TEXAS 
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KIRKWOOD COMMUTATORS 
— Built For Long Sewtee! 


You insure your work against failure and comebacks with KIRKWOOD 
COMMUTATORS. Only the best materials go into KIRKWOOD COM- 
MUTATORS and the finest production methods make sure they will 
stand up longer in service under the most severe changes of vibration, 
heat and speed 


KIRKWOOD COMMUTATORS are engineered for accuracy — are 
precision machined to bore and diameter — bars won’t throw — have only 
the best grade mica — and are heat treated to reduce expansion and elim- 
inate excess mica binder. Almost any size or type of commutator is in 
os for refrigeration, commercial or vacuum cleaner motors, and auto- 
motive use. 















WINDOW FAN 


ALL the features your customers 
want—plus! The selling job is 
made easy when you show a fan 
like this—engineered, tested, 
PROVEN after years of success- 
ful operation in thousands of 
homes. You can’t beat ’em for 
performance, quietness, longer 
life at less maintenance cost. 





































VAPORTIGHT.. 
EXPLOSION-PROOF... 
DUST-TIGHT... 


For safe and correct lighting in hazardous areas, 
count on R & § Lighting Fixtures to stand up 
better . . . to deliver long-term, top performance 
, » + because of illumination engineering ingenuity 
and over forty years’ manufacturing know-how. 




















Scientific design with high reflection factor pro- 
vides maximum, safe, controlled lighting . . . 
maintenance-free. Standardized base common to 
all sizes. Interchangeable reflector globe assem- 
blies of various capacities. Simplified mounting 
without disturbing electrical: connections; »with a 
variety of conduit arrangements in one standard 
base. Underwriters’ laboratories approved. 

Sold Through Electrical Wholesalers 
SALES OFFICES IN PRINCIPAL CITIES 


RESSELL & STOLL COMPANY. INC. 


Precision-Built Electrical Equipment 
125 BARCLAY STREET, NEW YORK 7, N. Y. 















Write, on 
letterhead for new 
catalog H-47. 
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two improved inverter - transformers 
for the operation of luminous-tube 


signs on trucks and automobiles. 
* * x 


412—Attic Fan 


Manufactured by Chelsea Fan & Blo 
er Co., Inc., 1206 Grove Street 
Irvington 11, N. J. 


THIS SPRING MOUNTED, vertical 
discharge attic fan is suitable for in 
stallation in either homes or com 
mercial establishments located in onc 
story buildings. Sold ready for in 
stallation, it is a package unit con 
sisting of vertical discharge fan and 
motor, automatic ceiling shutter, floo: 
mounting brackets and springs, can 
vas boot for seal between fan and 
attic floor, and pull chain switch with 
fuse link. 

Available in three. convenient sizes, 
the 30-inch fan delivers 6,000 C.F.M., 
the 36-inch fan gives 8,500 C.F.M., 
and the 42-inch fan delivers 12,000 
C.F.M. 


x 


413—Neutral Bar 


Manufactured by Ilsco Copper Tube 
and Products, Inc., Cincinnati, Ohio 


A NEW, ALL-PURPOSE neutral bar, 
providing the exact number of out 
lets needed, has been developed bj 
Ilsco. Among the many advantages 
of the new type bar are increased com 
pactness, better connections because 
the wire is inserted in a V-shaped hole 
with a pull-down screw, and added 
neatness since there is no crossing of 
wires. It eliminates washer head 
screws and forming or winding of 
wires around the screw head, and in 
addition, takes a larger range of wires 
because the circuit taps take No. 8 
easily. 

The bars are drawn from pure, 
seamless copper tubing which gives 
greater rigidity and better conducti- 
vity. It is possible to disconnect the 
wires by a simple twist with a screw 
driver, and each outlet is properly 
identified so wires can be traced in 
quick order. 

a x x 


414—Cord Support 


Manufactured by Proctor Electric 
Company, Philadelphia, Pa. 









Butt OF stRONG flexible steel, the 
Cordminder is a new product which 
attaches itself to the ironing board by 
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means of an adjustable screw, and ef- 

fectively holds the cord of the iron 

off the board. It completely elimi- 

nates wear and tear on the iron cord, 

yet permits the iron to be moved 

without restraint from one end of the 

board to the other, using either hand. ‘ | N D oO oO pe 

A special feature of the Cordmin- 

der is an Underwriters’ listed heavy 

duty six foot extension cord (special- B U Ss SUPP oO RT 
ly built to carry the electrical load of 

a 1000 watt iron without impairing 


the iron’s efficiency and without dan- ; Pe oO R Cc E L A 1 NW 
ger of fire). This built-in extension g 


cord permits the housewife to place 
her ironing board within a radius of 
six feet of any wall or floor con- 
venience outlet. The cord of the 
iron itself plugs into another outlet 


at the ‘base of the Cordminder; a dou- 
ble outlet can be inserted here to ac- 

commodate a radio or a fan near the 

ironing board. 


o ~ x 


415—Thermal Control 


Manufactured by Westinghouse Elec- 
tric Appliance Division, Mansfield, 


Ohio 
ube Avromatic thermal protection con- 
Jhio trol for all Westinghouse electric 


water heaters produced since 1945 is 
announced by the Westinghouse Elec 
tric Corporation. 

he new control, called the Safe- 
Temp, is designed to replace the regu- 
lat temperature relief valve which re- 
leases water from the tank to relieve 
pressure caused by overheating. When 
the Safe-Temp is used, electric cur- 
rent to the water heater is shut off 
automatically if the water tempera- 
ture’ exceeds safe limits. 


eA 


ELECTRIC PORCELAIN CO. 
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yj APPROVED. 


NEATEReFASTERe STRONGERe 


NO 


use 
BRIEGE 


ALL-STEEL 
INDENTER-TYPE 


Select the best, insist on 

Briegel All Steel Fittings, the 

only approved Indenter type 

connectors and couplings for 

thin wall conduit tubing. You 

will not only find that Briegel 

Indenter Fittings are easier Cross Section Show- 
and faster to use, but also ing Indentations. 
make neater, stronger con, 

nections. Two Easy Squeezes 

and they’re set. Start using 

Briegel Fittings today. Have Me p | . G é [ 
more satisfied customers— 


more profits from each job! M ET H 0 y 


DISTRIBUTED BY 
‘The M. B. Austin Co., Northbrook, Ill. 
Clayton Mark & Co., Evanston, Ill. e 


Clifton Conduit Co., Jersey City, N. J. 


Gen. Electric Co., Bridgeport, Conn. GALVA, ILLINOIS 


The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co. 
Pittsburgh, Pa. 


j All B-M Fittings Carry the 
Underwriters Seal of Approval 





—— 
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Heat from the tank wall activates 
the cut-off mechanism at temperatures 
varying from 180 to 205 degrees, de. 
pending upon the type of tank mount. 
ing and the wattage of the heating 
element. Upper temperature limit js 
set at 205 degrees so that water can- 
not reach the boiling point even at 
relatively high altitudes. 

x 1 * 


416—Solenoid Contactors 


Manufactured by Ward Leonard Elec. 
tric Co., 31 South St., Mount 
Vernon, N. Y. 


INTENDED PRIMARILY for use in ac 
motor controllers, these newly de- 
signed Size 2 Bulletin 4452 and Size 
3 Bulletin 4453 a-c solenoid contac- 
tors are also suitable for application 
in resistive heating controls, lighting 
controls, and remote and automatic 
load switching purposes. 

Size 2 and 3 units have maximum 
ratings of 25 and 50 H.P., respectively 
on 440-550 volts, 3-phase, 60 cycles. 
Standard operating coils with front- 
connected terminals are available for 
110, 220, 440, and 550 volt operation 
on 25, 50, or 60 cycles. Additional 
auxiliary contacts for control circuit 
purposes are also obtainable. 

All parts are conveniently arranged 
on a steel mounting plate, with re- 
commended NEMA and MTBA 
standard mounting dimensions. This 
compact unit construction makes the 
contactors especially adaptable to spe- 
cialized, built-in or complex a-c con- 
trol equipment. 

oS we ve 


417—Travel Clock 


Manufactured by Harley’s Clock 
Shops, Altman Building, Kansas 
City, Mo. 


THIS TRAVEL alarm clock, measuring 
only 2% inches square, not only re- 


Saale 
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SIMPLIFY YOUR SALES... 
MULTIPLY YOUR PROFITS! 


Reed Unit-Fans offer you the opportunity for “comfortable” profits on increased 
sales, with “comfortably” low inventory costs. With the addition of simple attachments to 
the basic Reed Unit-Fan — you can display window fans, attic fans, portable floor fans 
or commercial exhaust jobs. A dealer has only to stock basic fan models in different 


sizes to serve this wide variety of uses. 


THE SAME REED UNIT-FAN IS USED 


Eech Reed Unit-Fan is equipped with a heavy 
duty reversing switch with middle off posi- 
tion, and 2 10 foot cord and plug. Fan case 
is finished with two coats of licht ivory, baked 
synthetic enamel. Blades are sheet aluminum. 


eum Ek 
MT 
j ial 
* re) 


“Comfort Cooling” in the office 
or any room in the house is easy 
with the Reed Portable Floor Fan. 








In its role as a window fan, the Reed 
Unit-Fan is attractive in appearance and 
provides cool comfort throughout the 
home. 


Quickly and easily installed in the attic, the 
Reed Unit-Fan removes hot air and fills 
every room in the house with cool, moving air. 


Only Reed “Comfort Cooling” Units offer you these features. 
Dealerships are now available. Write today for catalog, prices, etc. 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., 
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New Orleans 8, La., U.S.A. 














TSTANDING 
OOMPETITIVEL 





MODEL W-184 

Extremely quiet, even at high speed. 

_ = Maximum air movement — Air Cools 
Homes and Offices. 


“SECO” COOLING FAN 


BELT DRIVEN 
24” — 30” — 36” — 42” — 48” 
Exhausts hot, stagnant air — replaces 
with fresh cooling air —for Homes — 
Offices — Factories, etc. 


CONTACT YOUR 
DISTRIBUTOR 


or write for Bulletin E202W 
and Information 


SECO-LITE MFG. CO. 


4916-EASTON AVENUE « ST. LOUIS 13, MO. 


Use coupon on page 85 to ob- | 


tain additonal information on 
these new electrical products. 





quires very little luggage space, but 
also has a well made watch type move- 
ment that will outlast the ordinary 
alarm many years. Encased in genuine 
leather, it contains a pleasant bell 
alarm as an unusual feature. 
* a * 

419—Aluminum Meter Socket 


Manufactured by Duncan Electric 
Manufacturing Company, Lafayette, 
Ind. 


A NEW DRAWN aluminum mounting 
socket for use with standard single- 
phase, socket type watt-hour meters, 
designated as the Duncan Type D 
socket, is offered to supplement Type 
S die-cast sockets which have been 
produced in a number of different 
styles. 

Differing from the Type S die-cast 
sockets which have threaded hubs and 
are designed primarily for conduit 


connections, the new Type D socket 
is supplied with knockouts instead of 
hubs, in order to fill a need for an 
economical socket where service cable 
is used. By using a simple compres- 
sion type fitting, it is possible to se- 
cure a strong, water tight connection 
with cable in a knockout. 

While only two knockouts are pro- 
vided in the side of the Type D 
socket, openings can be made readily 
in either or both of the other two 
sides with standard tools. A back 
knockout is also provided. As a te 
sult, the stocking of this one socket 
enables users to meet most needs for 
two and three outlet vertical or hori- 
zontal sockets with a single item. The 
socket is also readily adaptable to con- 
duit connections by use of a conduit 
connector. 

The Type D socket is suitable for 
more than thirty practical combina- 
tions, of conduit, cable, and openings 
using cable from 2/No. 8 to 3/No. 2 
and conduit from %” to 1”. All of 


Junction 


PYLETS 


Thick Wall 
Weatherproof 


These heavy-duty Junction 
Pylets.are built to withstand 
severe service conditions, and 
are furnished complete with 
overlapping gasketed covers 
held in place with slotted hex- 
agon head cap screws. These 
boxes are available in a full 
range of sizes up to 26 x 18 x 8 
inches, and can be furnished 
drilled or tapped for conduit 
as specified. 


Junction Pylets also avail- 
‘able—Flush Type with cover 
screws inside; Hinged cover 


type; and Threaded cover type. 


Refer to your Pylet Catalog 


for complete listing. 





THE 
PYLE-NATIONAL 
COM PANY 














‘ the’ fittings used are standard items. 1354 N. Kostner Avenue, Chicago 51, lil. 


ELECTRICAL SOUTH for APRIL, 1948 








Names in the News 
(Continued from page 78) 


E. J. Gannon, former president and 
eneral merchandising manager of the 
J. B. White Company Department 
Store, Augusta, Ga., has joined the 
major dealer division of Frigidaire’s 
appliance sales department, according 
to an announcement by H. M. Kelley, 
appliance sales manager. 

Mr. Gannon, who is well-known in 
the department store and appliance 
merchandising fields, will specialize in 
department store sales activities and 
will make his headquarters in Dayton 
where the major dealer division is 
headed by C. H. Glenny. 

6 x x 

Alfred H. Chatten, who has a back- 
ground of 19 years sales experience 
with Philco, has been appointed man- 
ager of the company’s Capitol Sales 
Division, with headquarters in Wash- 
ington, D. C., it was announced by 
John M. Otter, general sales manager 
of Philco Corporation. 

Joining Philco in 1930 as a mem- 
ber of the sales force in the company’s 
Chicago wholesale distributing organ- 
zation, in 1940 Chatten was pro- 


GILLESPIE AND COMPANY EXPANDS—The sales staff of Gillespie and 
Company, manufacturers’ representative, headed by Jack B. Gillespie 
(right), now includes S. C. Talton (left), who is covering the Carolinas, and 
J. A. Vaccaro (center), who is traveling Florida and Alabama. Manu- 
facturers represented by Gillespie include Murphy Door Bed Co., Lancaster 
Pump and Mfg. Co., Great National Air Conditioning Co., and Detergents, Inc. 


moted to the position of general sales 
manager of the Detroit and Toledo 
offices of Philco Distributors, Inc. 
He entered the Army Signal Corps 
in 1942, served for three years in air- 
borne communications work, and was 
honorably discharged in 1945 with the 


rank of Major. 

As manager of the Capitol Division, 
he will be responsible for sales of all 
Philco products in the cities of Wash- 
ington and Baltimore, as well as areas 
of Maryland, Virginia and West Vir- 


ginia. 





CREATE 


— 


... ModernAire Fans mean “Temperatures 
for Comfort” wherever fans are sold; and that 
means profits to dealers and distributors alike, 
for ModernAire products are becoming in- 


creasingly well-known for their sturdy con- 


struction and performance. You can rely on 


happy consumer acceptance with ModernAire 


Attic and. Console Fans. 


ModernAire Attic Fans come in 36”, 42” and 


48” propeller sizes. 


ModernAire Console Fans come in 16” and 22” 


propeller sizes. 
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delivery dates write to: 


ModernAire Console Fan 


VIEW 


. F FRONT 
ModernAire Attic Fan view 


For descriptive folder, prices, discounts and 


NATIONAL GAS 


EQUIPMENT CO., INC. 


P.O. BOX 443 


TERRELL, TEXAS 





J. J. Dreyfuss, of Jules J. Dreyfuss’ 


Sons, has announced the appoint- 
ment of his firm as _ representative 
for the Non-Shock Safety Brass Shell 
sockets of the S. P. Socket Company 
in the states of Florida, Georgia, Ala- 
bama and South Carolina. 

XK x * 

Frank L. Sacha has been appoint- 
ed manager of the Commercial Cook- 
ing Division, Hotpoint, Inc., succeed- 
ing Grant Call who will continue with 
the firm as a consultant. Mr. Sacha, 
associated for many years with Hot- 
point in various sales capacities, was 
recently manager of the Water Heat- 
er Sales Department, and prior to 
that position was manager of the 
Washington, D. C., office of Hot- 
point, Inc. 

x x x 

Albert J. Brock has been appoint- 
ed assistant manager of construction 
materials sales for the General Elec- 
tric Company, it has been announced 
by Charles R. Pritchard, manager of 
marketing of the Company’s Appli- 
ance & Merchandise Department. 
He is succeeded as manager of the 
G-E Home Bureau by I. P. Pruitt. 

Mr. Brock joined General Electric 
in 1936 as district manager of the 


Home Bureau in St. Louis. He was 
subsequently sales manager of James 
& Co., former G-E appliance distri- 
butor in St. Louis. 

Following service in the Army Air 
Forces as a combat photographer 
and intelligence officer in the New 
Guinea theater, he came to Bridge- 
port as Home Bureau manager. 

Mr. Pruitt, whose appointment as 
assistant manager of the Home Bu- 
reau was announced in December, 
joined the General Electric Credit 
Corporation at Birmingham in 1935. 
He became manager of that division 
two years later. 

After four years’ service in the 
Navy, he returned to the Credit Cor- 
poration at Atlanta, and was later 
transferred to San Francisco, where 
he became manager of the western 
district. 

ae oe x 

The appointment of R. P. James 
as sales manager and M. A. Toussaint 
as merchandising manager for Speed 
Queen products has been announced 
by H. A. Bumby, president of Bar- 
low & Seelig Mfg. Company, Ripon, 
Wisconsin. 

This promotion to sales manager 
brings Mr. James in from the field 





THEY GIVE Wore Light FOR THE MONEY! 


WEATHER PROOF™~ 
CAST ALUMINUM 


STONCO Floodlights use the SEALED BEAM type lamp, 
in which beam and light are combined in one unit for 
they 
give more light or less current than can ever be obtained 
STONCO 
Floodlights are preferred everywhere for Service Stations, 
Sports Arenas, Industrial and Advertising Applications. 


greater lighting efficiency and economy. Result: 


from lamps using the wasteful open-type reflectors. 


STONE MANUFACTURING 


189 He 


No. B-1557— 

Five STONCO Flood- 
liphts mounted on a 
wiring trough for sports 
arena and general light- 
ing purposes. 








COMPANY 


IN 





R. P. James 


where he has served as division man- 
ager, covering the states of Michigan, 


Ohio, and Indiana for Speed Queen. 


He has a background of 26 years ex- 


perience in the washer industry as 
retail salesman, district manager, and 
division manager in both direct and 
distributor territories. He is a vet- 
eran of both world wars. 

Mr. Toussaint has been brought 
in to the home office to direct the 
merchandising of all Speed Queen 
products, after serving since 1940 as 
manager of the company’s Simplex 
division at Algonquin, Illinois. With 
Speed Queen since 1928, he has suc- 
cessfully filled several executive posi- 
tions for the company. 

J. S. Morris, with Barlow & Seelig 
since 1939, continues in charge of 
Speed Queen advertising as advertis- 
ing manager. 

% ox x 


Robert A. -Corvey, manager of 
Westinghouse Lamp Division’s South- 
western District, has announced the 
appointment of J. D. Mitchell, former 
Army radar officer, as district engi- 
neet. 

Mr. Mitchell joined the Westing- 
house commercial engineering de- 
partment in 1939 at its Bloomfield, 
N. J., Works, headquarters of the 
Lamp Division, shortly after he grad- 
uated from Purdue University with 
the degree of Bachelor of Science in 
electrical engineering. 

Mr. Mitchell entered the Army as 
a private in 1941 and served as a radar 
officer with the Eastern Defense 
Command and First Air Force, attain- 
ing the rank of major. He rejoined 
Westinghouse in 1946 and has been 
specializing since that time in fluor- 
escent lamps. 


a 


The Standard Transformer Com- 
pany, Warren, Ohio, announces the 
appointment of F. W. Knoeppel, of 
Miami, as its sales representative in 
the state of Florida. 
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CONDUIT 
NIPPLES 


1946 CODE PVX 
CONNECTORS 
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CONDUIT 
COUPLINGS 
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BODIES 


ANGLE CONDUIT 
INSULETS 
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CORD GRIPS & 
PYX CONNECTORS 


WATERTIGHT 
30X CONNECTORS 


THREADED 
BODIES 


THREADLESS 


THEY FIT! THAT'S 
WHY WE SAVE 7a 
TIME AND MONEY \ 

\ 


~~ 
= 


ON THE JOB! SS) 
e/ RA 


A complete line that 
installs faster, cleaner 


ASK YOUR WHOLESALER 
he’ll tell you what every 
contractor and electrician 
wants to hear—that you 
can make more money on 
the job when fittings fit. 


First, GEDNEY Fittings 
are made of high grade 
malleable iron. Second, 
they have a smooth finish, 
inside and out. Third, all 
are clean and accurately 
threaded. 

Convenient, clearly- 
labeled packaging is a big 
help, too—no lost time 
finding a size or type. 


GEDNEY 


ELECTRIC CO. 


RKO BLDG., RADIO CITY 
NEW YORK 20, N. Y. 


Factory, Foundry & Shipping 
Point: Terryville, Connecticut 


NEW 62-PAGE CATALOG — 
WRITE FOR YOUR COPY! 


The new GEDNEY man- 
val — concise, factual 
and indexed — com- 
pletely lists and il- 
lustrates the wide 
range of sizes and 
types of GEDNEY Con- 
duit Bodies and Fit- 
tings. Please write for 
your copy on com- 
% pony letterhead. 
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Priced for more 
profit and Sales 
Volume for You 


raslé FAN! 
Iris aw TAKE FAM! 
115 AN EXUAOST 








the amazing new 18 inch 


LAU Portable 


It's easy to sell because it delivers what your cus- 
tomers want... smart, compact, efficient, Dollar for 
dollar there is none better. 

Capitalize upon the demand for efficient cooling 
with the Lau Portable . . . the fan with a multitude 
of uses. It can be placed anywhere in the room or in 
the window. Cust s are enthusiastic over it... 
no need to sell inferior quality when this fan does so 
much and builds steady, repeat business! Plug-in 
type with 8 ft. cord, 22-5/16” square, 7-11/16” 
deep. Delivers 1800 cubic feet of air per minute. 
Smart, streamlined, surf gréen baked enamel with 
cushion-mounted rubber treads. Three-speed motor. 
Two lengths of chain furnished for mounting in win- 
dow. Weighs just 25 pounds. Complete sales helps 
and advertising material available. Order your stock 
NOW ... be ready for the big demand! 








WRITE DEPT. “‘E’’ FOR FULL 
DETAILS OR SEE YOUR JOBBER 


——— rue- EAU 


BLOWER-COMPAN Y.—— 
DAY TON~7,_ OHIO_— 


Y HANG CHAIN 
SUSPENSION FIXTURES 
IN A FEW MINUTES 


WITH 


*Patent No. D-141024, 
others pending. 
Underwriters approved 


LIYDER HANGER 


Just connect wires — screw to outlet box. No 
centering, punching, drilling. No tools except 
a screwdriver. 

Complete with receptacle, two 5-foot chains, 
“S” hooks and cord clips. Self-grounding — you 
can use 2-wire cord and plug. Fits $ 65 
standard 4” or 314” outlet box or ] 
plaster ring. each list 
Day-Brite Lighting, Inc., 5435 Bulwer Ave., St. Louis 
7, Mo. Nationally distributed through leading elec- 
trical supply houses. 


In Canada: address all inquiries to Amalgamated 
Electric Corp., Ltd., Toronto 6, Ontario. 


IT’S EASY TO SEE WHEN IT’S 
DAY- i re 
rip ‘gg dade gb 





CUTOUT BOXES 


RUT Dep gie), Ma :ep @ 3 


MAL SL [cum celtics. b) 


TELEPHONE CABINETS 


METAL 
FABRICATING 
SPECIALISTS 


WEATHER-PROOF CABINETS 


WEATHER-PROOF SEAM 
WELDED JUNCTION BOXES 


& FLOOR BOXES 


a 1 +3015 ae Bele) a :le> ¢ 3 


TRANSFORMER CABINETS 


SPECIALS TO CUSTOMERS 


REQUIREMENTS 


Wilmer H. Cordes, manager, mar. 
ket development division of American 
Steel & Wire Co., has assumed the 
added duties of manager of the adver. 
tising division of that United States 
Steel subsidiary. 

Mr. Cordes this year will celebrate 
his 35th anniversary with American 
Steel & Wire, having first been em. 
ployed as a messenger im the mailing 
department at Chicago, in August, 
1913. Witin three months he was 
transferred to the advertising depart. 
ment and worked his way up through 
the ranks, being appointed manager 
of advertising in December, 1928. He 
subsequently held a number of other 
positions before being named man- 
ager, market development division in 
January, 1947. 


* * * 


J. A. Gazelle, dealer sales manager 
for the Carrier Corporation, has an- 
nounced the appointment of Duncan 
J. Tutt as zone merchandising man- 
ager for the Dallas District. Mr. ‘[utt 
will be responsible for the merchan- 
dising of packaged items. 

Mr. Tutt was formerly regional 
sales manager for Eureka Williams 
Company, and prior to that was sup- 


Duncan J. Tutt 


erintendent of appliance sales for Hig- 
gins Industries. Mr. Tutt spent four 
years in the Army Air Forces and, 
until the date of his entering the 
service, conducted his own business as 
a manufacturers’ agent covering twelve 
southern states. 
* * x 


W. L. Brandel, sales manager for 
Jones Metal Products Co., West La- J 
fayette, Ohio, passed away on March 
4, 1948. As a result of more than 
thirty years of service with manufac- 
turers in the lighting field, Mr. 
Brandel was well known to electrical 
manufacturers and jobbers. 


His career started in the engincer- 





95 PIEDMONT AVENUE, S. E. ATLANTA, GEORGIA 
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In years past, concern was often ex- 
pressed about the uncertainty in the 
performance of propeller fans in all 
types of usage. Standard propeller fans 
would occasionally fall short of expec- 
tations .. . even a fan manufactured for 
special use might not operate the way 
it should, according to the specifications 
set up for it. 


The Propeller Fan Manufacturers’ 
Association was aware of this situation. 
As a result, several years ago the Asso- 
ciation adopted the recognized test code 
of the American Society of Heating and 
Ventilating Engineers as-its own stand- 
ard of testing for “Certified Ratings.” 


Thus an assurance of performance of 
propeller fans in accordance with speci- 
fications was made possible. 


Today seventeen of the leading 
manufacturers of propeller fans are 
members of the Propeller Fan Manu- 
facturers’ Association, testing and rating 
their fans according to the standard test 
code established by the American Society 

of Heating and Ven- 
tilating Engineers. 
This gives youample 
opportunity to select 
a certified propeller 
fan on your next 
purchase. 


. - - LOOK FOR 
the P. F. M. A. 

Certified Rating 
Label on the pro- 
peller fan you 
buy! 


Published by 


Detroit 2. Mich 
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PROPELLER FAN MANUFACTURERS’ ASSOCIATION 





e@ A complete line of Ther- 
moplastic Insulated Wire 
meeting sg av specifi- 
cations. nderwriters’ 
approved. 

@ Immediate delivery on all 

s — T and TW. TF, 
, POT and _ twisted 
multiples. 

@ TW is the most economi- 
cal wire to be bought to- 
day for wet location 

. specifications — priced 

* game as T. 

@ Friendly, prompt, reliable 

- service. Contact our rep- 


resentatives: 
Paul Sherrill, P. O. Box 38, 


:. Greensboro, N. C. for Virginia’ 


*. and the Carolinas; Henry W. 
| Clower, 375 Whitehall St., 
_. Atlanta 3, Ga., for'the South- 
eastern states; R. J. Keely 
Co:, 1104 Hamilton Ave., St. 
Louis 12, Mo. for Mid-South. 
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MANUFACTURER 
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Typeo 1, TW, 
TF, TFF, POT . 


CAROLINA INDUSTRIAL PL 


MOUNT AIRY, 
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ASTICS Corp. 


NORTH CAROLINA 








We've got 
GOOD CONNECTIONS 


Romex cable connector for 2” 
K.O. 


Service Entrance and 3 
Cable connector for 34” K.O. 
Specifically designed for the 
man who specializes in appli- 
ance installations. 


Ne. 333BX Armored cable connector for 
a" K.O. (and ¥%” Greenfield) 


SAVE TIME—EVERY TIME! 


Every second saved means money 
earned for the busy electrician. 
Tomic connectors fit more quickly, 
more easily, more firmly .. . 
give more working space! Just 
tip in the top from the outside 


Tomic a Avenue 





ing department of General Electric 
Lamp Dept., at Nela Park, Cleveland, 
following his graduation from Univer- 
sity of Wisconsin, in 1917. After 
many years with the General Electric 
Company, he became associated in 
1940 with the Jones company, manu- 
facturers of the Abolite reflector line, 
as sales manager, the position he held 
at the time of his passing. 








News from the South 








Montgomery, Ala. — A statewide 
group of rural electrification co-oper- 


atives, known as the Alabama Rural - 


Electric Association of Co-operatives, 
has opened headquarters at 12142 
Lee St. The association will publish 
1 monthly newspaper under the title 
of Alabama Rural Electric News. 

Clearwater, Fla. — Henry Blanton, 
discharged from the Navy as an elec- 
tronics technician in 1945, has open- 
ed a new electronics shop at 40 North 
Fort Harrison Ave. He has retained 
his radio and refrigerator repair shop 
at the old address of 1199 Northeast 
Cleveland St. 

Dunedin, Fla.—A newly opened 
branch retail store of the Haynes Ra- 
dio Electric Co., 330 Main St., has 
been announced, with Bill Hogue, of 
Ozona, as manager. Mr. Haynes op- 
erated a store in Dunedin just west 
of the present location before the 
waft. 

Mount Dora, Fla.—Paul Mason, a 
1adio repairman with 10 years’ expe- 
rience in the field, has opened a shop 
at 130 Fifth Ave., E. Mr. Mason, a 
veteran of the Navy, had a similar 
shop in Miami for six years before the 
war. 

St. Petersburg, Fla.—Newly elected 
president of the St. Petersburg Elec- 
trical Dealers’ Association is W. J. 
Cihla of this city. E. B. Brant was 
re-elected secretary-treasurer. 

Monroe, Ga.—J. L. McGarity, now 
operating the Firestone store, is open- 
ing a new appliance store on Broad 
Street. All major appliances at the 
present store will be moved to the new 
location. 

Reynolds, Ga.—An electrical appli- 
ance firm, to be knewn as Hinton & 
Waters Co., has been organized by 
B. W. Hinton, Jr. and J. W. Waters. 

Abilene, Kan.—Manager of the Ot- 
tinger Appliance Store, Harold Ottin- 
ger has been made president of the 
Abilene Merchants Association, the 
credit bureau division of the Chamber 
of Commerce. 


Baldwin City, Kan.—Retiring x 
active owner and manager of the 
Home Appliance Co., Leo Smith ha 
announced that his son, Leo Smith. 
Jr., will take over this position. Mr, 
Smith, Sr. will still be associated with 
the service department of the business, 

Holton, Kan.—The Humphrey Ap 
pliance Co. has moved to a new lo 
cation near the city hall. Under the 
management of Al Pape, the com. 
pany will carry a complete line of 
major appliances. Newly painted and 
redecorated, the store will feature a 
‘ood counter known as “The Bright 
Spot.” 

Wichita, Kan.—Recently appointed 
ies manager for the Whitcomb Ap. 
.iance Company, 127 North Market, 

is R. C. Riley. Mr. Riley came to 
Wichita from Fort Scett and for the 
past 242 years has been district man- 
ager setting up dealers for washing 
machines. 

Louisville, Ky.—Capitalized at $15,- 
000, the James B. Miller Co. has been 
organized to deal in electrical appii- 
ances. The incorporators are: James 
B. Miller, Pauline W. Miller, and 
Thelma C. Miller. 

Louisville, Ky.—-The Robert E. 
Barry Electric Co., Inc. has been in- 
corporated with a capital stock of 
$25,000 by Robert E. Barry, Alice G. 
Barry, and Chester Holtzclaw. 

Baton Rouge, La.—An attractive 
new store in this city is Lloyd's Home 
Appliances at 3540 Plank Rd. A com- 
plete lime of major appliances is car- 
tied. 

Shreveport, La.—Mat-Lots, the city’s 
newest electrical appliance store, has 
opened at 164 North Market St. 
Lawrence A. Matlock and Leonard J. 
Lotspeich are co-owners of the new 
firm. 

Shreveport, La.—The rapidly grow- 
ing R & M Hardware and Appliance 
Co. has doubled the size of its stock 
and inaugurated a flat-rate radio repair 
service in its new expansion program. 
George Weimar, a veteran of nine 
years’ experience in the radio repair 
field, is supervisor of the radio repait 
department. 

Shreveport, La. — The Westing- 
house Electric Supply Co. has opened 
a store at 120 Caddo St. for whole- 
sale distribution of that firm’s prod- 
uct’s over a territory including Arkan- 
sas, Texas, and Louisiana. C. B. 
Wible is manager at Shreveport. 

Gulfport, Miss. — Remodeling and 
expansion at the Andre Appliance 
Co., 1413 25th Ave., has been com- 
pleted. The firm, owned and oper- 
ated by Neil Andre and Robert Andre, 
now has the entire ground floor of the 
Hewes-Martin building, with a dis- 
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play room of about 2,200 sq. ft. 

Jackson, Miss.—A gala opening of 
their new store has been announced 
by Tillman’s Electrical Equipment 
Co., located on Main St. The firm 
will feature a line of radios, ranges, 
hot water heaters, refrigerators, and 
electric appliances. 

Jackson, Miss.—A new branch ware- 
i with offices at 325 S. Farish 
St, has been opened by Westing- 
house Electric Supply Company. The 
new local office will serve wholesale 
dealers in central and south Missis- 
sippi and a portion of north Louis- 
iana. 

Jackson, Miss.—In appreciation of 
the fine efforts of its employees, the 
Joe Williams Electric Supply Co. has 
instituted a system of sharing the 
profits. Covering Mississippi, Louis- 
jana, and part of Arkansas the Wil- 
liams Electric Supply Co. feels htat 
when employees actually have a part 
of the business they increase over-all 
efficiency and profits. 

Camdenton, Mo. — The Morgan 
Gas and Appliance Co. sold their bus- 
iness recently to Kenneth Coatney 
and Lawrence Chastain of Lebanon. 
The firm will be known as the Home 
Appliance Store. . Mr. Chastain will 
be in charge of the new firm. 

Cameron, Mo.—An electric shop, 
managed by J. W. Munsell, opened 
recentiy in Cameron. Mr. Munsell, 
after 13 months of technical training 
in the navy, worked for some time 
with the atomic energy project in New 
Mexico. 

Clinton, Mo.—Formerly an electric 
shop of the Talley Amusement Co., 
the Clinton Electric Co. went under 
new management recently with C. K. 
Winn as co-owner and general man- 
aget. Mr. Winn has been with the 
Missouri Power and Light Company 
for a number of years and district 
auditor for the company in Clinton 
the past six years. 

Greensboro, N. C.—Kenneth David 
Leeton, who has been doing business 
as an electrical contractor has been 
named assistant city electrical inspec- 
tor of Greensboro. 

Hendersonville, N. C.—Naming 
W. A. Garren as county electrical in- 
spector, the Henderson County board 
of commissioners has adopted an elec- 
trical inspection code, requiring per- 
mits to be obtained for electrical in- 
stallations. 


Rural Hall, N. C.—With authoriz- 
ed capital stock of $100,000, Foster 
and Hailey, Inc., has obtained a cer- 
tificate of incorporation from the Sec- 
tetary of State. Incorporators are: 
A. G. Foster, William Hailey, and 
‘Martha Hailey. 















YOULL PAT 
YOURSELF 

ON THE BACK ~ 
THIS SUMMER 








YOU ARE 
WELL STOCKED 
WITH 


Great National 
“QUIET” 
Attic Fans 


(“Snow Flake Silence’’) 


Write Factory Ren-esentatives 
Gillespie & Company 
1007 Candler Bidg. Atlanta, Ga. 


Crescent Sales Company 
2155 East 7th St. Los Angeles 23, Calif. 


GREAT NATIONAL 


AIR CONDITIONING CORP. 
2125 N. Harwood, Dallas 
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CAPACITORS 


TYPE MSG—AC Motor Starting Capacitor 


The new foolproof Type MSG capacitor 
—with original equipment terminal spac- 
ing—is easy to install—no chance for 
error. The MSG is small and compact— 
It Fits! 


FOR LONG, EFFICIENT, TOUGH SERVICE 
... SAY MALLORY 


Distributed by 


INSULATION AND WIRES INCORPORATED 


AN 2 


HOUSTON 3, TEX NEW YORK 7. NEW YORK 


AN FRAWNCISCC 3 AUF 


H. A. HOLDEN, Inc 


MINNEAPOLIS 3. MINN 






NATIONALLY 
ADVERTISED 
plus all these 
SALES HELPS! 


FAN-PAC 


“PACKAGED VENTILATION” 


ATTIC FANS — Packaged in sound- 
proofed housings ready for installa- 
tion. 24”, 30”, 36”, 42”, 48” sizes. 
“V" belt motor driven. 


PANEL FANS (not illustrated) — 
Direct or “V” belt motor driven. 16”, 
is”, 20”, 24”, 30”, 36”, 42”. 48”. 


; AL 
: Mar cAISINS 


PROFIT WITH FAN-PAC LINE 
Send in the coupon below today to 
take advantage of this quality line, 
effective national advertising and sales 
helps. 


American Machine and Metals, Inc., 

De BotHezaT FANS Division, Dept. S, 
East Moline, Illinois 

Without obligation, please rush latest FAN- 
PAC prices, discounts and catalog. 


Your Name 








Washington, N. C.—O’Neil Elec- 
tric Co. has obtained a certificate of 
incorporation from the Secretary of 
State to sell electrical appliances with 
an authorized capital stock of $40,000. 
The incorporators are B. S. O'Neil, 
Sue O’Neil, and C. M. Weeks, Jr. 

Pond Creek, Okla.—A change in 
ownership of the Howard Appliance 
Co. has been announced, with S. M. 
Hampton and C. A. Harley, former 
managers, taking over as the new 
owners of the business, which will be 
known as the Pond Creek Maytag 
Co. 

Ryan, Okla.—After running a serv- 
ice station for several years, L. B. An- 
derson has opened up a new Goodyear 
Tire and Electrical Appliance store. 
Mr. Anderson will handle tires for 
every type of vehicle as well as all 
kinds of electrical appliances. 

Wynnewood, Okla.—S. L. Hack- 
worth and associates have purchased 
the Shearon & Burks Appliance Store, 
according to an announcement made 
recently. No immediate changes in 
operation are planned, and the store 
will continue to feature nationally 
known lines. 

Charleston, S. C.—The Quattle- 
baum Electric Co., 302 King St., has 
opened a branch at 211 Montague 
Ave., which will handle all major ap- 
pliances. 

Columbia, S. C.—With authorized 
capital stock of $20,000, Thomas 
Electric, Inc., has been granted a 
charter by the Secretary of State to 
deal in electrical fixtures. Samuel 
Monroe Wittenberg is the president. 

St. George, S. C.—Carson-McMahan 
Supply Co., Inc., has been organized 
with capital stock of $10,000 to deal 
in electrical appliances. Edgar O. 
McMahan, Jr., is president. 

Knoxville, Tenn.—Harris H. Davis 
has been named manager of Bell Elec- 
tric Co.’s new store which opened re- 
cently at 311 W. Church St. Allen 
Bell, Jr., is the owner. 

LaFollette, Tenn.—Opened recent- 
ly in LaFollette was Queener’s Elec- 
tric Appliance Co., under the manage- 
nent of W. D. Queener. 

Memphis, Tenn.—Construction has 
been started on the $100,000 two- 
story building that Mrs. Louise W. 
Salmon is having erected to house the 
Tennessee Valley Electric Supply Co. 
The new building, located at 296 
Adams St., will house the offices and 
varehouse of the firm. 

Dalhart, Tex.—Moving into the 
Felton building at 197 W. Third St., 
the Greer Appliance Co. now handles 
ill kinds of home appliances, in addi- 
tion to their lighting appliances. 
Arthur Greer, owner and manager, 





THE BROCKMAN 
ELECTRIC DOOR 
MAT...isa sure-fire seller 
with doctors, dentists, 
photoraphers, lawyers — 
as a matter of fact — with 
all business men who have 
reception offices. Combin- 
ed with your own chime, 
transformer, wire and 


installation, you 


labor 
have a big profit item. 
Yon can sell the complete 
package easily with a post- 
card mail-advertising cam- 
paign. 

Door mat, 15 x 27 x 
1/16’, retails for only 
$5.95. Larger doorways 
serviced by multiple in- 
stallations wired in par- 
allel. Try one out on your 
own chime board. Special 


only $3.50 net. 
Write today for door mat, 


literature and quantity dis- 
count information. 


§{) BROCKMAN 
& Yi] SALES COMPANY 
ak? 
S | Dept. D 
314 29th St. South 


Ae St, Petersburg, Fla. 
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POSITIVE ACTION 
FROM ANY ANGLE 







y The patented universal pull lever action of LEVOLIER Switches 
ms °4 provides instantaneous control from any angle. Their high 
quality, watch-like construction guarantees dependability and 
longer service. Specially designed sizes and types are easily 
applied to motors, fans, electrical appliances and lighting fixtures. 

Model Number 41, shown here, is the most compact 6 amp. 
switch on the market today — only %” thick. Particularly adapt- 
able for canopy mounting. Qualifying for a “T” Rating by Under- 
writers’ Laboratories, through many years service, it will safely 
take an initial surge of 48 amps. — eight times its rated capacity. 



















A complete description of the 








° many types and sizes of 
hoe LEVOLIER Switches is found 
on in McGILL Catalog No. 43. 
Send fo f; 
SWITCHES nel r your free copy 






MEGILL MANUFACTURING CO., INC.. 


Electrical Division 


650 N. CAMPBELL STREET VALPARAISO, INDIANA 











"LANTERNS fF PERFORMANCE 
..sell on sight, for our standard | - , : 4 C 0 M ES 


of perfection in design engineer- 
ing and construction has made us P 

the leading source of satisfacton Tas ; 
to dealers and public alike. When 52 if eee M A | N T c NANCE : 
you consider the solid copper % oe 

construction of all our fixtures, 

our authentic designs and moder- No. 514 '¢ 0 S$ T § 
ate prices, you have a combina- pjameter 10” r 


tion that’s mighty hard to beat! Height 1814” 
Collar 3%” 
e 


@ For Quality and Beauty— 
Install ARTOLIER 
@ For Customer Satisfaction— 
Suggest ARTOLIER 

As a basic manufacturer for the past 30 years 


@ For Quick Turnever— 
Stock ARTOLIER our organization has been dedicated to the 


task of designing and manufacturing reliable 
quality generator and motor brushes. Keep a 
stock of them on hand and you will have effi- 
cient motor performance at your fingertips! 
Our Reference Book in your category: — Industrial, 


General Purpose, Mining, Welding, Refrigeration, 
A ppli Tr rtati Carbon Specialtie: . 





















































Our handsome 1948 catalog is 
ready to mail. If you haven’t re- 
ceived your copy of this valuable 
guide-book to larger sales and 
profits, write us today! 

















vr - “ 


1000 Peach Tree St. N.E. b 
James Millar P.O. Box 116, Sta C. Niaata, Ga ® P hil L Capy oes $508 Delon Tax 


THE OHIO CARBON COMPANY 


12508 BEREA ROAD + CLEVELAND 11, OHIO 











firtetiog 


LODI, NEW JERSEY 













No. 520 in 
Diameter 5%” 
Height 121%4” 


Extension 6/ 
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Air Equipment Co. 
announces it’s line 


of heavy duty 
ANS 


Fifty-four years of experience and 
progressive engineering go into the 
- manufacture of the new heavy duty 
* industrial and household FRIGID- 
' AIR-FANS. 
These large, carefully engineered 
units are built for long, hard serv- 
ice, with a minimum of operating 
and maintenance cost. 


-. Belt Driven FRIGID - AIR - FANS 
| range in size from 30” to 48” and 
_, are equipped with heavy duty 110 
~ or 220 Volt 60 cycle single phase 
AC motors. FRIGID - AIR - FANS 
frames are sturdily constructed with 
12 gauge hot rolled steel panels— 
complete electrical welding assures 
greater strength and less vibration. 
' Reports from customers and deal- 
|» ers everywhere are uniformly free 


»~ of trouble. 


> Direct Connected Industrial 
FRIGID-AIR-FANS range in size 
from 12” to 30” and are equipped 
with heavy duty 110 or 220 Volt 
= 60 cycle AC motors. These units 
-, also boast the FRIGID-AIR-FAN 
_, completely welded frame. 
_.,, Air Equipment Co. now offers new 
\ and protected franchises — attrac- 
tive discounts and immediate de- 
livery to Manufacturers’ Agents 
and Distributors interested in han- 
dling this complete line of ven- 
tilating fans. 


Mailed the attached 
coupon today 


“AIR EQUIPMENT CO. 
1713 W. Carroll Ave., Chicago, Ill. 


noved to Dalhart in 1945 from Battle 
Creek, Mich. 

El Paso, Tex.—For $61,000, the 
Electrical and Mechanical Supply Co. 
has purchased one entire block at 200 
Texas St. The firm, which is headed 
by John McKee, plans to use the lot 
in expanding its facilities at an early 
date. 

Wellington, Tex. — Alvin Horton 
and Ernest Harwell formally opened 
the H & H Furniture and Appliance 
store recently. Located on the east 
side of the square, Mr .Horton and 
Mr. Harwell bought the business Oc- 
tober 1, 1947, but did not open for- 
mally because of a desire to add to 
their stock and remodel the building. 

Pulaski, Va.—A large store on the 
corner of Main and Jefferson streets 
has recently been opened by W. H. 
Wysor, Jr., to be called The Wysox 
Electrical Appliance Co. They will 
handle appliance, radios, home heat- 
ing plants, and pumps; in addition, 
they plan to operate a service depart- 
ment and an electrical contracting 
department. 

Roanoke, Va.—A new wholesale 
electrical appliance firm, Marshall & 
Deyerle, Inc., is to open at the corner 
of Park St. and Salem Ave. Mr. 
Deyerle is president of the Roanoke 
Merchants’ Association, and Mr. 
Marshall has been a traveling whole- 
sale representative for 16 years. 

Waynesboro, Va.—Seiger Electrical 
Service, under the management of 
Jerry D. Seiger, has recently been op- 
ened on Delphine Ave. to handle ap- 
pliances and do general contracting 
work. 

Wytheville, Va.—After remodeling 
a recently purchased building on 
Main St., H. L. Hale and F. T. Hale 
have formed the Hale Electric Supply 
& Sporting Goods Store. H. L. 
Hale is store manager and his brother, 
F. T. Hale, supervises the electrical 
contracting. They handle all types of 
appliances, in addition to house wir- 
ing, industrial and pole line work. 


Outdoor Playing 
Field Lighting 
(Continued from page 37) 


Many comments from players, offi- 
cials, university personnel and specta- 
tors have been received which indicate 


decisions. Players can be identified 
more readily by both the officials and 
the spectators, thus making a better 
game all the way round. Because of 


‘the high intensity, spectators can fol- 


low the play and players readily and 
easily, thus creating more interest 
and increasing attendance. 

The brightness of the entire area 
creates a spirit of cheerfulness which 
adds to any occasion. The spilled 
light in the stands makes it possible to 
read programs easily, which not only 
helps to follow the game, but gives 
added value to ad space in the pro 
gram. 

Mr. B. A. Shively, Athletic Direc- 
tor of the university, stated in a let- 
ter: 

“We are very much pleased with 
our football field lighting system here 
at the university. I believe that it is 
one of the best lighting systems in 
country. The lights enable the play- 
ers to see almost as well as in games 
that are played during the day. They 
can follow the ball on passes and on 
kicks about as well. ‘Lhe spectators 
have no trouble following the ball, 
the officials render better decisions, 
and our crowds have materially in- 
creased.” 

Other advantages have been gained 
by the new lighting in that ample il- 
lumination is provided by this job for 
any outdoor functions of the univer- 
sity or by civic clubs. The bright spot 
provided by this number of flood 
lights and the high mounting of the 
flood banks illuminates the area to 
the extent that it can be seen from a 
considerable distance. This acts as 
a reminder to the public that some- 
thing is going on at the university, 
and has a definite advertising value. 

H. K. Flint, of the Westinghouse 
Electric Corporation, handled the en- 
gineering design of the job while 
actual installation was done by Shely 
Construction Company, of Lexington 
Lighting engineers of the Kentucky 
Utilities Company co-operated in the 
designing, selling, and installation of 
the job. 


Ten Candles for 
Fluorescents 
(Continued from page 30) 


from a simple kitchen or bathroom 


job to as many as seventy lamps in a 
few exccptional cases. 

Of course, there is much spade work 
to be done in this vast and profitable 
market. One application that G-E 
is now working on uses prefabricated 
luminaires built into the ceilings and 
walls of new or existing homes. Propet 
living room illumination calls for 


Please send me, without obligation, com 
pleteinformationonthe FRIGID-AIR-FANS 


decided approval and appreciation of 
: he installation. A general consensus 
hame ; of opinion is that play has been mate- 
Address tially improved, as the increased vis- 
City . ‘bility makes it possible for the play- 
ers to follow the ball better, thereby 

AIR EQUIPMENT CO. reducing fumbles and missed passes. 
1713 W. Carroll Ave., Chicago, Il Play is speeded up. Umpires and 
en ere linemen can render quicker and fairer 
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ma twelve to fifteen good-sized fluorescent 
age lamps used in this manner. The model 
als and living room at the G.E. Lighting In- 
better stitute creates a lot of interest and 
use of @ omment among visiting housewives 
an fol. ind architects. 


a Pik et For Quick, Safe Cable Installation - Use 
y and Another activity that is tapping the 


nterest home market for fluorescent lamps is EFFICIENCY NESTED CONDU CTOR RACKS 


the noteworthy Certified Lamp Mak- 

= os ers’ program, a co-operative movement 
Which [# junched last fall by portable lamp 
spilled anufacturers. One of its important 
ible to HF ims is the improvement in perform- 
t only ince and design of portable lamps. 
Sives HM circline fluorescent lighting has earn- 

© pro- & «da firm place in this program, both 
in floor and table model portable 








Direc. lamps. The use of circlines in central 
a let- ae a 7" 
iling fixtures is also Growing. : Efficiency conductor racks feature dependable glazed porcelain 
The many advantages of fluorescent bushings, supported and clamped to the rack with a single bolt. 
with lighting are also bringing it into many Each fitting is a separate unit, permitting simple installation of 
1 here a varied specialized fields. To men- each cable. Racks are of standard rolled steel channel, made in 
t it is =" P . h i a accordance with the size and number of bushings desired. Bush- 
bes tion a few—portrait photography stu- ing supports are malleable iron, but a brass half is furnished 
oP dios .. . color transparency and X-ray for A. C. service. Racks are available for cable diameters from 
Play- photo viewing . . . indoor and outdoor 5/16” to 2-3/8”. 
— sign lighting . . . interior lighting of Write today for your copy of Catalog 38-A 
hey BH nasenger trains, busses, street cars, NEE cca are a 


id on Bf subway trains and vehicular tunnels 


























tators _. aircraft instrument panel and cabin 

ball, lighting . . . inland and ocean passen- 

1008, BH scr ships . . . special interior lighting 

y 1 @ in combat ships . . . black lighting ef- 

fect in fields ranging from crime de- 

uined tection to theatricals . . . and even in 

le il- BF ceding the growth of certain plants 

b for P ite 

and cuttings in underground green 

uvel- houses. 

spot The fluorescent lamp has indecd 

flood made sensational progress in only ten e a: venriGiD : 

the Bt short years. Its growth in the past ie Ais EQUIPMENS a 

a tO Bf decade gives us some small idea of el ae ONION ALL y 

ma @ what's to come. Compare its 10 year ur : SAreED 

S 4 @ advancement with the 68 ycars it has 

ome & taken the incandescent lamp to reach 

— its present commanding position, its "Te % ATTIC FANS 

= present quality, its present value. At Me” Force the heat out of the 

Oust @ the same time, the rapid growth of Bt tn sar git yc po 

Ci fluroscent lamps has had no ill effects ; ena tiengtienver-ratingy 

vhile on the steady increase in the use of 

hely incandescent lamps. 

1 And after only 10 years of develop- 

a pu aps be sa ae oS ~ PEDESTAL oo : Prue = 
and one half times more li or the a 0 Onn oh the mone oidont mic Sn a ge 

a of same filament lamp juliet on often oT ice ton Ge nae epee ee ah - 
burn from three to six times longer! y~ esenatny “vd gael Ventitoting: Heeting 
That’s only the beginning. New devel- saste gated, Gouna Suam, poo eal — 
opments in phosphors in the G.E. la- column ongtens with efficient, sturdy in re 2 
boratories hold great promise. Engi- pt sett pd yp opyee ee 
neers are working on the possibility of features. 
70 lumens per watt instead of 50 to 60 

-_ for the 40-watt lamp. Assuming that 

es the next twenty wears will see a three 
to one increase in light efficiency, we 

a can_ expect 150 to 200 foot-candle 

a lighting levels to be as common as 50 sonnet sales 

TE loot-candles are today. Research will no 


ted undoubtedly produce new fluorescent 
lamps as promising as today’s circline 


ORS & DEVICES 








d “ 
~ and slimline lamps. 
for On the basis of the first ten years 
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S pee nin” 
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with IDEAL 
FISH TAPE, REEL 
and PULLER 


3 TOOLS IN ONE 


This handy device belongs in every 
wireman’s kit. Gives complete con- 
trol of Fish Tape. . . keeps it reeled 
up .. .. prevents springing and 
breaking .. . helps workman avoid 
“live” parts. Makes it easy to pull 
tape through conduit quickly with- 
out kinks or bends. No slipping. 
_Gives a big grip. Tape is easy to 
reel in or pay out. 7 sizes. Ideal 
Fish Tapes are made of highest 
grade tempered spring steel wire— 
non-curling. 


IDEAL 
VOLTAGE TESTER 


Not an ordinary ‘glo’ 
type—actually indicates 

nominal line voltage on 

easy-to-read scale, cali- 

brated from 110 to 600 

volts. DOUBLE PROTEC- 

TION — Combines sole- 

noid indicator and neon 

test lamp. Tests AC or DC circuits. 
Complete with carrying case. 


““E-Z’’ HAND TYPE 
STRIPPER and CUTTER 


For solid or stranded wire. 
Always ready—no cocking. 
Triple action . . . clamps 
wire, cuts insulation . .. 
strips—all in one operation. 
Eliminates wire waste. 
Made in two models. "Au- 
tomatic’’ has lever to stop return of 
arms till stripped wire is removed. 


““SAFE-T-GRIP"’ FUSE PULLER 


No Slip! Formed to fit fingers; assures 
positive, full grip. Safe, handy, inex- 
pensive. Eliminates danger, prevents 
bending of fuse clips. Three sizes. 
Many uses.—IDEAL INDUSTRIES, Inc., 
Sycamore, Ill. * 


Distributed Through 


America’s Leading Wholesalers 








of fluorescent lighting, it is almost im- 
possible to imagine what tremendous 
possibilities await fluroscent lamp deal- 
ers and distributors. There are an esti- 
mated 100 million outlets for fluores- 
cent lamps today. And the most con- 
servative estimates place the figure at 
200 million by 1958. While fluores- 
cent lamp production represents only 
about one-tenth of the county’s unit 
volume in general lighting, it is al- 
ready nearly one-half the size of the 
large incandescent lamp business in 
terms of dollar volume. The present 
trend indicates a future of unprece- 
dented volume and profits for fluores- 
cent lamp distributors and dealers. 

It is very fitting that the people 
who make and sell fluorescent lamps 
should celebrate the 10th anniversary 
of their introduction by General Elec- 
tric. For to them, along with the 
American public, fluorescent lamps 
promise a very bright future. 


Don’t Let Waiting 
Lists Fool You 
(Continued from page 52) 


enabled him to compete with LP 
gas competition successfully. Even 
though local butane-propane gas deal- 
ers generally are more able to deliver 
appliances and underground gas sys- 
tems, Mr. Johnson and his two sales- 
men (both sons-in-law, incidentally) 
have convinced many farmers that it 
is worth-while to wait. 

“We point out the convenience of 
electric appliances, their safety, and 
the cheap, steady supply of current 
furnished by the REA power lines,” 
Mr. Johnson said, “with an appeal 
to the customer to get by on whatever 
coal oil or coal-fired equipment he 
has now until we can make delivery 
on new appliances.” 

Borrowing a cue from a national 
automobile manufacturer, Mr. John- 
son plays up heavily the slogan 
“Worth Waiting For’ in dealing 
with prosperous farmers, eager for 
modern appliance living. 

“The high pzice of LP gas tanks, 
insulation, chances of doing without 
gas when roads are bad, etc., all figure 
in. our sales approach,” he stated. 
“We have managed to get some pro- 
spects to wait as long as 8 months 
before we delivered _ refrigerators, 
ranges, washing machines and small 
appliances to them.” 

Surprisingly, Johnson Appliance 
Company has run against a wall of 
resistance in regard to home freezers. 
Prices are too high even for the most 
affluent farmer, he believes, and most 
of the townspeople point out that 
modern grocery stores and ample 


transportation does away with the 
need for frozen storage. “We origi. 
nally thought the home freezers, plen- 
tiful as they were, should help to 
hold the fort against LP gas com. 
petition,” he said. ‘However, that 
didn’t prove to be true. We simph 
must sell ‘waiting for electrical |iy. 
ing’ on its own merits.” 

Johnson Appliance Company’s top 
sales builder is an excellent service 
department, which includes complete 
repair service on everything sold, 
from radios down to cold-wall refrig. 
eration. The neat, modern shop, 
which can rebuild trade-in appliances 
for resale out in the country market, 
is shown to most of the new cus- 
tomers in the area. ‘Take it to John- 
son’s” is almost a byword when elec- 
trical appliance repairs are needed. 
The store will start vigorous outside 
selling soon, with a crew of salesmen 
to be paid commissions and car al- 
lowances, following up the REA lines 
which were installed during the peri- 
od when no new appliances were 
available. 


Backlog of 
Geod Will 


(Continued from page 48) 


man doesn’t have to be accommo 
dating on an appliance for ‘which 
buyers are so desperate they will buy 
regardless of ‘treatment. But that 
doesn’t alter Harvey’s good will fol 
low-up. 

At present Carden is planning to 
have special salesmen for each of the 
major appliances, in order that each 
one can be an expert in his own 
line. A home freezer salesman, for 
example, will be expected to know 
all about the mechanism of the freez 
er he is selling so he cam be called 
in any time it needs servicing, or ex 
plain any mechanical detail of which 
the customer may be ignorant. Simi- 
larly the electric range salesman wil! 
handle his customers. But each of 
the specialty salesmen will be ex- 
pected to have at least-some of the 
skill necessary to make minor adjust 
ments on other appliances than the 
one he is selling. This will be im 
portant, for example, when a wash- 
ing machine salesman drops in on 
a customer who has recently bought 
a Harvey vacuum cleaner. 

Harvey’s cautious promotion polic; 
is measured in his newspaper adver 
tising. His department store covers 
more floor space than any other in 
Nashville and he probably does more 
advertising than any of his competi- 
tors. He frequently carries three to 
four full-page ads in each of the 
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daily papers, but he insists that as 
nearly as possible the goods adver- 
tised must be in the store when cus- 
tomers come after them. He says 
nothing can Cause greater resentment 
than for a patron to call within a 
reasonable time for something he has 
sen advertised and be met with a 
“ld out” reply. Especially after he 
has gone to a lot of trouble to get 
to the store for the purchase. 

Mr. Carden believes that some ap- 
pliance dealers are hurting themselves 
with a too early promotion of scarce 
items that can be supplied to only 
a few customers who call in answer 
to the ads. In such cases, the name 
of the dealer can frequently be kept 
before the public in ads explaining 
ina friendly way why certain items 
can't be obtained in sufficient quan- 
tity to meet the demand, and thus 
hold the goodwill of the public. 

Harvey’s biggest drawing card, of 
course, is its location. The store oc- 
cupies three-fourths of the busiest 
block in downtown Nashville and 
has several floors. The appliance 
sles display is on the first floor with 
a big plate glass door and a taste- 
fully arranged show window facing 
Church Street where the shopping 
traffic is heaviest in Nashville. All 
appliances can be easily viewed 
through the glass: and the arrange- 
ment is so attractively displayed, it 
is hard for any appliance-conscious 
customer to resist being drawn in. 

Inside, the appliances are neatly 
souped together in their separate 
classes, so that the shopper can easily 
spot what she wants. Each of the 
ten floor salesmen knows his own line 
of appliances. However, where a 
customer has a favorite salesman 
whom she prefers to any other, he 
is privileged to show her any line of 
appliances. 

“Our cautious promotion policy 
extends to items displayed on the 
floor,” explained Mr. Carden. ‘For 
«ample, we nearly always have some 
kind of electric range that we can 
sell to a customer looking for such an 
appliance. But if it is one of the 
highest priced ranges offered by the 
manufacturer we don’t try to pres- 
sure the shopper into buying it, if 
we think he would prefer a lower- 
priced model that can be supplied 
later. Of course, if he wants to buy 
the high-priced one anyway, it is 
OK. with us. These high priced 
ones are harder to move than the 
moderately priced ones, and they 
give us bigger profits, but we know 
we can make more money by selling 
ourselves to the buyer than in selling 
im a range. We don’t want him 
lusing a resentful feeling that 
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Yes, a long future that’s full of satis- 
faction to the home owner. For the 
home wired today with Paranite 
Building Wire — Paraflex— ABC 
Cable—Service Cable—will be giving 
the same efficient electrical service in 
1998 and beyond. Every bit of Paranite 
wire or cable is made under the 


Building Wire 
Types R— RH—RW—T—TW 


watchful eye of SQC—Statistical 
a Control! Nothing is left to 
chance. With Paranite’s goal set high 
and Statistical Quality Control guard- 
ing each operation, you can confi- 
ently recommend and use Paranite 
Wires and Cables in all residential 

construction. 
Service Entrance Cable 





Paroflex Non Metallic 
Sheothed Coble 


BTSs) 


THROUGH 
WHOLESALERS 





iF T'S PARANITE 11's aicut: 


A.B. C. Flexible 
Metallic Cable 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 


WAREHOUSES* AND SALES OFFICES : *Ationto, Go.; *Chicago, Ill; Cleveland, Ohio; Dolls, Texos:)* Detroit, Mich.) *Kansos City, Mo.; 
*Los Angeles, Colif.; *Nework, N.J.; Philadelphia, Pa.; *St. Lovis, Mo.; *Soa Francisco, Calif. 














BREEZE AWAY 


Type W-16 —16” Fan—1300 CFM 
Type W-400—24” Fan—3900 CFM 
Type W-500—28” Fan—5100 CFM 


Made by 
the Makers of 
Rex Blowers 


Y 


Rex Blower- 
Filter Units 


FROM YOUR 
COMPETITION 


WINDOW FANS 


In design, workmanship, performance, 
and price, REX AIRATE Window Fans 
have all it takes to win and hold 
customer preference. Smart appear- 
ance, compactness, quiet operation, 
and ease of installing are other fea- 
tures that can help you set a mew 
record for window fan sales this season 
if you concentrate on REX AIRATE. 
Write for complete catalog informa- 
tion and prices today. 


“sg -= os = : 
COANTROLS 1H 


and @ivte 


Cleveland Heater Co. 


2310 Superior Ave., Cleveland 14, Ohio 
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TIMERS 
FOR 





CONTROL OF ATTIC AND 
WINDOW VENTILATION FANS 


Sell comfort at a profit with Paragon 
“AF” Timers...designed for depend- 
able, automatic control of attic or 
window ventilation fans. All-electric 
no springs to break. Accurate... 
powered with quiet Telechron motor. 
Easy to install...mounts to handy or 
single gang switch box, or may be’ 
surface mounted with conduit con- 
nection. Choice of two time ranges: 
0 to 10 or O to 20 hours. 


Sell comfort at a profit with Paragon 

“AF”. See your jobber or write 

today for the complete sales story, 
3/4 H. P. at 


$7471 35 
115 Volts AC. LIST 


NEW LIBERAL TRADE DISCOUNTS. WRITE FOR DETARS 


1618 12TH ST. 


TWO RIVERS 
WISCONSIN 


For fans up to 


BUILDERS OF ELECTRICAL 
EQUIPMENT SINCE 





might cross him off as a customer.” 

As already indicated, appliance ad- 
vertising also follows a _ cautious 
policy. Sometimes Mr. Carden runs 
his ad separately—at other times it 
runs as a section of Harvey’s full de- 
partment store ad which may cover 
two or three pages. It features ra- 
dios, irons, and other small appli- 
ances that are available in quantity 
and any major appliance it can back 
up with deliveries when the custom- 
ers call. 

Carden savs he gets better results 
by letting the appliance advertising 
form a part of the regular Harvey 
page, because in that way the cus- 
tomer can more easily identify the 
ad. When the appliance promotion 
is featured in a separate part of the 
paper, it gets mixed up with similar 
ads of competitors. One day a cus- 
tomer walked in and asked for the 
home freezer he said Harvey had ad- 
vertised the day before. Mr. Carden 
told hirn he hadn’t advertised any 
freezer that day. He knew that the 
customer had seen the ad of a com- 
petitor and without .looking at it 
closely had thought it was Harvey’s. 
He told him. however, that he had 
a mighty good freezer he could show 
him. So he went ahead and sold 
him one as a result of his competi- 
tor’s ad. 


A Sink Starts 
The Sale 
(Continued from page 45) 


The sales program embraces train- 
ing of the salesmen, a process which 
takes some time unless the dealer is 
lucky enough to be able to obtain the 
services of experienced salesmen. 
However, regular conferences are held 
at this company in which step-by- 
step training is given on the various 
appliances. And McMahon, who is 
an experienced sales manager, writes 
out the salestalks to be used, draw- 
ing upon his past experience. 

The information obtained on the 
surveys is filed for future reference 
and use. There is no blind searching 
for some angle on which to sell any 
particular customer; with this up-to- 
date information on file, the exact 
need of each potential buyer is avail- 
able conveniently. 

When the potential customer 
grants an appointment, and arrange- 
ment is made for the home econo- 
mist or demonstrator to come to the 
home to talk over the kitchen prob- 
lems, preparations are made so as to 


be able to give that person all the 
help available. The demonstrator 


goes over the kitchen, measuring 
space areas, shows the customer ; 
large number of stock plans, informs 
her of the versatility of kitchen plan- 
ning to fit any space, gives detailed 
information on the low cost of clec- 
trical home appliance operations, dem- 
onstrates the complete line of appli. 
ances, and quotes ten year figures on 
operating cost as against initial invest. 
ment. 

By this time, the customer’s inter 
est is usually genuinely aroused, and 
further appointments will be made to 
discuss the job in a more detailed 
fashion. A rough sketch will be 
drawn up by the two partners, show- 
ing the complete plan. Then the 
customer generally comes into the 
store to discuss the matter further. 

Here another handy gadget is used 
to show the customer the advantages 
of the all electric kitchen. It is the 
miniature model kitchen supplied by | 
the manufacturer—complete with sink | 
models in all sizes, cabinet models, 
stove models, breakfast nooks, and a 
place for all other equipment includ- 
ing garbage disposal and dishwashing. 
Then the total contract price is given 
for the complete job. The American 
Radio & Appliance Company has an 
arrangement with a local plumber for 
the installation of all plumbing. 
Sometimes the price receives further 
adjustment, as the customer often 
wishes to substitute alternate items in 
place of those first named. 

One of the best ways of building | 
future business is to persuade the cus- } 
tomer to design the kitchen with an 
over-all plan, even if she does not get 
the complete job done at first. As | 
the saying goes, “‘sell ’em a sink, and | 
you can generally sell them the rest of | 
the equipment.” The customer may | 
buy only a sink, or perhaps a range at 
first, but with a master plan for the | 
kitchen, she will come back to the | 
American Radio & Appliance Com- 
pany for each new item as she needs 
it, or as soon as she can afford it. 

In such an instance the kitchen is | 
designed with a space left for each | 
new piece of equipment, so that even | 
though it may be ten years before | 
the customer decides to add that par- 
ticular item, she does not have to re- 
design the entire kitchen again in | 
order to get the proper spot for it. 

The two partners feel that this 1s 
building them a good sales potential 
for the future—for every sale almost 
insures them a future sale. 

Their present sales force includes 
only four salespeople, in addition to 
the telephone survey women, but in 
the future they plan on having a group 
of 10 to 12 trained salespersons, each 
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BERLITE FIXTURE CO. 


654 BROADWAY, NEW YORK, N. Y. 


A fast selling B45, Write today 
line of fine ip? for illustrated 
crystal fix- § (we literature and 


tures. prices. 














FOR 


MOTORS 
FANS 
CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 
Brown-Brockmeyer General Electric Master 
Century Hamilton-Beach Peerless 
Cutler-Hammer Holtzer-Cabot Robbins & Myers 
Delco Howell Star 
Diehl Hunter Thor 
Duro Ilg Wagner 
Emerson Leland Westinghouse 

Marathon 


READING ELECTRIC COMPANY, INC. 


Parts Distributors for the Manufacturer 


200 William St. Barclay 7-6616 New York 8,N. Y. 
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CABBAGE Is an | 
| ELECTRICAL 
CONTRACTOR'S 
PROBLEM 


Your job is not finished until you 
have pleased Mrs. Housewife—the 
real boss*... Eliminate unpleasant 
cooking odors with { \ 


CLIMB ON THE GRAVY TRAIN. Every Blo-Fan instal- 
lation adds as much profit to your contract as 15 to 20 
outlets. But more than that, it helps build prestige with 
Mrs. Housewife —the one who will sell her friends for you. 

BLO-FAN ducts out greasy fumes and objectionable 
odors as they rise... before they spread... because Blo-Fan 
builds in between ceiling joists directly over the kitchen 
range—where a fan belongs. Wherever there’s a ventilat- 
ing problem —kitchen, bathroom, rumpus room,attic room 
—your best solution is Blo-Fan. 


*P.S. Ask your wife about kitchen ventilation. 


Bae- 


more than a fan...more than a blower. 
Send a postcard today for complete BLO-FAN informa- 
tion and names of your nearby BLO-FAN distributors. 


PRYNE & CO., INC. 
POMONA, LOS ANGELES, CALIFORNIA 
NEW YORK SAN FRANCISCO CHICAGO 





have the 


RUGGED 
TUBULAR BRIDGE 


@ TO MAINTAIN BLADE ALIGNMENT 
@ TO INCREASE FUSE LIFE 


ultimate cost are: 


1. Balanced Lag Link 


2. Screened Ventilation 


: FREE: Balanced Lag Link to in- 
spect and test. Specify 
.. amperage, voltage. 


Southern Representatives 


GEORGE R. KOELN CO. 
144 Walker St. S. W. 
Atlanta 3, Georgia 


D. L. GLIDDEN 
Engineering & Equipment Co. 
3802 Winchester Street 
Houston 3, Texas 


MR. ROBERT W. FISHBURNE 
603 East Main Street 
Richmond 19, Virginia 


PACIFIC 
AVE. 
BUFFALO 7 

N.Y. 





of whom knows his job and his prod- 
ucts, working on planned sales pro- 
grams. 

So while many dealers are already 
noticing the slack in sellings due to 
the availability of appliances and the 
general slowdown on retail selling, 
these two partners have placed the 
emphasis on aggressiveness in the 
sales program. Advertising alone can- 
not accomplish sales. Handling brand 
names alone will not accomplish con- 
tinuous sales. Complete service is 
only secondary without adequate sales 
contact. 

Kirk and Cook fully realize this, 
and their sales program is building a 
system of obtaining leads for all sell- 
ing, a list of future prospects, and, 
what is particularly important, a 
group of satisfied customers who will, 


unconsciously, be selling for them by .. 


talking and displaying their kitchens 
to their friends. 


Sales Leadership 
Through Sales Training 
(Continued from page 43) 


moved up from fifth place to first 
place in washer sales in just two and 
a half years. 

Bendix sales training sessions con- 
ducted by distributors throughout 
the country are invariably well at- 
tended. Since attendance at these 
meetings is voluntary, it is apparent 
that the various appliance salesmen 
realize this Bendix training paves the 
way toward larger commission checks 
—the real goal of all salesmen. 

In February, 1948, each Bendix 
distributor appointed a dryer special- 
ist to head up this new and impor- 
tant addition to the Bendix line. In- 
tensive two-day training sessions were 
held for these new dryer specialists 
by trained factory personnel at De- 
troit, Pittsburgh, Syracuse, . Boston, 
New York, Baltimore, South Bend, 
St. Paul, St. Louis, Atlantaz- New Or- 
leans, ‘Dallas, Los Angeles, and San 
Francisco. 

Each dryer specialist went back to 
his distributorship with charts, train- 
ing manuals, and all tools necessary 
to conduct sales training courses for 
all retail salesmen in his territory. 

Weekly courses on: ironer pro- 
ficiency and salesmanship have been 
going on since mid 1947. There now 
are more than 13,000 trained retail 
salesmen who can now give prospects 
the Bendix streamlined ironer dem- 
onstration, which includes ironing a 
man’s shirt. 

W. F. Linville, general sales man- 
ager of Bendix Home Appliances, 
Inc., sums it up when he says, “‘No- 





THE MOST 
SPECTACULAR 
FAN LIne 
EVER SHOWN 


BERNS AIR KING 


Never before have you been able 
to offer your customers a fan line 
with so many extra features. Every 
Berns model features greater effi- 
ciency, greater utility and greater 
beauty—at prices that deliver 
greater sales: and profits. Shown 
are just two of the models you'll 
want to push. all summer fong! 





REVERSIBLE 
PORTABLE-ADJUSTABLE 
WINDOW VENTILATOR 


Now! Both an exhaust and intake fan in 
one handsome, efficient model, priced as low 
as most ordinary fans. Foolproof, one finger 
operation reverses fan. Adjustable in width, 
simple to install. In 10%, 12% and 16” 
sizes with smart Sunset Metallic Tan or 
gleaming White Enamel finish and hand- 
some chrome trim. Handsome—Powerful. 


WINDOW FAN 


Never before a window fan as beautifully 
designed and efficient as this new Berns 
model. Sunset Metallic Tan cabinet for 
beauty . . . unusual aluminum blade con- 
struction for moving more air with less ef- 
fort. Plugs right in—no installation ex- 
pense. Size 24” and 30” 








SOLD EXCLUSIVELY THROUGH 
LEADING ELECTRICAL WHOLESALERS 


BERNS MFG. CORP. 








2278 N. Elston Ave., Chicago 14, Ill. 








BAKELITE WIRE CONNECTORS 


Fully Approved by Underwriters Laboratories, Inc. 
No further need for substitutes. 
We offer a complete line of economical and dependable Bakelite 


Wire Connectors in various sizes for practically all jobs in 
electrical wiring. Write for revised prices and catalog sheet. 


Available through your local jobber 


Hi-Scale Products Corp. 


217 Centre St., New York 13, N. Y. 
Southern Representative, A. M. (Amo) Orlick, P. O. Box 1033, Sanford, N. C. 











’ FIXTURES 





“Better Than Ever” 

Cords — Cord Sets 
~ all Southern Representatives: 

W. H. Berry Co., 88 Pryor St., S.W., Atlanta 3, Georgia 
: Harbert S. Gregory, 1511 Louisiana Ave. New Orleans, La. 
The New. “SPOT-O-BRITE” Efficient—Economical Lowell V. Maxson, 1708 Laws, Dallas, Texas 

A fluorescent fixture with adjustable Spots Founded 1903 

Jobbers Wanted 
LOWELL INSULATED WIRE COMPANY 


Fluorescent: Fixtures for all purposes. 
STA-BRITE-FLUORESCENT MFG. CO. LOWELL, MASS., U.S.A. 
325 N. W. 22 Lane St. Miami, Fla. LOOK TO LOWELL FOR LEADERSHIP 
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__ IT’S HERE! THE NEW CHELSEA _| Cg ~ YAY | 
ant CHDTUO QUUTID. O11 aa 


MITOHEN 


Two types ad- 


Quiet Type fan 

+ ++ motor rub- 

ber mounted-totally enclosed 

- « « double protection out- 

Patent 4 Ou side shutter; inside door... 

Applied for - : ‘ can - installed in old or 
3 new homes, 


Signal portable 
electric drills. 
Models for light 
and standard 

. Illustrated 


drill catalog and ELECTRIC 
prices. C DRILLS 


vibration Dy ye 
canvas t for anti- ra- Fs . 
tion seal between floor and Signal telegraph instruments. 
‘ta. Keys for the beginners and for 


> mena aor the commercial operator, all 
' quality made and designed for 
maximum service. a a 
complete catalog on Signa 
pe telegraph and wireless instru- 


INSTRUMENTS ments. 





INCORPORATED 


1206 GROVE ST., IRVINGTON 11, N. J. Neg TTTTITiL 


SIGNAL ELECTRIC MFG. CO. “wicwican 
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FEATURE THE FAVORITE 
‘ey ~=LAMPS 


NALCO 


Popular demand means repeat business—get your 
share. For initial installation, or for replacement, 
fill your orders promptly by maintaining a full 
stock of all Nalco Infra-Red Lamps. Especially 
designed for industrial use, — for maintenance, 
and production drying lines, Nalco Infra-Red 
Lamps, with their long lasting carbon filament, 
and sealed reinforced base, give consistent, de- 
pendable satisfaction. Time tested and job tried. 
Nationally advertised. 


The baking and drying favorite for 
INDUSTRIAL PLANTS 
AUTOBODY SHOPS 
SIGN SHOPS 
WOOD WORKING PLANTS 
and process and production finishing in many 
industries. 


Illustrations show 
Naleo Infra-Red 
Lamps in a var- 
iety of styles, 
available in eith- 
er inside silvered 
(self-reflecting), 
or clear glass type 
(for use with re- 
flectors) 


See your Electrical Wholesaler. 


NORTH AMERICAN 
Electric Lamp Co. 


1041 Tyler St. St. Louis 6, Mo. 











TO REEL OR UNREEL 
THE F asirst Way 


WHATEVER YOU USE ON A REEL... 
WIRE, CABLE OR ROPE. SAVE TIME AND LABOR WITH 


ROLL-A-REEL 


Lightweight 

Slanted front 

Positive front lock 

Ne jocks needed 

Adjustable slots for many widths 


TAKE IT TO REEL, 
STORAGE OR JOB 


Style A: 
2,000 Ibs. cap. 
37.50 


Style B: 
4,000 Ibs. cap. 
75.00 
f. o. b. Cincinnati 





ASK FOR DETAILS WMMEDIATE DELIVERY 


ROLL-A-REEL 


327 WEST FOURTHS STREET 
MC aera Te 3 On! O 





thing aids the specialty salesman or terminal screws, by using knots, 


more than genuine, straight-from-the- 
heart enthusiasm. Sales training that 
gives salesmen complete understand- 
ing of the product in the home, to- 
gether with the confidence of per- 
sonal experience with the use of the 
product, will instill that necessary 
enthusiasm.” 

In 1947, more than 25 cents out 
of every dollar spent for a washer, 
was spent to buy Bendix automatic 
washers. This dominance of the in- 
dustry, is due partly, I am sure, to 
the constant sales training done by 
the Bendix factory and distributors. 


Splices, Taps, and 
Connections 
(Continued from page 35) 


must be bonded to the rods (2534 
and 2546); grounding conductors 
must be connected on the supply side 
of service equipment (2552); neu- 
tral conductor must not be used as a 
ground except for range frames 
(2560); service neutral conductor 
may ground the meter housing and 
service equipment (2561); connec- 
tions to secure the continuity of serv- 
ice equipment must be made by 
means of threaded couplings for rigid 
conduit, threadless couplings for me- 
tallic tubing, jumpers (2572) or 
bonds using lugs, connectors or 
clamps, but not solder (2613); sys- 
tem ground must be at least No. 8 
(2593, 2594); ground clamp must 
not be soldered and must not con- 
nect two wires (2614, 2615). 

Section 3005. Runs Continuous: 
Raceways and cable assemblies shall 
be continuous from outlet to outlet 
and from fitting to fitting. Conduc- 
tors shall be continuous from outlet 
to outlet, and, except as permitted for 
auxiliary gutters in Section 3748, and 
for wireways in Section 3625, there 
shall be no splice or tap within the 
raceway itself. 

Additional requirements for race- 
ways are: six inches of conductor 
must be left at outlets (3006); no 
splices permitted in under-floor race- 
ways (3546); splices permitted only 
in header access unit of cellular metal 
floor raceways (3565); splices are per- 
mitted in wireways with hinged cov- 
ers (3625); taps and splices are per- 
mitted in gutters with removable cov- 
ers (3748). 

Additional requirements for cords 
and fixture wires are: flexible cords 
may be used only in continuous 
lengths, without splices or taps 
(4004); flexible cord must be so con- 
nected to devices and fittings that 
tension is not transmitted to joints 


tape or special fittings (4009); fix- 
ture connections at the outlet must 
be accessible for inspection without 
disconnecting any wiring; no splices 
are permitted in fixture arms and 
stems; no unnecessary splices are per- 
mitted in fixture wiring (4149). 
All of the foregoing requirements 
can be met without the use of a 
torch or soldering iron and without 
knowing how to make a cable splice, 
Western Union splice, pig-tail splice, 
or sleeve splice. On the other hand 
the job may be properly installed 
without the use of special fittings ex- 
cept those furnished as part of the 
equipment. It is generally a matter 
of labor cost versus material cost. 
However, a great deal of skill is still 
necessary to meet the requirements 
of Section 7115, which demands a 
pothead to protect lead covered cable 
terminals on circuits operating above 


°600 volts, and a wiped joint in the 


lead sheath where splices are made. 

It is desirable not to place dissimi- 
lar metals in contact with each other 
in corrosive atmospheres or wet loca- 
tions—for instance, copper and gal- 
vanized iron or aluminum and cop- 
per conductors. In dry interior loca- 








The 
SOLDERLESS 


LUG That 
Speeds 


See the big hex head, slotted screw? You 
can tighten that up with wrench, pliers, 
or screwdriver—whichever is at hand. 
No chance for the wire strands to sep- 
arate. Grips them between large, ser- 
rated surfaces which insure a connection 
that is mechanically strong and electri- 
cally efficient. What’s more, when you're 
done, you know the job is right. WRITE 
FOR ILLUSTRATED FOLDER. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, 
‘ ; MICHIGAN 
hesie an 


ELECTRICAL CONNECTORS 
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Bauman-Worth Corporation 


a dependable source 


for 


Electrical Wiring Devices 
serving the 


ELECTRICAL WHOLESALER 


New improved items 


Now in production 


Write for your catalog to: 


BAUMAN-WORTH 
CORPORATION 


57-75 Thames Street, Brooklyn 6, New York 

















Alp F | LO Automatic 
CEILING SHUTTER 


TOP VIEW-~- OPEN ~- - LESS MOULDING 


Built so they can be installed practically flush with the ceiling, 
AIR-FLO Ceiling Shutters present a refined, finished appear- 
ance. Their natural aluminum color blends with any decoration, 
eliminating need for painting, and no grille or winter cover is 
required. Furnished in 5 different widths, single panel up te 73” 
long. No _ operat- 
ing mechanism 
shows. Built-in fusi- 
ble link. Meets fire 
underwriters require- 
ments. Write _ for 
illustrated catalog 
42-B of the com- 
plete AIR-FLO line. 








VIEW FROM BELOW - - CLOSED 
(with moulding 


Air Conditioning Products Co. 
2340 W. LAFAYETTE BLVD., DETROIT 16, MICH. 




















NOW 
VERTICAL 
by 
POLAR-FREEZ 








Exclusive 
Features 


All Steel Construction. 

with 3 coats gloss lacquer. 
Two models — 16 cu. ft and 19 cu. ft. Standard 
make SEALED or OPEN units. Vapor sealed 


at all joints. 
25 years of manufacturing KNOW HOW. 
National JOBBER — DEALER policy 


EXCLUSIVE TERRITORIES OPEN 
Write 
AIR-COOLING ENGINEERING CO. 


1737 W. Howard St., Chicago 26, Illinois 
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FLUORESCENT LIGHTING 


HL4-96 

Designed to establish a new standard in fluorescent light- 
ing—to give more smooth, shadowless light for every critical 
installation — offices, drafting rooms, laboratories, depart- 
ment stores. The new Eastern Slimline Luminaire HL4-96, 
with 4 hot cathode tubes and 200 milliamp ballasts and the 
Eastern Louver Luminaire L4-40, with 4 standard fluorescent 
lamps will give more light at lower cost! 
Suitable for individual or continuous mounting, suspended 
or flush. Hinged louvers make maintenance easy. Can be 
equipped with top reflector. Approved by Underwriters’ 
Laboratories. 


Scilbtre FIXTURE COMPANY 


BOSTON 20, MASSACHUSETTS 
REPRESENTED BY—S. L. BAGBY CO. 
822 WEST MOREHEAD STREET CHARLOTTE 1, N. C. 
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* WASHER LUGS * 


A SIZE and TYPE for every need! 


NO SPECIAL TOOL REQUIR 


KRUEGER & HUDEPOHL 


Sotderless Tarminal Lugs and Connectors 
VINE AT THIRD—ES * CINCINNATI 2, OHIO 











LUGS AND 
CONNECTORS 


ILSCO 
FUSE CLIPS 
BELONG 
IN YOUR 


because of these points of superiority: 

@ special alloy material selected for spring, 
strength and high conductivity 

@ arched bottom assures secure mounting and 
Prevents expansion or distortion. 

@ rounded corners 

@ four “line point” contact to assure perfect 
fit for fuse and rigidity to maintain 
required pressure 

@ 12% cooler by test 

@ attractive prices 


ORDER TODAY .. . IMMEDIATE SHIPMENT 


Write for 54-page illustrated cata- 
log with full mechanical details. 


Southern Representatives: 
Verlyn H. Branham J. P. Lumpkin 
180 Interlocken Drive 248 Tranquil Ave. 
N. W. Atlanta, Ga. Charlotte 3, N. C. 
COPPER TUBE 
& PRODUCTS, Inc. 


installations. 











tions this is of less importance. 

Soldering flux should be thorough- 
ly cleaned off after soldering a splice, 
and the insulating tape should be of 
a type similar to the insulation on 
the conductors: rubber for rubber 
covered conductors, thermoplastic for 
thermoplastic covered conductors, as- 
bestos for asbestos covered conduc- 
tors, varnished eambric for varnished 
cambri:: covered conductors, friction 
tape for weatherproof conductors, 
and no tape for bare conductors. 


Public Relations 
Begin at Home 
(Continued from page 32) 


est of the company at heart, and was 
trained to take the initiative when 
he had a good idea. That’s the 
thing we're trying to attain with our 
employees.” 

Many smal] companies achieve 
good employee and public relations 
unconsciously, but these two part- 
ners have given a great deal of con- 
scious thought to the factors in- 
volved. 

“Give your employees a pat on 
the back,” Maenza says. “Pass on 
to them any compliments that cus- 
tomers give to us on their work. 
Often we have customers call up, 
with a repair job or new installation, 
and they ask for employees by name. 
We are always careful to see that 
employees know that customers are 
asking for them personally, for it 
gives them the satisfaction of know- 
ing that good work is being recog- 
nized. 

“Another thing has helped us in 
our public relations,” says -Mr. 
Maenza. “Being a new company, 
many people were wary of giving us 
jobs on a time and material: basis. 
When we got time and “materials 
jobs, we usually strained ‘every.€ffort 
to finish the job fast, so ‘that’ we 
might be able to make a} profit and 
still charge a little less than our 
round-figure estimate. In that way, 
if you make a rough estimate, and 
then are able to finish the job for 
a little less, people begin trusting 
your company to the limit. Already, 
we have companies giving us jobs 
without asking the price, ‘because 
they know we will give them a good 
job at a fair price.” 

Because Maenza is a former radio 
operator and professional radio engi- 
neer with knowledge of electronics, 
the two partners have also been in a 
position to get radio and electronic 
They have handled the 
electrical and radio installations on 
three new radio stations built in 


Birmingham in that two-year pericd 
—WKAX, WTNB, WBRC — th 
last one an FM installation for ap 
old AM Birmingham station. 
These two partners, have, there. 
fore, exploited their knowledge of 
personnel, employee relations, and 
public relations as thoroughly as they 
have their broad and experienced 
knowledge of the electrical contract. 
ing business, for they know that such 
relations are as much a part of con. 
tracting as the actual installation. 


Cibo 


ANTI-CORROSIVE PAINT 


Cibarox 


LEAD & ALUMINUM PAINT 
Simplify Maintenance 
Give Maximum Protection 


OA A Inc. 


NORTH ARLINGTON, N, J. 








SALES 
REPRESENTATIVES 
WANTED 


In the southern territory, if pos- 
sible with warehouse facilities, 
by a manufacturer of high- 
quality line of Fluorescent 
Fixtures, Box 625, ELECTRI- 
CAL SOUTH Grant Building, 
Atlanta 3, Georgia 








ELECTRICAL 
ENGINEERS 


Graduates, experienced in design, 
engineering and economic studies of 
steam-electric and hydro-electric 
power plants and high voltage sub- 
stations. Also, engineer experienced 
in power system relaying and in 
preparation of specifications for 
switchboards and switchgear. Please 
submit resume including personal 
data, education and experience recor 
to Box 622, ELECTRICAL SOUTH, 
Grant Building, Atlanta 3, Ga. 








FLORIDA WHOLESALER DESIRES EXPER- 
IENCED PRICE AND EDIT MAN; ALSO 
EXPERIENCED WHOLESALE ELECTRICAL 
MAN WITH MANAGEMENT ABILITY. 
BOX 623 ELECTRICAL SOUTH — GRANT 
BUILDING — ATLANTA, 3, GA. i 
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WASHING MACHINE PARTS — ALL MAKES 


PROMPT SHIPMENTS 


DISTRIBUTORS — Goodrich Wringer Rolls 
Gates Belts 
T-K Range Parts 


811 9th St., N. W. Washington 1, D.C. 
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For a complete line of inexpensive 
Residential Lighting Fixtures 
write for Catalog No. 47 


LIGHTING FIXTURE CO. 


BROOKLYN 6, N. Y. 


PURITAN 
21 BOERUM STREET 7 
or to our Southern Representative 


AL. M.ORLICK @ P.O. BOX 1033 @ SANFORD, N.C. 





ao ae Eto entilating Ya 


pecialties 


“ELGO” 
AUTOMATIC 
SHUTTERS 


Aluminum louvres weatherstripped 
on inner edge, instead of on outer 
edge, making the unit the tightest 
closing shutter on the market. 
Louvre blades equipped with 
special felt silencing pads. Swivel- 
joint with shoulder rivet. 

More sensative than any other 
automatic shutter, and longer last- 
ing. Sizes from 8” to 72” square— 
also rectangular. 


——— 
“Echo” Automatic Ceiling Shutters 


- Used for attic ventilation. Installed in attic floor at the base of a 
penthouse, the louvres being operated by the suction of the fan. 


eee ELGO SHUTTER & MFG. CO. 
CATALOG! 


2738 W. WARREN DETROIT 8, MICH. 














Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design,” sum- 
marizing the latest authoritative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 
your copies, 


ELECTRICAL SOUTH 
Atlanta 3, Ga. 


Grant Building 


REPRESENTATIVE 
wanted 


Salesmen and manufacturers representatives have 
rare opportunity in line of Fluorescent Lighting 
Fixtures—easy to sell to wholesalers because it’s 
UP in design and quality of construction 
and DOWN in cost of manufacture. Choice 
territories. Write experience or facilities in full. 
illiam Ranieri, President 
WM. PENN FLUORESCENT LIGHT MFRS. 
1639 South Broad St., Philadelphia 48, Pa. 











FLUORESCENT 
FIXTURES 


Immediate shipment from stock 


Industrial Type for 2 lamps, 40 Watt 
Miller Type No. H2448A—H2411A 
Price $15.35 without lamps. 


B. C. SKINNER MACHINERY COMPANY 
Dunedin, Florida. 











WANTED 
MANUFACTURER’S REPRESENTATIVES 


Insulated wire manufacturer has openings for one or 
more sales representatives to call ot. electrical whole- 
salers. Exclusive territory. Commission basis. Warehouse 
facilities At a major seaport are desirable, but not 
essential. 

We prefer those selling other products to the electricai 
ae to carry our line in addition to what they now 
sell. 


All correspondence will be treated confidentially by us. 
Box 624 


Electrical South 
Grant Bldg. Atlanta 3, Ga. 
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Buy from a Herman Nel- 
son Distributor like Fox 
Electric Company of 
Elgin, Illinois. 


E. E. Hasselquist, President 
Fox Electric Company 


HE partnership between Herman Nelson and its carefully selected 
Distributors like Fox Electric Company of Elgin, Illinois, assures 
you prompt delivery of quality products as well as profitable mer- 


chandising cooperation. 


Herman Nelson heating and ventilating products have produced 
superior results since 1906. Literature and sales promotion campaigns 
provided by The Herman Nelson Corporation have produced pro- 
fitable sales for dealers and contractors throughout the country. 


Herman Nelson Distributors meet your requirements promptly from 
stock for both equipment and installation materials. Members of 
their sales and engineering departments are available for immediate 


service. 


Contact the nearest Herman Nelson Distributor when you need 


prompt delivery of quality heating and ventilating equipment. 
* 






Herman Nelson 
Belt Drive 
Propeller Fans 


Part of Herman Nelson's 
QUALITY, LINE 

of Heating and 
Ventilating Equipment 






Herman Nelson 
Direct Drive 
Propeller Fans 





Herman Nelson 
Model CA 


Fans 





THE HERMAN NELSON CORPORATION 


Since 1906 Manufacturers of Quality Heating and Ventilating Equipment 


MOLINE, ILLINOIS 
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Adam Electric Co., Frank -.-- 3 
Air Conditioning Products Co. 113 
Bi? Gensel FBG cncccccecee 107 
Air Cooling Engineering Co. 
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American Coolair Corp. ---.-- 27 
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Inc. a 
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—_ Electric Heater r 
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B & C Metal Stamping Co. -.-.. 98 
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Bar-Brook Mfg. Co. ~--.---~.-- 75 


Bell Electric Products Co. ..--.. * 
Bendix Home Appliances, Inc. .. * 
Benjamin Electrie Mfg. 
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Berlite Fixture Company -----_- 109 
Berns Manufacturing Co. ..---~- 110 


Blackburn Prod. Corp., Jasper * 
Briegel Method Tool Co. 92 
Bright Light Reflector Co., Inc. a 
rockman Mfg. Co. 102 
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Bull Dog Elec. Products Co. ... 53 
Burndy Engineering Co. 
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C. Nad has Air Conditioning Co., 
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Certified Fleur-O-Lier 
Manufacturers 
Certified Starter Manufecturers 69 
Chelsea Fan & Blower Co., Inc. 111 
Cireulators & Devices Mfg. 


eae 105 
Clark Controller Co. ---------- 20 
Cleveland Heater Co. -.---..--. 107 
Cornish Wire Ca. ._............. ° 
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Ideal Industries, Inc. -_.__.____ 106 
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Jones Metal Prod. Co. _.....__ + 

Kearney Corp., James R. _...__s + 

14¢ 

Keystone Electric Manufactur- 
ene eae ‘ 

Kreuger & Hudepohl -_.....___ 114 


A ae eee 
tome Fray & Clark -.-.__. 18 
Lau Blower Co. 
Lint, Clyde W. 
Lithonia Lighting Products Co. * 
_— 





Insulated Wire Co. -___111 

MeGi Manufacturing Co., Inc. 103 
W Electric Mfg. Co., Inc. * 
Maileable Iron Range Co. __.. % 
ee 2 
Moe-Bridges Corp. --........._ * 
Monarch Fuse Co., Ltd. ‘et 
Monogram Lighting Units, Inc. 87 
Murray Company ..........-... 5 


N 
National Electric Products 


Welsen Herman Corp 
North American Elec. Lamp Co. 2 


fo Carbon Ca. .............. 103 
. ... % “seen 
Orley Freezers, Inc. ~....------ ° 
P 
Paragon Electric Co. ---------- 08 
Paranite Wire and Cable ------ 1” 
Penn-Union Electric Corp. .... * 
Penn William Fluorescent 

Light Manufacturers -.------ 115 
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Puritan sigttion Fixture Co. 115 
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Reed Unit Fans, Inc. -.-------- 93 
Rheem Manufacturing Co. -._.-. S 


Robbins & Myers, Inc. 
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Virden Co., John C. 
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Westinghouse Electric Corp. 
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Wiley, R. & W., Inc. 
Wind Way Fan ‘ Ventilator 


¥ 1 
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MANUFACTURINGCO 
ATLANTA.GA 


TOP VIEW 
OFFICE AND PLANT 
1919 PIEDMONT CIRCLE 
ATLANTA GEORGIA 
‘Testing Laboratory reports prove 
GIBSON’S 5500 has 85.5% bare lamp efficiency. 
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ANSWERS 


What's m 


(A 63-second quiz about typical products 
in our big family of wiring materials.) 


I never make a bit of noise, yet 

my smooth, efficient operation results 

in long service life that is something to shout 
about. Your customers like to see me in bed- 
rooms, theaters, offices, and many other 
places where silence and top 

performance are especially 

desirable. What’s my name? 


y Na 


ms 


1 


It's General Electric’s silent 

mercury switch, the specifica- 

tion-grade switch that helps 

you make good wiring better. We'd like to remind 
you, too, that it is now rated 10 amperes T, at 125 
volts to meet today’s heavy loads. 


Cost-conscious contractors 

have found that it is often 

advisable to use me in place of lead- 
covered cable for installations in raceways 
in wet locations. They find that I am easy 
to install and can use smaller conduit. 

I really have two names. 

What are they? 


My name is either G-E RW —for rubber-insulated 
moisture-resistant wire—or G-E TW, for thermoplastic- 
insulated wire of the same type. We suggest you 
try RW or TW for economy on your next raceway 
installation in any of the following: (1) underground; 
(2) in permanently moist locations; (3) in concrete 
slabs or masonry in direct contact with the earth. 








3 


Sometimes I wear asbestos, 
sometimes glass, and sometimes silicone 


with either glass or asbestos. My core can be 
round, square or rectangular. You can bend 
me easily, but I will not crack or rupture. 

A great many electric products work 

better and last longer than ever 

because they have me. Guess who. 


I am coated inside and out. 


The name is one thing upon which good electrical 
performance depends — Deltabeston* magnet wire. 
It’s interchangeable with double-cotton insulated mag- 
net wire, and smart contractors everywhere know 
that using it is one of the best ways to insure reliable 
motor service under all conditions. 


It’s difficult to hurt me with even 

the toughest treatment. My color is 

white when I fight atmospheric corrosion, black 
when I fight chemical action. Many types of 
boxes and fittings have been designed 

to go with me perfectly. My name 





4 
If you’ve ever used conduit you’ve probably guessed 
that these names are G-E White and G-E Black rigid 
conduit. They are bywords for high quality wherever 
conduit is used. The rest of the General Electric line 


is so well known that it should 
be easy to identify. 


5 


I have thousands of parts, of many 

sizes, types and capacities. I am readily 
available in any quantity—all from a single 
source. My parent has the best-known 
name in electricity. Know what it is? 





GENERAL 


of raceways includes boxes, hangers, fittings, ‘’flex,”’ 
and EMT—all made to work to the best advantage 


with one another. 


The answer should be easy—General Electric’s full 
line of wiring materials. Whatever you need—wire, 
cable, raceways, wiring devices, fluorescent acces- 
sories, of every variety—your best single source of 
supply for dependable quality is always General 
Electric. We'll be glad to give you full information 


*on any products in this full line. Just write to Section 


K8-424, General Electric Company, Bridgeport 2, 
Connecticut. 


ELECTRIC 


* TRADE-MARK REG. U.S. PAT. OFF, 
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